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The industry’s ade- 
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with rigid conduit 
leavy-wal 


Unbreakable malieable iron castings 
may be hammered back in shape if dented 


No cover ear lugs inside the Unilet body 
Smooth cadmium-plated finish, free from 
holes, blemishes, gating marks 
Chamfered hub edges assure straight and 
accurate taper thread tapping without 
rough edges 

Reinforced, raised blank metal covers 
Wide, flat cover surfaces 

Variety of covers and receptacles to fit. 


No Lost Screws with LOKT-SCREW Covers 
Especially designed for Form 35 Unilets. Lokt-Screw 

vers with screws held permanently in place by 
steel collars Ball and Socket’’ action of screws 
permits one side of cover to be completely tight 
ened before driving second screw 


No-thread type for use 
with electrical metallic 
tubing 


They’re unbreakable! T! fittings 


of cadmiun 
tile rugged 


are made 


more 


I 


ductile, rugged, and inher 
than ordinary cast iron 


endure for the life of a lways assure better, 


safer wiring and lower installation and maintenance 
roomy T} i! 


eans compact outside 


1 with 
lightweight, 
dimensiotr 
for quick clean, easy wirins 
your needs now. Ap/D. 

the millions in threaded and 


top quality every one! 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue « Chicago 13, Illinois 


Liquid-Tight 
T’ Connectors 


gels 


Automati 
Reelites 





...cCarry their own 


‘STOP WATCH 


You get extra protection against overloads and “shorts” with 


ECON Dual-Element Cartridge Fuses. 


Because on a sustained overload, heat from the fusible links 
is conducted into the Econ-alloy time-lag element. If the 
overload is continued beyond the safe and predetermined 
time, the heat causes the Econ-alloy to become liquid and 


release from the fusible links, thereby opening the circuit. 


On a short circuit, the fusible links open the circuit immedi- 


ately before dangerous pressures can be developed. 


ECON Dual-Element Cartridge Fuses are available in knife 
and ferrule types; 0 to 600 amperes; 250 and 600 Volts. 
Underwriters’ Laboratories, Inc. Approved. Carried in stock 
by leading Electrical Wholesalers. Write for New ECON 
Catalog S-60 or for literature on other type fuses in which 


you are interested. 


* 


ELECTRICAL WHOLESALERS— 


There is an important time-element for you, too; be among the first 
to carry in stock a full selection of ECON Dyal-Element Cartridge 
Fuses and you will get a good share of the increased business these 


fuses are developing 


ECONOMY FUSE & MANUFACTURING CO. 


2717 GREENVIEW AVE. ° CHICAGO 14, ILLINOIS 
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The 1954 NAED Convention and Its Meaning to You 
ITS OVER-ALL SIGNIFICANCE 
HERE'S WHAT THEY SAID 
HERE'S HOW THEY CALL THE NEXT SIX MONTHS 
SNAPSHOTS OF A FEW CONVENTION ACTIVITIES 
WINNER OF FIRST HOUSEWARES AWARD 
The highlights of the convention, with their significance spotlighted for you. 


He’s the Answer Man of Your Business... T. F. Preston 52 
Who? The quotation man, of course. Here's how one top quotation man operates. 


Spreading the Planned Lighting Story 


The means: home service advisers. The method: distributor-provided training. 


The Salesman’s Technical Notes... 4. F. McPartland, W. J. Novak 58 
The subject this month: Electric Space Heaters. 


Operation Exposure 
More than 1,000 people came to be “exposed” at MarLe's trade show. 


Selling Satisfaction 
That's the approach Mill-Power Supply's Bill Edwards takes to selling lighting. 


Let’s Sell Selling R. C. Bennett, Jr. 64 
It's essential to restore to the selling profession the prestige it has lost. 


Eleven Ways To Get the Most Out of EW 


"Electrical Wholesaling” is one of your basic tools. Here's how to use it. 


DEPARTMENTS 

New Products What's Happening in Washington 33 
Business Index News for the Industry 

Price Index Calendar of Events 


Times and Trends New Literature 


Next Month: Profit Starvation, Price-cutting—and You 


Member ABC and ABP @ 





HOW midwest HELPS SOLVE YOUR 


ORDERING PROBLEM - - - 





weg 14 





j 


\ ILLUSTRATION AND 
TECHNICAL DATA 
& DATING AND PRICE CHANGES 


Clear, detailed Allustrations provide 
accurate/ jAentification of items 
All catalog revisions and reissues Gre clearly 
Catalog items 
designated as to date of mostvrecent publica 
Price changes are jideotified with an aster 
ng item 


for 
to eliminaté/ errors 
are fully d¢scribed in all the essen- 
tial catggories as an aid in the tion 
proper /gelection of material ish to olininate 


time wasted in check 
je 


for item against,G frevious catalog i 


%& CLASSIFICATION OF 
PRODUCTS 


Catalag items are grouped according to 
their Application to facilitate selection of o 
merghandise. ¥ INDEX 
Catalog items are 
FILING in numerical order as a convenience i 
“Universal’’ punching is used so that the material by group classification and the 
catalogs may be filed in all counter and Comporative catalog number 
salesman’s binders. The page size is 812” x ; 
11” in accordance with NAED recommen- 
cross checking ta identify 


dations. 


ndexed alphabetic y 1d 
ocating 
exact 
page number f 
dex, showing competitive equivalents 


the proper 





MIDWEST CATALOG — Illustrated here are the steps that Midwest has take 


ordering problem to help you cut costs 
a compiete and conven: 
nas estad 


These steps begin with the MIDWEST catalog. It is designed to provide 


The number of items illustrated in the catalog 


guide for your purchasing department 
lished it as a standard reference for electrical wiring products 
r distributor policy 


What we do with regard to your ordering problem is just one example of ou 
to ease your problems, at each step in your re 


which has been formulated 


your supplier. 
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thousands already usin 


HELPS PLAN 


Thousands of architects are usin, 
it to help them plan the type an 
kind of lighting systems which will best fit 
the particular industrial building they are 
designing. They also use it to show their 
clients the reasons why the recommenda- 
tions cal] for rLM-certified units. 


HELPS BUY 


It gives buyers by the thousands, 
such as industrial executives, oper- 
ating chiefs or plant maintenance heads, 
dollars-and-cents reasons why RLM-labeled 
lighting units are the best buy in terms 


of quality, performance and sustained 
high lighting efficiency. 


here’s how this new “Blue-Cover” 


RLM SPECIFICAT 


HELPS SELL 


It enables thousands of electrical 
contractors, electrical wholesalers, 

etc. to point out to their customers EXACT- 
LY WHAT THEY ARE GETTING for their light- 
a doéllar. It shows why the rLm Label on 
a lighting unit takes the place of over 
1,500 words of specificatians! 


HELPS RECOMMEND 


To thousands of purchasing agents 

it serves as a valuable yardstick in 

their evaluation of industrial lighting... 

an accurate guide to sound recommenda- 

tions based on a comparison of the merits 

of different lighting units. It tells them 

what to look for and how to estimate 
lighting equipment value. 


HELPS SPECIFY 


To thousands of lighting men whose 

job it is to specify lighting units, 

it puts at their fingertips 2] different 

RLM Specifications, many complete with 

light distribution curves and coefficient of 

utilization tables. All are ready-made for 

use when drawing up lighting plans, lay- 
outs or recommendations. 


g it to help 








This newly-revised “Blue-Cover” edition 
of the RLM Specifications Book of Indus- 
trial Lighting Units has just been made 
available to everyone who buys, sells and 
specifies industrial lighting equipment. 
Already thousands of copies have been 
requested and put to productive use in 
the planning of better industrial lighting. 


NEW“UPWARD LIGHT” UNITS 


In case you have not yet sent for your 
copy, be sure to do so before the supply 
is exhausted. This latest “Blue-Cover” 
edition of the RLM Specifications Book 
has been expanded to 52 pages, covering 
over 83 sizes and types of RLM-certified 
industrial lighting units. Featured are 
new specifications which embrace 15 vari- 
ations of three new “Upward Component” 
RLM Semi-Direct Fluorescent Units 


BS. VF Sea. 


Plan Better Industrial Lightin 


ee 


ee 
7) 


ONS BOOK is already helping thousands: 


which direct from 20% to 30% of the 
light upward. Also incorporated are 
important revisions and clarifications of 
existing specifications including new 
tables of typical coefficients of utilization 
and lighting distribution curves. 


A request on your letterhead will bring 
your copy of this new RLM Specifications 
Book, as well as the pocket-size “RLM 
Questions and Answers” booklet, by 
return mail, without cost or obligation. 
Send now for this invaluable reference 

, work to help you plan better 

industrial lighting! 


RLM Standards Institute, 

Suite 517 326 West 

Madison Street, Chi- 
cago 6, Illinois. 


AEM STANDA 





PORATED 


ROS INSTITUTE | 





NEW PRODUCTS 


Portable Fan-Heaters 





Signal Electric Manufacturing Co., Menom- 
inee, Mich. 
come in several 
8-inch 


10-inch 


Automatic portable fan-heaters 
models. Unit 


features two-stage heating. A 


blades and 


blade 


matic unit is also available, as are two manually op- 


illustrated has 


auto 


erated fan-heaters. Room temperature changes auto 
matically switch on heat of 200 cfm., 5,400 BTU., 
(all models) or automatically start fan cooling from 
550 to 800 cfm., depending on the unit capacity 
High style design combines dove grey finish with 
chrome safety guard and black wrought iron supports 
Fan motors are Signal built. All models are approved 
by Underwriters Laboratories. The air streams adjust 
through 105 degrees 


Fluorescent Lamp 


Sylvania Electric Products Inc., 1740 Broadway, 
New York 19, N. Y. 
Principally for retail use, the new-type fluorescent 
lamp was designed to eliminate shoppers confusion 
between colors as seen under fluorescent lighting, 
compared with the same colors seen under daylight 
or incandescent home lighting. The color and effi- 
ciency of the lamp was achieved by the use of a 
new-type of phosphor in the lamp coating. The 
phosphor adds nearly 40 per cent more red, simul- 
taneously suppressing some of the blue-green color 
which was abundant in earlier fluorescent lamps 
Some lighting either over-emphasized blues and 
greens making it uncomplimentary to complexions 
and merchandise. Or it over-emhasized the red end 
of the spectrum with undesirable effects on other 
merchandise colors. The new “super deluxe cool 
white” lamp is claimed to come close to duplicating 
common concepts of normal daylight, yet can be 
used with the incandescent light sources that most 
retailers employ. Lamp is also described as ideal for 
store illumination, except for certain departments 


such as furs and white goods which traditionally 
May 


prefer a bluer light source also be used in 


school and industrial lighting 


Connectors 

The Thomas & Betts Co., Eliza- 
beth, N. J. 
All-steel insulated throat connectors 
were developed for EMT conduit. The 
U.L. approved devices also comply 
with the National Electrical Code 
which calls for smoothly rounded in- 
sulating surfaces at raceway termina- 
tions to protect the wires inside. 
Connectors are made in sizes to ac- 
commodate EMT conduit from 14 to 
2-inches in diameter. 
Lighting Fixtures 

Prescolite Mfg. Corp., Berkeley, 
Calif. 
Subtle blue color-tones are denser near 
the lamp and reduced in the outer 
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rings to allow more translucence and 
reduce the glare. The 4/16-inch 
glassware has been annealed for and 
is available in 18-in bowls 
Designed to use 300 to 50 watt inside 
frosted incandescent lamps. Comes in 
either pendant or ceiling type units 
Patented hanging assembly allows 52 
latitude of swing for use on slanted 
ceilings. 


or 21-in 


Connector 


Dossert Manufacturing 
Brookyn 22, N. Y. 
Split bolt connector has been added to 
the manufacturer's line. The unit is 
a completely cold-formed service con- 
nector, said to possess the equivalent 
strength of mild steels. 


Co., 


Attachment Caps 

The Cords Ltd. div., Essex Wire 
Corp., DeKalb, IL 
Male attachment caps meet changes in 
A complete line of 
molded rubber 


electrical codes 


straight and 90° angle 


male attachment caps, 


4-conductor 
with blades and grounding pins posi 
tioned according to the National Elec 
trical Code regulations effective next 


January, are now being manufactured 


All are Ul 


these plugs is secured to a 


approved. The ground 
wire of 
contacting pin projecting from the 
plug end parallel to the blades Blades 
have been repositioned to according 
to their rating eliminating the hazard 


of overloading the cord 





Clear the air faster 


at lower cost with 


<5) 


YZ , 


er Fons nit Heater Power Roof Ventilators 


ILG ELECTRIC VENTILATING CO. 


2850 N. Pulaski Road, Chicago 41, Illinois 





Dust removal, waste conveyance, gas exhaust, 
supply blast, or rapid cooling... all of these 
air-borne problems vanish into thin air 

when there’s a famous, dependable 

ILG Centrifugal Fan on the job in your plant! 
Motor and wheel are direct connected, 
avoiding money-wasting friction from belts, 
gears or sheaves ... permitting important savings 
in space, weight, installation time, and 
maintenance costs. Easily installed on floor, 
wall or ceiling. ILG’s famous “one-name-plate” 
guarantee covers the fan and ILG-built 

motor as one unit. Specify ILG... 

better by design since 1906. 


Write for FREE booklet! 


ILG’s Industrial Ventilation Guide gives you 
the important information you should have 
before you make plans for ventilating .. . 
write for your copy of Bulletin 1520A now! 
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Home Circuit Breaker 
Trumbull Components  dept., 
General Electric Co., Plainville, 
Conn. 
Circuit breaker introduced for 
the residential construction market. 
Used in conjunction with the G.E. 
load center for service entrance equip- 
ment, unit 
need for fuse boxes, says the manu- 


was 


the does away with the 
facturer. Features include a positive 
action mechanism and a trip indi- 
cating handle. A full line—15,20,30,40 
and 50 amperes, 120 volts, a.c., single 
pole of the U.L. approved breakers is 


available. 


Fluorescent Unit 
Smithcraft Lighting 
Chelsea 50, Mass. 
Shallow fluorescent unit is 314-inches 
in depth and therefore, says the manu- 
facturer, can be utilized as a “surface 
troffer”. Incorporates translucent plastic 


division, 


sides and a one-piece steel louver with 
a cut-off of 30° crosswise, 45 
Available for two or four 40- 


length 
wise. 
watt rapid-start, bi-pin lamps, as well 
as two or four 48-in. or 96-in. slimline 
lamps. Unit claimed to be ideal for 
low ceiling school rooms and offices. 


Vibration Switch 

The Beta Corp., P. O. Box 8625, 
Richmond 26, Va. 
Warning or shut-down switch is re- 
sponsive to excess vibration. Model 
may be used for vibration measure- 
ments or in a permanent installation 
as a protective monitoring switch to 
actuate a warning or shut down a 
machine when the vibration exceeds 
normal by a preadjusted amount. 


Time Switch Dial 
International Register Co., Chi- 
cago 12, Ill. 
A new dial has been developed for a 
line of time switches. Utilizes black 
on yellow color combination. This is 
claimed to cut down on errors in set- 
ting, due to time switches necessarily 
being installed in subdued light. 
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Fluorescent Starters 

Amplex Corp., Brooklyn 1, N. Y. 
Positive-action fluorescent starters in 
clude utility, automatic and pushbut 
ton reset types. Carry U.L. and E.T.I 
endorsement 
said to be the contact points which are 


extraordinary 


An important feature ts 


claimed to have corro 


sion resistance. Basic electrical charac 
teristics include glow tube and con- 
denser. Both the automatic and push- 
button reset instantly and automatic- 
ally cut a fatigued or defective lamp 
out of the fixture circuit. Difference 
is that automatic provides resetting on 
replacement of burnout while the 
pushbutton is reset by means of press- 


ing a button at the top of the starter 


Island Light Poles 

Revere Electric Mfg. Co., 6009 
Broadway, Chicago 41, IIl. 
Mercury vapor and incandescent light 
ing island poles have a 
sweep arm available in 4, 6 or 8-ft 


double up 


lengths. Advantages cited include 
lighting a gas station island with one 
pole anchored to position with arms 
parallel or perpendicular to the island 
When the arms are in a perpendicular 
position more light is claimed to be 
distributed on the faces of the pumps, 
since the luminaires are mounted high 


enough to allow truck clearance 


Posts and Lanterns 
Hadco Aluminum 
Pittsburgh 12, Pa. 


All aluminum posts and cast aluminum 


Products, 


lanterns come in decorative, dignified, 
traditional and modern design. Styled 
with sign plaques, arrow ladder-rest 
assemblies and lantern 
mountings plus other features. Entire 
line consists of 12 post selections and 


side - arm 


7 lantern models. All parts and units 
are finished in special exterior enamel 
in black or white. 


NEW PRODUCTS 





Ground Rods 
Jasper Blackburn 


Louis, Mo. 


( orp., St. 


Sectional copper bonded ground rods 


will enable deeper grounding to give 


lower earth to rod resistance and pro 


tect overhead apparatus, says the 


manufacturer. Steel core is completely 


covered (including point and butt) 


with uniform molecularly bonded 


Heavy bronze coupl 


copper sheath 


ings fit all standard sectional rods 
Available in if g-in (-in 


diameters and in 8 and 


10-ft. lengths 


Air Conditioner 
c ma 
Kan. 
Self-contained window unit is rated at 
lla hp 


area up to 1.000 sq.ft 


Sutton Corp., Wichita, 


and 1S claimed to cool an 
It is designed 
for the demand of larger self-contained 
offices and tor commer 


units to cool 


cial applications. Air is directed into 
the room at 1,400 fpm. through three 
These 460 


air circulators rotate 


degrees, tilt up or down 


Decorative Lamp 

North American Electric Lamp 
Co., St. Louis 6, Mo. 
New type tungsten filament decorative 
lamp is hand tipped to give a long, 
slender pointed effect. The elongated 
tungsten filament is said to give more 
and better diffusion of light 
Both 25 and 40 


watt bulbs are available with candela 


light 
without hot spots 


bra, intermediate or standard bases 


and in clear or frosted glass 


Connector 
Blackhawk Industries, Dubuque, 
la. 


An addition line of connectors 


Can be 


used on either round or oval shaped 


to the 
is the 45° angle connector. 
cables. The connector is used to secure 
lead cable, 


non-metallic 


armored cable, armored 


flexible steel conduit, 


sheathed cable, rubber cord, or service 
Made of aluminum 


1 


Comes in , ¥2-1n 


entrance cable 


alloy and %4 


In. SIZCS 





Rely ou Zuality 
PYLE-NATIONAL 
for longer service life, 


LIGHTING FIXTURES 
added Safety and Efficceney 


H-Sp—s4AnCOZ— 


EXPLOSION-PROOF 


Pyle-National LE Series (Class 1, Groups C and D) 


For use in locations where highly flammable materials are 
manufactured or handled. 

Rugged, flame-tight cast aluminum alloy housings render 
internal explosions harmless, and insure safe operating tempera- 
tures. Threaded construction permits easy access to interior for 
wiring and lamp replacement. Available in many types and sizes. 











DUST-TIGHT 


Pyle-National DE Series (Class ll, Group E, F, G and Class Iil) 
For use in locations where flammable dusts are present in quantity. 

Strong, one-piece cast aluminum alloy housings are designed 
to exclude dust from the interior and to avoid accumulation of 
dust on the exterior surface. Available in many types and sizes. 








VAPOR-TIGHT 
Pyle-National BO Series and Signal or Pilot Lights 


For use in any outdoor or indoor location subjected to heavy 
concentration of non-flammable vapors, gases, dusts, or moisture. 

Heavy-duty construction with efficient sealing features insures 
exceptionally long-life service. Full line for 10 to 200 watt lamps. 











VAPOR-TIGHT 
PIT FLOODLIGHT 


Especially designed for re- 
cessed or surface mounting 
in walls or ceilings of pits, 
subways, or other locations 
where heavy moisture pre- 
vails. Reflector can be pivoted 
to adjust the angle of beam. 
Front glass is heat and impact 
resisting. Water drainage slots 
on cover. 


WEATHER-PROOF 
ENCLOSED FLOODLIGHTS 


Sealed against moisture and 
dirt. Constructed throughout 
of cast aluminum and other 
corrosion-proof materials. 
Floodlights retain their origi- 
nal high efficiency output 
throughout an exceptionally 
long-service life with negli- 
gible maintenance and re- 
placement expense. 


THE PYLE-NATIONAL COMPANY 


1352 N. KOSTNER AVENUE . CHICAGO 51, ILLINOIS 
District Office and Representatives in Principal Cities of the United States. Export Department: International Railways 
Supply Co., 30 Church St., New York. Canadian Agent: The Holden Co., Litd., Montreal, Toronto, Winnipeg, Vancouver. 


CONDUIT FITTINGS - PLUGS AND RECEPTACLES - TURBO-GENERATORS - GYRALITES - MULTI-VENT AIR DISTRIBUTION 
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Lamps 

Moe Light, Fort Atkinson, Wis. 
“Portable” pin-up and standing lamps 
are designed for the apartment or 
heme owner who wishes a simple 
plug-in type fixture which requires 
no additional wiring. Available in 
many sizes and types, all intended to 
blend with both contemporary and 
traditional decor. Mounting takes a 
matter of minutes since units are at- 
tached to the wall or set on a flat 
surface and plugged into a regular 
electrical outlet. 


Heater 

Berns Mfg. Corp., 3050 N. Rock- 
well St., Chicago 18, Ill. 
Hot air, trapped in the heater when 
the element is off, is expelled when the 
unit is turned off. Because of this the 
actual room 


thermostat “reads” the 


temperature—not the heater 
ature—thereby, says the maker, giving 


faster, more accurate response to room 


temper- 


air changes. U. L. approved heater is 


rated 110-volkt, a.c. 


Bracket Fixture 

The Edwin F. Guth 
Louis, Mo. 
Two-in-one 
ture may be used as a cove indirect 
or a direct downlight. Unit mounts 


Co Be, 


fluorescent bracket fix- 


either way without extra gadgets or 
any change in the fixture. It beams 
80 per cent of the light directly up- 
ward and outward. The remainder is 
beamed downward to brighten side 
walls. When the fixture is used as a 
downlight the distribution is reversed 
Said to provide perfect shielding in 
the 45° and 90 


ing maximum 


zones thereby assur- 


protection of the eye 
from direct light 


Connector 

The Pyle-National Co., 1334 
North Kostner Ave., Chicago 51, 
Ill. 
Liquid-tight connector is an addition 
to a line of conduit fittings. Compres- 
sion force is supported by the body 
shank. Gripping is behind end of flex- 
ible conduit for firm anchorage 
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against Pliable seamless 
sleeve makes a plastic-to-plastic grip 
with the conduit sheath. Comes in 
straight, 45° and 90° types for 4-in. 
to 2-in. liquid-tight flexible conduit. 
U.L. and J.LC. standards. 


creeping. 


Air Conditioner 

Cooler-Aire Co., 4841 North EI- 
ston Ave., Chicago, III. 
One-half ton casement model room air 
conditioner is designed for installation 
casement 
from 


sashes or in 

may be moved 
room to and re-installed as 
needed by the home owner. Manufac- 
turer states that a new design principle 


over narrow 


windows. Unit 
room 


increases its efficiency so that the cool- 


ing capacity is almost as great as 


larger 44 ton conventional models 


Floodlights, Bracket Arm 


Crouse-Hinds Co., Syracuse, N. Y 


Designed as a one-pole assembly to 


serve a wide range of industrial and 
commercial applications, the bracket 
arm, and two general purpose flood- 
lights have just been introduced. Units 
can be used to illuminate service sta- 
tions, restaurants and public areas such 
as driveways, parking spaces, recrea- 
tional Type GPT bracket 
arm supports three MDB-14 and four 
MDB-10 general purpose floodlights 


facilities 


Ceiling Heater 
Pryne and Co., 142 N. 
Ave., Pomona, Calif. 


Towne 


Employing radiation from heat lamps, 


the recessed ceiling heater directs 


infra-red heat 


floor 


rays from ceiling to 


Recommended for. bathrooms, 
especially where wall space is limited 
Installed between ceiling joists. Pre 
wired to a built-in pull box; does not 
require a special circuit. Comes in 
one-lamp and 3-lamp units with either 
chrome or painted finish. Cost of op- 
eration is nominal (only 750 watt for 
the 3-lamp unit) says the manufac 
approved. Accomodates R- 


10 infra-red lamps. Manufacturer also 


turer. U.L 


claims 5,000 hours of lamp life 
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Clock 
Jefferson Electric Co., Bellwood, 


Ill. 


Called the Helm 
tric Clock is based on a ship's wheel 


Golden the elec- 


motif. It has a 


base 


satin-chrome 


24 karat gold-plated 


and outer ring, accented by a 


inner ring with navy- 
blue numerals. The wheel-spokes are 
and 2 i 


individually machine-turned 


karat gold plated. An anchor times 
the hours, a boat-hook times the min 


utes 


Floodlight Housing 

Afto-Lite Corp., Chicago 22, Ill. 
Cast aluminum housing tor 400-watr, 
80,000 candlepower, PAR 56 sealed 
beam lamp, features a side-mounted, 
lens-rim for 


overlapping, hinged 


easy relamping. A_ single, _ brass, 
knurled-head, thumb screw keeps the 
rim tight against the lamp. Beam of 
lamp can be changed from long oval 
to wide oval by simply rotating rim 


held lamp 100 degrees 


Drill 
Stanley 
Britain, Conn. 


Electric Tools, New 


Short drill is for work in tight places 


Capacity in steel is inch; in wood 
| ¥@-inches. Construction of back spade 
removed tor 


handle allows it to be 


even shorter chuck line length. Pipe 


handle is also removable. Die cast alu 
minum alloy housing is fully polished 
Chuck speed with no load is 550, full 
load 330 
Pliers 

Vaco Products Co., Chicago 11, 
Ill. 


Line of pliers include: diagonal cut 


ters; needle nose (with cutter), also 
bent; long nose; long flat nose with 
ind without cutter; heavy duty slip 
joint; adjustable plier wrench; and 
linemen’s slide cutter. For use in auto- 
motive, radio-television, electrical, mill 


supply and hardware fields 





Here's 
profitable business! 


A complete line of electrical conductors 
for every industrial and domestic use... 


U. S. Royal Portable Cable U. S. Laytex® Control Cable 


U. S. Grizzly® Non-metallic 
Sheathed Power Cabie 


"1. S. Neolay® Aluminum 


Feeder Cable 





Send for free booklets! 


The booklets listed below give valuable, detailed 
data about the “‘U. S.”’ Line of wires and cables. 
Write to address below and let us know which 
ones you want for your reference files: 


U.S. Laytex Telephone Cables « U.S. Laytex Supervisory 
Control Cables « U.S, Cord Sets and Power Supply Cords 
« U.S. Uscolite Splice Housing « U. S. Electrical Wires 
and Cables for the Coal Mining Industry « U.S. Aluminum 
Power and Lighting Wire Handbook - U. S. Electrical 
Wires and Cables for the Chemical and Petroleum Indus- 
tries - U.S.General Catalog ofElectrical Wires and Cables, 





21 Convenient Branch Offices to Serve You 


999 Lee St., S.W. . 
Atlanta 3, Ga. 
Amherst 6631 

429 S. Charles Street 
Baltimore 1, Md. 
Lexington 9-3808 

560 Atlantic Avenue 
Boston 6, Mass. 
Liberty 2-6360 

4135 S. Pulaski Road 
Chicago 32, Ill. 
Cliffside 4-5700 
1101 Central Parkway 
Cincinnati 2, Ohio 
Cherry 3220 

7208 Euclid Avenue 
Cleveland 3, Ohio 
Express 1-4060 

6125 Peeler Street 
Dallas 9, Texas 

Dixon 2651 


4800 Colorado Blvd. 
Denver 16, Colo 
Florida 3551 

2121 W. Fort Street 
Detroit 16, Mich 
Tashmoo 6-2121 
2602 Commerce St 
Houston 3, Texas 
Atwood 4391 

Soto and E. 46th Sts 
Los Angeles 58, Calif 
Logan 3161 
400 2nd Avenue 
Minneapolis 1 
Main 8251 

191 Hudson St 
New York 13, N. Y 
Canal 6-7100 

16th and Swift Aves 
N. Kansas City 16, Mo 
Norclay 3575 


No 
Minn 


4469 Farnam Street 


Omaha 3, Nebraska 
Regent 0900 

5th and Locust Streets 
Philadelphia 6, Pa 
Lombard 3-7445 

101 Sandusky Street 
Pittsburgh 12, Pa. 
Fairfax 1-3200 

305 S. Broadway 

St. Louis 2, Mo. 
Chestnut 4990 

160 Motor Avenue 
Salt Lake City 1, Utah 
Salt Like City 4-6563 
6025 Third Street 

San Francisco 24, Calif 
Mission 8-3783 

U. S. Rubber Intern’! 
161 East 42nd St 

New York 17, N.Y 





UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department 


RUBBER 


1230 AVENUE OF THE AMERICAS 


* NEW YORK 


20, NEW 
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Trolleys 
Feedrail Corp., 125 
New York 7, N. Y. 


Four 20-amp. special service trolleys 


Barclay St., 


are designed for the “60” trolley bus- 


way electrification system in which 


service is continuous or where Ca- 


higher than 
60” 


manufacturer 


pacity provided by 


“standard trolleys is mecessary 
The that the 


extra Capacity afforded by these new 


claims 


trolleys is particularly advantageous 
in budget hoists, low tonnage cranes, 
portable and 


motors up to 3 hp. can now be pow 


machine tools where 


ered without trolley overload. 


Tape 
Minnesota Mining and Manufac- 
turing Co., St. Paul 6, Minn. 


Plastic electrical tape comes in a new 


roll size. It is for use in radio, tele 


vision, appliance and instrument 


manufacturing. Called brand 33 the 


tape is ¥g inch wide. Due to its thin, 
7-mil backing and narrow width, the 
tape provides a higher degree of con 
formability. High dielectric strength 


of 10,000 volts 


Time Switch 

Paragon Electric Co., Two Riv- 
ers, Wis. 
Air conditioner time switch has been 
designed to provide automatic control 
for all 
tioners. The seven-day dial ailows for 


makes of window air condi- 


different settings for each day as well 
as Sunday and holiday cutout. Switch 
can also be manually operated without 
disturbing the sequence of automatic 
operation. Suitable for use on air con- 
ditioning units up to and including 
l-ton capacity 
inches. 


Size 74 by 434 by 


78 


Sectional Switch Boxes 
Keystone Mfg. Co., Center Line, 
Mich. 


Line of sectional switch boxes have 


beveled corners. Styles include clamp- 
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ing, mounting and knockout arrange 


ments to cope with any installation 


problems. Furnished with or without 
‘RX” clamps for non- 
metallic flexible tubing and sheathed 


plaster ears, 


cable, “leveling bumps,” and mount- 
ing brackets for either side or face 


mounting to studs 


Circline Fixtures 


Carter Lighting Co., Chelsea 50, 
Mass. 


One of the features of a line of circ- 


line fixtures are perforated steel 


louvers. These are utilized as lamps 
supports and as an effective means of 
obtaining a low brightness effect. De 
signed for a 40-watt lamp. Comes in 
baked white enamel with chrome cen- 
Louvers 


ter ornament, or in all-chrome 


finished in aluminum grey. Instant 


ballasts are U. L. approved 


lighting 


Junction Boxes 


Killark Mfg. Co., St. Louis, Mo. 
Explosion proof junction boxes come 
in sizes up to 11 in. by 12 in. by 
in. Constructed of Alumalloy. Cover 
opening measures 9% in. in diameter 
Series takes conduit hubs from 14 to 
4 ins. Can be drilled and tapped n 
any position desired. The boxes can 
also be mounted either vertically ot 
horizontally. Straps are included for 
this purpose. U.L. approved 


Switches 


H. J. Theiler Corp., Whitinsville, 
Mass. (U.S. Agent) 
Swiss-made switches have solid silver 
contacts. They are claimed to be ideally 
suited for installations where continu 
al use is evident. Tests have been con 


ducted showing no_ indication of 
after 5 million 


US The 


U.L. approved switches are rated 15 


breakdown or wear 


operations, says the agent 


amp., 120 volt, a.c 
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Portable Floodlight 


The Formica Co., Cincinnati 32 


Ohio 


Explosion-proof portable floodlight is 


claimed to be the only unit to receive 


all hazardous 


1 } 


only one permitted for 


U.L. approval for use in 


areas—and the 


use in hydrog cetylene and manu 
factured gas are: I} s accomplished 
by having ir pressure of 


n surrounding 


the floodlig! 


Full 


maintained until the 


atmosphere water integ 


lamp is 


rity 1s 


changed at the end 000 hours, un 


less the unit is da hich case 


a micré h extinguis the lamp 


Fuse Reducers 


Trico Fuse Mfg Co.., 
12, Wis. 


Line of fus ice! nake it px ssil le 


Milwaukee 


to use stand: element Cart 


ridg fuses 

fuse clips are 
proper fusing of 
Difterent 


features 


circuits 
sign 
pressure cont 
amount of! 
spring 

( pen Or 

sizes for 


both 


Lighting Fixture 


Pass & Seymour, Inc., Alabax 


div., Syracuse 9, N. Y. 
j 


An enclosing glass shade, inside of 


which ‘there ate two lamps, is a fea 


ture of the new type lighting fixture 
One lamp can-be 100-watts or smaller 


for general illumination; the other 


lamp canbe a small,. 6-watt night 


1 


lamp There fis a two Circuit pull 
switch whichemakes it possible to oj 


Manutac 


ideal ror the 


erate either lamp alone 


turer- says the fixture ts 


and other locations wher 


night-light ts 


bathroom 


lesired 





Note how porcelain insulator (shown 
in cutaway section) maintains proper 
spacing between bus bars, and assures 
over-all rigidity of Aluminum Bus Duct. 


Sylvania Electric chooses 


BULLDOG ALUMINUM BUStribution. DUCT 


Sylvania Electric — a company with many years of experi- 
ence in the electrical field — was one of the early users of 
BullDog Bus Duct with lightweight aluminum conductors. 
BullDog Aluminum BUStribution Duct has provided 
Sylvania’s plants with low-cost power distribution, and has 
enabled them to meet expanding production requirements. 


Iiustrated above is an installation of flexible BullDog 
Aluminum Plug-In Duct feeding lights and machines at 
Sylvania’s York, Pa. plant. In its new electronics laboratory 
and production plant in Mountain View, Calif., Sylvania 
installed a 600-foot run of BullDog Aluminum Plug-in Duct, 
and materially reduced the ceiling truss load. The combina- 
tion of lightweight aluminum duct and the patented BullDog 


Export Division: 
13 E. 40th Street 


scarf-lap joint meant faster, easier installation at less cost. 
Operating costs are low, too. And relocation is accom- 
plished with the same speed and economy as the original 
installation. Stocking accessory parts is simplified because 
the aluminum duct systems are completely interchangeable 
with other BullDog systems. This is important to those com- 
panies with many existing BUStribution installations. 

BullDog Aluminum BUStribution Duct (LO-X® Duct 
for feeder and welder circuits, and Plug-In Duct for branch 
circuits) is listed by Underwriters’ Laboratories, Inc. For 
complete information, consult your local BullDog Field 
Engineer. Or, write: BullDog Electric Products Company, 
Dept. WH-47, Detroit 32, Michigan. OBEPCO, 1954 


In Canada: 
Dominion BullDog Limited 


New York 16, New York 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


80 Clayson Road, Toronto 15, Ontario 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 
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Switchbox Support 
Kruse-Rieke, Auburn, Ind. 


Nailing holes wherever desired, are a 
feature of the switchbox support. It is 
designed to hold the box (or ganged 
boxes) securely in all directions. 
Flanged edges of the all-metal support 
bite into the studs to give a flush 
mounting. According to the manufac- 
turer, flanging, beading, and deep 
drawing operations give great strength 
with light weight. Packaged in cartons 
of 100 sets. 


Balancer 

Benjamin Reel 
Cleveland 5, Ohio. 
Dual-action balancer is for suspend- 
ing portable tools weighing up to 5 
Ibs. It may be suspended over or ad- 
jacent to the working area. An auto- 
matic latching arrangement will per- 
mit the cord set to be latched at the 
desired length when it is pulled out of 
the reel. To retract cord, pull out 
slightly, then permit it to return to 
the case as required. The nylon cord 
set has a four-foot travel and a ten- 
sile strength of 800 lbs. 


Products, Inc., 


Switch Box Support 
Metalectrics, Inc., 677 Broadway, 
New York 12, N.Y. 
Employing the toggle bolt principle, 
the switch and outlet box support will 
secure a box to a wall in a matter of 
seconds. Box protrusions and an un- 
even structure behind the wall are no 
hindrance since the support can be 
secured at any point along the sides 
of the box. 


island Light 
Magni Flood Inc., 38 No. Second 
Ave., Mt. Vernon, N.Y. 


Recreation area island light is made of 


24 gauge steel, porcelain vitreous 
enamel reflector and measures 16 
inches in diameter. Comes in red, 


green, blue and white (other colors 
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available on request). Installation and 
wiring is simplified. Medium base lamp 
burns base down. Entire unit slips on 
to a 1% or 2-inch pipe. Complete 
line of poles and chains are also being 
manufactured. 


Bed Lamp 

Eagle Electric Mfg. Co., Inc., 
Long Island City 1, N.Y. 
Low headboard bed lamp is designed 
to give direct light. Consists of a mod- 
ern metal reflector shade, 8-inch flex- 
ible arm and adjustable clamp to fit 
headboards up to 2 inches thick. Avail- 
able in Chinese red, bronze and char- 
treuse. Reflector and clamp finished 
in same color. U. L. listed. 


Floodlight 

General Electric Co., lighting & 
rectifier dept., Schenectady 5, N. Y. 
Aluminum construction floodlight is 
for work and recreational activities in 
home, farm and_ industrial 
Equipped with ribbed trunnion bracket 
that permits 360 degree vertical or 
horizontal rotation. Unit utilizes a 200- 
watt general service lamp which throws 
a 946 candlepower beam. 
Color-Floods 

Radiant Lamp Corp., 300 Jelliff 
Ave., Newark 8, N. J. 
Blue, green, yellow, red and amber 
flood R-40 lamps are for decorative 
illumination indoors and 
The yellow lamp is also used as an 
insect repellent. Ceramic colors are 
fused permanently into the glass. Two 
sizes, 150-watt and 200-watt 


areas 


outde Ors 


Bathroom Cabinets 

General Cabinet Corp., Chicago 
22, Ill. 
Seamless, one piece, deep drawn cab- 
inets come with flourescent or incan- 
descent lighting. All fixtures com- 
pletely wired, attached to cabinet, 
ready to install. All chrome complete 
with plastic diffusers and 2 14-watt 
tubes. 
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Fluorescent Fixtures 


Guardian Light Co., 301 Lake St., 
Oak Park, IIL. 


Open type, horizontal fluorescent fix 


tures are for service station use in 
For either under can- 
opy or pole-mounted use. Available 


74-watt, 8-ft 


warm climates 


with two or four slim- 
line lamps. Unit is wired, ready to in 
stall, and Ul for outdoor 


listed use. 


Relays 


Hetherington, Inc., Sharon Hill, 


Pa. 


Power relays are said to operate re 
liably even under the high tempera 
ture, high shock and high frequency 
vibration found in military aircraft, 
rockets, and guided missiles. The units 
are securely braced to their hermeti 
cally-sealed containers and constructed 
materials 


throughout of non-volatile 


that cannot cause gas and resultant 
explosion hazards at elevated tempera- 


tures 


Exhaust Fans 
M & E Mfg. Co., 2531 Winthrop 
Ave., Indianapolis 5, Ind. 


Wall of 


metal exhaust fan ts primarily for 1n- 


window mounted sheet 
stallation in areas where it is necessary 
such as 


block 


installed 


to exhaust hazardous fumes, 


paint overspray and engine 


May be 
in existing window or concrete block 


cleaning equipment 


walls. Motor accessible for inspection 
and maintenance from inside the room 


by a door 


Window Exhaust Fan 


Atlas Tool & Mfg. Co., 5147 Na- 
tural Bridge Blvd., St. Louis 15, Mo. 


Twenty-inch window exhaust fan 
moves 3,500 cfm. of air. Powered by 
G.E 


motors 


6-pole, 110 volt, 60 cycle, ax 


with control 


SIG 


three-speed 
Height fits win 


dows 26 in. to 424% in Blade, 4 


in., expansion 
petals, rubber hub. Unit has safety 
grille and comes with a rubber cov 
ered, 10 ft. ULI 
32 Ibs., 


cord. Actual weight, 
shipping weight 38 Ibs 





Your Business Enemy No. 
now attacked by Kennecott! 


You know how inadequate wiring of homes 
hurts appliance sales... causes poor perform- 
ance of good appliances, leads to returned 


goods, complaints, trouble. 


You also know that the installation of adequate, 
well-planned wiring means more business for 
your contractors, more business for your appli- 


ance dealers, more business for you! 


That’s where Kennecott’s new national ade- 
quate wiring campaign comes into the picture. 
This powerful series of Saturday Evening Post 
and This Week magazine advertisements strikes 
at the heart of the inadequate wiring problem 
that prevails in more than 80% of the homes 


in your own territory! It teaches homeowners 


how to recognize the symptoms of wiring weak- 
ness in their homes. It takes the blame off the 
appliances you sell. It shows, the homeowner 
just why he should insist upon full-powered 
wiring of his new home, adequate re-wiring of 
his old house. It’s a truly educational campaign 
that pre-sells your ultimate customers on the 
services your dealers and your contractors 


have to offer. 


It will pay you to tie in with this drive that so 
obviously promotes your interests. Reprints and 
poster-size blow-ups of these timely Kennecott 
advertisements are available. Write Kennecott 
Copper Corporation, 161 East 42nd Street, 


New York 17, N. Y. 


ELECTRICAL WHOLESALING—July, 1954 





COFFEE MAKER STARTS 


ATT 





‘ - 
SiS STARTS TO IRON DRESS 


DISHW ASHER SHIFTS GEARS 


: AS 


BROTHER STARTS POWER SAW FUSE BLOWS PEACE AT LAST (MAYBE!) 


They're showing old-fashioned “flickers 1n 
so many homes these Gacy! [soon to our Bloc 


Bright! Dim! Annoying isn’t Hl Vi you own a house 
cian. He ¥ glad ak 


like this in 80% if you ade 
£ 


ts wiring may become ove rloade¢ 


plianc e! For instance 


Bright! Dim! jt? is brand-new, ¢ 
Yet, you'll find lights flickering 
somes. Why > Because the wiring 


js just plain outdated But, whether your house is old or new remem 
if its wiring weak, you're putting WV ityou plan to buy a house 


i only one new ap 


a room aif conditioner OF 4 laundry dryet 


of America’s t 
in most homes today 
its too few, to feed »¢ this 

up with more than annoyance Y oure * asting 

You're risking fire from is 


Wires are too small, circu 
enough electricity to the scores ‘ 
have bought in recer 


of new appli 


nt years! money in lost current 


If it’s 10 or more years overloaded overheated wires! . 
al wiring cannot So. if your home has the “flickers » don’t laugh Va 
e . If you are gone to build, be t 
ith your local electrician! viring for the f ai « 
aan t member tt = the ave 


ances people 
Take your own home 


old, you can be sure its origin 


carry all the current needed. Even your house it off. Talk it over W 


ecott 


COPPER CORPORATION 


KENNECOTT WIRE & CAB 


post 


Published for your information by 


LE CO 


Fabricatirs Subsidiaries CHASE BRASS 4 COPPER co. 


This advertiseme . 
May: arch tos nt will appear, with a circulation of =: 
paiticnstua ts ck eae % F id 


adverti >. oe 
pee re will also feature adeq , ee % y 
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“& you name it 
= «Wwe have it | 


When you need signaling or telephone equipment for a 
job, you can get everything you need from Auth; you 
don’t have to shop around. And when you offer Auth 


equipment, your customer knows heis gettingatop brand, 
installed in many of the finest projects in the country. 





All Auth equipment is designed to make installation easy 
and save the contractor valuable man hours. It requires 
a minimum of servicing and maintenance. For complete 
literature on the Auth line, write to: Auth Electric 
Company, Inc., Long Island City 1, N. Y. 





Manufacturers of audible 

signals, push buttons, annunciators 
transformers, telephones, 

mail boxes, and complete 

signaling systems for hospitals, 
housing, schools and industry 
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Berns AIR KING Introduces 


2 New He 


ers 


As Hot as the Sun in performance and sales! 


Show ‘em—and you'll sell ‘em! Colorful, 
sturdy specially designed display shows off 
Berns Air King Jet Ray or Tropi-Cool 
models. Traffic-pulling mat ads and other 
merchandising aids also available 
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Write for full information and catalog 
page on JET RAY and TROPI-COOL 
models and FREE display to 


BERNS MFG. CORP. 


3050 North Rockwell Street, Chicago 18, Illinois 


HEATER-FAN 





UL SEAL 


... If means 
SAFETY 


and 
in individual 
DEPENDABILITY corrugated cartons 


for POWER TOOLS 
HEAVY-DUTY EXTENSIONS LAWN MOWERS 


HEDGE CLIPPERS 
HAVE iT’ PROJECTORS 


ROYAL UL listed “SJ” and “S” cord APPLIANCES 


and connectors 
MACHINE TOOLS 
and 101 other uses 


Built-in strain reliefs 
Easy to display and ship 
Completely SAFE and fully DEPENDABLE 











Thru your wholesaler Write for sheet 3-54-1 describing the full line 


ROYAL ELECTRIC COMPANY, INC. PAWTUCKET, RHODE ISLAND 


WIRE @ CORD SETS @ FUSES @ DEVICES @ DECORATIVE CHRISTMAS LIGHTING 
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ANY FITTING YOU CAN THINK OF! 


Gedney’s got it...in malleable iron...accurately machined 
... quickest, least costly to install 


{T'S RIGHT THERE in the Gedney line...every individually inspected to assure the lowest in 
fitting needed for every sort of installation! And stalled costs obtainable today! Sell Gedney fittings 
Gedney fittings are accurately machined and for top customer satisfaction and the economy 


threaded... made of unbreakable malleable iron... that means repeat business year after year 








CONDUIT LOCKNUTS — sizes 
from 34” to 6”. Sizes 3%” to 
114” are made of heavy nut 
lock steel... all other sizes, 
malleable iron. All sizes 
cadmium plated. Also 
bonding wedge locknuts, 
%,” to 6” 


3-PIECE CONDUIT COUPLINGS 
—come ina large range of 
sizes from 4%” to 6”. Mallea- 
ble iron, cadmium plate d, 








PIPE STRAPS—CLAMP BACKS 
CAPPED BUSHINGS—available and NEST BACKS—1 hok 
in a standard range from 4” pe. for rigid E.M.T. and servic: 
to 6”. Made of unbreakable , entrance cable. Available in 
malleable iron, cadmium ae a full range of standard 


plated. izes. Malleable iron, hot 
a Ip Ivar read 








CORNER PULL-IN ELBOWS — 
made in %4”, 4”, 1”, 1%”, 
1%,” and 2” sizes. Out- 
standing for space saving, 
machine wiring, easy wire 
pulling. Malleable iron, cad- 
mium plated. 


NAIL STRAPS — for rigid 
E.M.T. and S.E. cables with 
O.D. of .706 to 1.163 inches 
In sizes %”, %”, and 1’ 
Malleabl. iron cadmium 
pl ited 








At Aare 
CSP ethaw Pe 


tet 


Pat > 
bind 


GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 





GEDNEY FITTINGS FIT 
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DESIGNED for every taste- 
and 
PRICED for every pocket! 
HADCO all-aluminum POST LIGHTING 


HADCO offers a complete new line of all-aluminum It is generally agreed that cast aluminum 
posts and cast aluminum lanterns—designed to com- construction is far superior to sheet metal or 
pliment any home and priced to suit your every cus- stampings, and cast aluminum is what you 
tomer. get in the HADCO line. The lanterns are 

Being heavy aluminum—they are completely weath- solid and sturdy looking. There is no rivet- 
er-proof, being light-weight—they are easy to handle ing, soldering, etc. necessary with HADCO. 
and install, being beautiful—they are appealing to The simplified lantern castings are easily 
the customer, being priced right—they are easy to and quickly assembled. There is a minimum 
sell. Oh yes! Check into the profits in it for you. of parts. The extra-heavy tubular aluminum 

posts are fluted to add a distinctive touch: 
There is a complete line of posts and lan- 
hown at the left ss 4 gracious example of terns to offer your customers. Simple—deco- 

—— Lighting. The decoratwe P18" rative—dignified—traditional—and modern. 
BAD? aif as well as the lantern ss There are styles with sign plaques, arrows, 
relief wisterta m ladder-rest assemblies and side arm lantern 
cast aluminum. mountings as well as many other distinctive 

features. For Post Lighting at its finest look 
to HADCO. 








A few territories for manufacturers rep- 
resentatives still open. 





se e 


HADCO ALUMINUM PRODUCTS CO. Seis tee 
oe ont ee re ae 3 


901 PRESSLEY STREET e PITTSBURGH 12, PENNSYLVANIA 
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DOLLAR 
VOLUME 


RUBBER FRICTION 


Gold Sea! PLASTIC electrical tape, for example, gives your 
customers more “coverage” per roll. A few neat wraps and the job’s 
finished — gives all needed dielectric on most jobs. It sticks on, 
stays on — resists water, oil, acids, corrosive chemicals. 
Single 60 ft. rolls, cellophane protected, packed in round metal cans. 
“Tape-saver” 20 ft. rolls, sized to meet average job needs and 
“swing” easy in tight places, packed in 10-roll Handy Pack containers. 


Jenkins Bros., Rubber Division, 100 Park Ave., New York 17. 


FOR EXTRA VOLUME — EXTRA PROFIT — 
STOCK AND SELL — 


JENKINS 





10 mous 34" “ 
20 Fr. to” 


FRICTION * RUBBER * PLASTIC 
Also Diamond Seal Friction and Rubber 
Tapes made to ASTM specifications. 


Products of Jenkins Bros. — makers 
of famous Jenkins valves. 
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BEFORE 


PROOF OF LOW MAINTENANCE 
on CLARK TYPE “CY” STARTERS 


These unretouched photos show contact tips from a CLARK 
Bulletin 7707 contactor—the contactor used in the standard 
Bulletin 6013 size 2 AC Motor Starter—as they looked 
before and after a year of hard use. 


The contactor is in service at Cleveland Hone and Manu- 
facturing Company, on a special transformer and rectifier 
circuit used in processing automotive parts. The tips shown 
right above were removed from the contactor after 12 
months of steady service, often operating as frequently 
as 5000 times per hour. 


Note that slight discoloration and minute pitting are the 
only evidence of wear. They require no cleaning, dressing 
or filing, and are in condition to give many more years 
of dependable service. 


The secret of long contact life in the CLARK Type “CY” 
Starter is its exclusive arc-quenching principle, using 
strong multi-turn magnetic blowouts and double-break 
contacts. Forced rotation causes the arc to move continu- 
ally on the contact surfaces, distributing the heat and pre- 
venting pitting or “build-up” at any one point. Result: 
extremely effective arc interruption, and greatly reduced 


wear on tips. CLARK Type “CY” Starters include 


many more features for dependable 
service and reduced maintenance. 
Write for descriptive literature. Let us tell you the complete story. 


Cleveland 10, Ohio 
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INDEX (above) % CHANGE 
Apr. 1954 Mar. 1954 Apr. 1953 Apr. 1952 Apr. 1951 1954 from 1953 
119 130 136 118 130 6 
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INDEX (above) % CHANGE 
Apr. 1954 Mor. 1954 Apr. 1953 Apr. 1952 Apr. 1951 1954 from 1953 
139 140 144 133 131 5 
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INDEX (above) % CHANGE 
Apr. 1954 Mar. 1954 Apr. 1953 Apr. 1952 Apr. 1951 1954 from 1953 
109 117 124 100 109 12 
Inventories .. 1/49 144 175 164 207 —— 


mn sales 


Bureau of the Census. May-June projection is by this publication. Per cent change 
SOURCE: months of 1954 from four months of 1953 
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Business Index: REGIONAL ANALYSIS 





Sales inventories 


ELECTRICAL GOODS WHOLESALERS 
APRIL 1954 — — ———— 


From From 
Apr. From Mar. Apr. 
1953 1953* 1954 1953 


NEW ENGLAND 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


MIDDLE ATLANTIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


EAST NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH ATLANTIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


EAST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


MOUNTAIN 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


PACIFIC 





Full-line om '' 

Wiring supplies and 

construction materials T 2 0 10 
18 4 31 


Appliances and specialties 


*4 months 1954 from 4 months 1953 Source: Bureau of the Census 


ELECTRICAL WHOLESALING—July, 1954 











... No threads to cut 
...o fittings to fumble 





RIE eh a ll 
eee <5 tomate 
fen) 
(Seer ances: nememmaanee? 


USING EMT? —The connector clamp is built-in! 
You save the dollars you’d ordinarily spend on special fittings 


to adapt conventional heads for EMT. 


USING RIGID —Just set the head on the conduit 
CONDUIT? and turn the screws. Your men don’t waste time and 


labor cutting threads before installing the head. 


No need to bend the conduit out from the wall to allow 
room for screwing the head on. The handy clamp permits 


installation flush with the wall... vertically or horizontally. 


Lightweight aluminum alloy—seals tightly —moistureproof 


—rust proof. Six sizes: 4%", 4", 1", 1%", 1%”, 2”. 


Mr. Wholesaler: 
Stock up on these new heads now—be 
set for sales. Write for details today. 


2110 HOWARD ST., ST. LOUIS 6, MO. 
telephone CEntra!l 0881 
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ONTRACTORS NOW USING 
MORE LARGE-RADIUS ELBOWS 


Wholesalers Everywhere Increase Profit 
By Selling These Special-Radius Elbows 


Since engineers have determined that the use of special larger-radius 
elbows cuts construction costs, contractors are using more and more of 
them. This increased use of large-radius elbows has been noticed recently 
in every part of the country. Al- 
though they have been available for 
several years, sales have increased 
rapidly during the last few months 





Actual labor costs are substan- 
tially reduced because the larger 
radius eases the work of fishing 
cable through elbows. This savings 
in labor is considerable. 








The difference between standard-radius Wide-awake wholesalers have 
and special large-radius elbows is clearly — : see thi i 
shown here. Both elbows are the same een quick * recognize this trend. 
It means an increase in dollar vol- 
ume of sales and profits from the 
same number of building projects. 
SIZES OF SPECIAL wag “At Sy — 
supplies all needed sizes of specia 

LONG-RADIUS ites radius ines as wd th 

- y in the 

90° ELBOW 
chart at the left. Take advantage 

of this opportunity. Get full data 


RADIUS “A” | | Sas rs ta T | = — on costs and availabilities now. 


in inches 12” 3” | 1" | 26” 30” 36” 


pipe size. 




















OFFSET “’C’”’ .e a0 tae Tea ie ‘1’ | 46" 


STRAIGHT 
END “’D”’ ; 9 10” iM 11” 11” 12” 


LENGTH 

UNBENT 3’ 0” 3’ 6” 40 4°11” oe 6’ 6” 7’ 6” 

| PIPE SIZES |1”-2%4" | 17-3” [17-3%"| 1-4" | 1-5” | 17-6" | 1°-6" WRITE FOR 
AVAILABLE | incl. | incl. incl. | incl. incl. incl. incl. COMPLETE INFORMATION 


i 





Sold Only Through 
Recognized Wholesalers 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE NIPPLES °* ELBOWS, RIGID & E.M.T. 


PIPE COUPLINGS °* 
° WALL PLATES 


RUNNING THREAD ° GOOSENECKS 
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Wholesale Price Index for 62 Electrical Products 





Product (1947-49—100) May 1954 Apr. 1954 May 1953 


Copper Wire, bare. Unit: pound ... 132.8 132.8 140.7 
Building Wire, type R. Unit: M feet 92.1 92.1 133.6 
Non-metallic Sheathed Cable. Unit: M feet 78.1 78.1 122.8 
Varnished Cambric Cable. Unit: M feet 145.4 145.4 147.0 
Flexible Cord, type SJ. Unit: M feet ..... 113.4 113.4 131.8 


Lighting Panelboard, fuse type. Unit: each . 115.4 115.4 111.8 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 122.4 118.4 
Safety Switch, 2 Pole, type A, 250 volts. Unit: each 145.7 145.7 132.9 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 140.2 140.2 133.0 
Air circuit breaker 250 volts. Unit: each . “ae 142.3 142.3 133.6 
Power Panel, fuse type, 250 volts. Unit: each 122.0 122.0 139.8 
Power Panel, circuit breaker type. Unit: each .. 126.8 126.8 122.3 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.6 145.6 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 137.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each . 146.5 146.5 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 138.1 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each . 153.2 153.2 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 115.6 
Plug Fuses, 125 volts, non-renewable. Unit: each 101.1 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 141.4 137.5 
Motor, a.c., 1/4 hp., 110-115 volts. Unit: each . 112.7 112.7 109.4 
Motor, a.c., 1/2 hp., 220-440 volts. Unit: each .. : 114.4 114.4 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.7 123.1 
Motor, ey polyphase, induction, 3 hp., ball bearing. Unit: each 129.6 129.6 126.9 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 126.8 
Motor, a.c., polyphase, induction, 10 atl ball seeing Unit: each 135.0 135.0 129.9 
Motor, ry 5 hp. Unit: each ... eg 140.1 140.1 137.7 


Fan, under 12 inches. Unit: each 110.4 110.4 108.7 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 143.6 135.0 


Drill, production line, 1/4 in. Unit: each : 112.0 112.0 112.0 
Drill, production line, 1/2 in. Unit: each .. 107.0 107.0 107.0 
Saw, production line, 6-8 in. Unit: each . 103.7 103.7 103.7 
Pliers, 6-in., long nose. Unit: each ae 164.1 164.1 156.3 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside frosted. Unit: each 136.9 136.9 136.9 


Distribution transformer, 15 kva. Unit: each 130.5 130.5 123.7 
Distribution Transformer, 45-50 kva. Unit: each 125.5 125.5 119.3 
Dry Type Transformer, 15 kva. Unit: each . 112.8 112.8 125.1 


Dry Cell Battery, flashlight, type D. Unit: each 149.3 149.3 124.4 
Dry Cell Battery, portable radio "B" pack 67 1/2 volts. ‘Unit: each 115.1 115.1 104.4 
Dry Cell Battery, general purpose, No. 6 type | 1/2 volts. Unit: each 140.1 140.1 124.9 


Voltmeter, portable type, 3 1/2-6 1/ inches. 0-300 volts. Unit: each 156.3 156.3 141.0 
Ammeter, portable type, 3-6 |/2 inches. Unit: each ; 123.2 123.2 131.9 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 138.1 138.1 124.5 


Toaster, automatic, “pop-up."’ Unit: each . j 108.0 108.0 103.2 
Iron, under 4 pounds. Unit: each ...... 108.7 108.7 102.7 


Cooking range, standard size. Unit: each 105.1 105.1 100.7 
Washing Machine, non-automatic, wringer type. Unit: each 107.1 107.1 107.0 
Washing Machine, automatic. Unit: each 102.5 104.1 105.4 
lroner, table model. Unit: each ..... 115.5 115.5 118.7 
lroner, portable model. Unit: each 102.0 102.0 100.5 
Vacuum Cleaner, upright. Unit: each 108.0 108.0 107.1 
Vacuum Cleaner, tank. Unit: each .. 108.9 108.9 111.8 
Refrigerator, capacity 7.4-9.4 cubic feet peer over. “Unit: each 106.4 106.4 105.2 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each . ; 106.8 106.8 109.7 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 107.2 107.2 112.2 


Radio, table model. Unit: each . ; 88.2 88.2 95.0 
Radio, console model, radio-phonograph combination. Unit: each 97.8 97.8 94.6 
Radio, portable model. Unit: each raaean 93.0 93.0 95.0 
Television, console model. Unit: each : . 73.6 73.6 75.2 
Radio-television-phonograph combination. Unit: each 73.8 73.8 74.6 
Television, table Model. Unit: each a fees 765 76.5 75.7 
Source: Bureau of Labor Statistics 
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with Anaconda’s NEW SW? 


nonmetallic-sheathed building wire 


PRR Re re re em or - TT I I TT ILO Oa eT TOT PE em ge 


~ <= 4ae 2 ANACONDA DUTRAX TY PE- NG: = 60 0Y- 


eed 


It’s the cleanest nonmetallic-sheathed building wire today. 
And — it fishes with half the usual effort. 


Silver Dutrax* speeds your work. It’s clean to handle. 

It won't become sticky . . . won't flake or peel. 

You can fish it through joists with half—yes, half—the effort 
required by ordinary nonmetallic building wire. 

Silver Dutrax won't soil your hands . . . lessens chances of 
marring walls. 


For full information and a sample, call your nearest Anaconda 
Sales Office. Or write Anaconda Wire & Cable Company, 25 
Broadway, New York 4, N. Y. oneg. U.S. Pat. Of.  G4asT 


the right cable for the job 
x.) 
WIRE AND CABLE 
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TIMES and TRENDS 





The Best Laid Plans—And Profits 


Every convention develops its own special char- 
acteristics. The annual meeting of the National 
Association of Electrical Distributors in Atlantic 
City last month was distinguished by its serious 
tone and the announcement of a number of con- 
structive actions. 

A full report of the 46th Annual Convention 
appears elsewhere in this issue. The discussion here 
will be limited to the one theme—planning ahead 
—that kept commanding attention throughout the 
entire convention. 

It has been suggested before in this column that 
one of the most common weaknesses among busi- 
nessmen is the inability to see the need for new 
facts, new data, or a new program. Certainly the 
discussions at Atlantic City would seem to indicate 
that the electrical wholesalers and their association 
are very much aware of the shifting scene and are 
planning accordingly. 

For example, the curtain had not fallen on this 
year’s meeting when plans were being made for 
the 1955 convention in Chicago. 

In his closing remarks, the outgoing president, 
R. M. Johannesen, announced that a special com- 
mittee has been at work for some months studying 
ways and means of improving the annual conven- 
tion. Furthermore, the committee has requested the 
help of all interested parties. Manufacturers and 
guests who attend the convention are asked to write 
to NAED headquarters and make their opinions and 
suggestions known to the committee. 

It is obvious that the business climate has changed 
since the years immediately following World War 
II when a wholesaler could spend a week away from 
his business and know that everything would be in 
order on his return. This year, a large number of 


combination wholesalers found themselves unable 
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to remain in Atlantic City tor the entire convention. 
If business continues on its present profit course, a 
shorter convention in Chicago might be advisable. 

We heard a tew manufacturers suggest that the 
Sunday opening of the conference booths was not 
worthwhile. Again, here is an illustration of the 
need to make or change plans to fit the current con- 
ditions. At the time the conference booth arrange- 
ment was introduced, the manufacturers requested 
a Sunday opening in order to have as much time as 
possible to visit with their distributors. Perhaps the 
Sunday conference booth hours are no longer an 
advantage and should be discontinued 

Sometimes it is impossible to see ahead and note 
all of the various factors that can affect a situation 
for which careful plans have been made. There was 
a time when manufacturers and wholesalers both 
thought prepaid shipment to customers were nec- 
essary. Conditions changed so the manufacturers 
revised this policy. The wholesaler suddenly dis- 
covered his customers would not accept a change 
since they liked the prepaid shipment 

More than one wholesaler once thought a local 
manufacturer's warehouse would be helpful only to 
find later, when conditions changed, that the 
advantage had become a disadvantage. 

Any planning ahead must be done with full rec- 
ognition of the consequences today, tomorrow and 
the next day. 

We doubt that conditions ever dictated a need 
for a complete policy of price cutting—but we are 
certain that a change is needed. Here's one plan 
that can be launched immediately without any fear 
of ill effects later. 

If you're a professional, full-functioning whole- 
sale distributor, let your pricing actions represent 


that fact. 


ARES 


5 chen 


EDITOR 
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It’s EASY to plan your tower lighting 


ALATEY LULL 
or microwave relay . 


with CROUSE-HINDS 
Tower Lighting Bulletin 


Crouse-Hinds Technical Data Bulletin 
381-F contains important information on 
television, radio, and microwave relay tower 
lighting and tells you exactly what you need 
todothe job. There are layout drawings with 
complete bills of material for lighting towers 
of all heights. All of the information meets 
the requirements of FCC and CAA specifi- 


cations, 

A complete line of alarm relay equipment 
is available for remote indication of lamp 
failure as required by the FCC for unattended 


stations. 


Send for your copy of this helpful bulletin 
todav. A Microwave Relay Tower 
y with Crouse-Hinds 
Obstruction Lighting Equipment 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


om Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — soma 8 Denver 
Detroit — Houston — Indsanapolis ances ee Say - ie pape pecosiee New Orleans 
New York — Philadelphia — Pittsburgh — Port rancisco — Seattle — St Louis — St Paul 
Tulsa — Washin Agton. ESIDENT n PREAENTATIVES gn Atlanta Sanes Charlotte 
Corpus Christi — Reading. Pa — Richmond. Va — Sh: 
Crouse-Hinds Company of Canada Lid. Toronto. Ont 


’ nee hy 
HMR 


ed 
ei 
; 
Ld 
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Photoelectric Control 
provides automatic operation 
of lighting circuits 


om 


| it 


| in. sai |e 
NW een 


Type EOL Single 
Obstruction Light 


A Television Tower tin 
with Crouse-Hinds A \ 
. ° ° Nationwide 
Obstruction Lighting Distribution 1) 
Equipment Thr ra Electric 
stri ay 


Type TSS Type FCB-12 
Fresnel Beacon 
Zi / 


Flashing Switch 


AIRPORT LIGHTING : FLOODLIGHTS : CONDULETS: TRAFFIC SIGNALS 
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What's Happening 
Tm < in Washington 





Administration Comes Out Against Fair Trade — Congress down through 
the years has rejected proposals to enact a fair trade law for the District of 
Columbia—and this year has been no exception. Pressure has been even 
greater this year because of the use of the district by out-of-state discount houses 
as a non-fair-trade base from which to ship into fair trade states. 


Hearings were held on a bill to bring the district under fair trade, and dur- 
ing them the President’s bureau of the budget okayed a department of justice 
statement against fair trade. This amounts to an Eisenhower stand against 
such legislation. 


The Department of Justice has an anti-fair-trade history, mostly on the 
fundamental grounds that the fair trade laws are an unwarranted exemption 
from the antitrust laws. 


New Legislation Boosts Prospects for Building Program — Congress this 
year has approved a measure which guarantees more construction of buildings 
for government use all around the country. The so-called “lease-purchase” law 
permits installment buying of government buildings by giving the General 
Services Administration and the Post Office Department authority to sign long- 
term leases with private builders. 


GSA and the Post Office say they have some 5,000 such projects which 
would be eligible under the new law. Some 300 sites have already been 
acquired; plans for 100 buildings are already well along. 


New Tax Bill Written to Help Businessmen—The new tax revision law is 
the first such in 75 years—and it is a real landmark as a successful try at taking 
the kinks out of a tax hodge-podge that’s grown up through the decades as 
Congress found more and more ways of getting the money needed to run the 
government in peace and war. 


It will take some time to figure out just how it hits your business—but 
don’t forget to check your tax man or tax service for the details just as soon 
as they’re available. 


Quicker and bigger tax deductions for amortizing new plant and equip- 
ment are probably the biggest single incentive given across the board. That's a 
help to you and to your customers who run businesses of their own. It makes 
it easier for you to buy new equipment—and easier for them to buy it from 
you. This goes for everything from production machinery to warehouses to 
office equipment. 
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The new law permits you to deduct two-thirds the cost of a piece of equip- 
ment in half the tax life—instead of being able to write off only half the cost 
in half the life, as the law has been for years. Moreover, you are permitted to 
write off a big proportion of the cost—almost 40 per cent—in the first couple 
of years. 


A new carry-back provision helps outfits that run in the red. The new 
law says you can spread losses back over two profitable years, instead of one 
year as in the old law. In many cases, this means you would get a check from 
the Treasury—a refund on taxes paid on the two profitable years. 


More Loans to Small Business—Government purse strings for small busi- 
ness loans have been loosened. Since the turn of the year, the Small Business 
Administration has approved 462 loans worth $27,096,000. Of these, only 158 
were direct government loans involving $8.6 million. The remainder were 
bank participation loans—the government committed to part of the loan (about 
85 per cent on the average), local banks to the other portion. 


SBA has approved just about a third of the loan applications made. Bulk 
of the loans has gone to manufacturers. But 16.4 per cent have been made to 
wholesale and retail trade establishments, 5.7 per cent to construction firms. 
The agency is authorized to make loans up to $150,000 each out of an $80 
million revolving fund. 


This month SBA starts a new policy, which should cut much of the red 
tape from its lending program. SBA’s 14 regional directors can now make 
many loans up to $50,000 on their own authority. Up to now, all loans had 
to be approved by Washington. The regional offices will make participation 
loans up to $50,000 to any borrower, provided a bank takes at least one-quarter 


share of the loan and not less than half of the bank’s share represents new 
money. 


Office of Distribution Off to a Slow Start—You can get help on such prob- 
lems as measuring your market, setting up a sales potential, and relating basic 
census data to your own business from the Commerce Department's Office of 
Distribution. That's the unit Commerce officials established as the govern- 
ment’s focal point for government information on distribution industries. The 
Office of Distribution’s small staff is also available for personal or mail con- 
sultation on these and related marketing matters. 


The office stresses information on distribution of consumer products 
rather than industrial products. But as an electrical wholesaler, you may find 
it a valuable source of marketing information. 


One aid is the office’s ‘“‘Distribution Data Guide,” a monthly listing of 
government and private publications and reports on market research, mer- 
chandising, sales promotion and advertising. Write to the Office of Distribution, 
Commerce Department, Washington, D. C., to get on the mailing list. The 
guide is now distributed free; eventually it will be placed on a regular sub- 
scription basis. 


Lack of funds from Congress has so far kept the office from making much 
progress on its major research project: an analysis of the component cost of 
distribution goods from manufacturer to consumer. 
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—— Cable Address ““ADTRANS’”’ 
2950 N. WESTERN AVENUE, CHICAGO 18, ILLINOIS, U.S.A. 


— #3 
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Cut labor Cut costs for your customers 
Build SALES— Build profits for you! 


lackhawk 
[agustries FITTINGS 
F 


B-I’s TIME SAVING SW, 


Patent Pending 


“the strap with the built-in bump} 


Faster installations, more profit 
for your customers, more sales 
for you when you sell Black- 
hawk Industries’ Snap Strap. 
The exclusive self-holding fea- 
ture eliminates fumbling, makes 
difficult jobs easier. Heavy 
gauge steel, zinc plated after 
fabrication. Available in a wide 
range of sizes for both rigid and 
thin wall applications. 


B-| BEAM CLAMPS B-| CONDUIT HANGERS 








Fits up to ¥2" beam flange For straight runs . . . no offsetting into boxes 
Used with B-I Conduit Hangers for faster,more Designed by Blackhawk to save contractors 
efficient installations. Made of heavy gauge valuable labor in overhead installations. Car- 
pressed steel, plated with zinc. Comes com- riage bolt-locks tighten with one tool. May 
plete with case hardened set screw. Has 4-20 also be used with stove bolt. Made of heavy 
tapped holes. Maximum jaw opening 5%”. gauge steel overlaid with zinc after fabrication. 


SPECIFY B=] WHEN YOU BUY 


Write for Free Catalog Sold only through Electrical Wholesalers 


we BLACKHAWK INDUSTRIES, vvsvaue, iowa 


Ez 
lackhawk* Entrance Cable Fittings . Staples . Yord Lights . Sill Plates . Locknuts and Bushings . Wire Holders 





Fluorescent Brackets . Cable and Conduit Straps . Connectors . Box Supports . Conduit Entronce 
ndustries Cops . Gr ding A bli - Grounding Clomps . Bor Hangers . Fish Tepe . Conduit 
ca Hangers . Beam Clamps . Machine Screws . Wood Screws. 
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ELECTRICAL 


WHOLESALING 


A small section of the conference booth center 


The 1954 NAED Convention 
And Its Meaning to You 


Few salesmen have the opportunity to attend the annual convention of the National 
Association of Electrical Distributors. Its delegates are usually chosen from man- 
agement levels. But what takes place at this convention—the biggest and most 
important in the entire electrical industry—has a direct bearing on your sales 
operation. It’s important for you as an electrical wholesale salesman to know what 
was said on such vital topics as markets and margins, and the prospects for the 
next six months—particularly in this profit-thin, price-cutting year. To this end, 
ELECTRICAL WHOLESALING is devoting the following 13 pages to reporting the 


1954 convention and spotlighting its significance as it relates to your selling. 


Turn page for a quick word-picture of the convention’s over-all significance 
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HAT does the 46th annual con- 

vention of the National Associ- 

ation of Electrical Distributors 
mean to you as a salesman? To begin 
with, it marks a big change in empha- 
sis from the Chicago convention of 
last year when you were in the spot- 
light. 

Funny how attitudes can change so 
radically with just the passing of one 
short year. In Chicago last year the 
emphasis of the convention speeches 
as well as the whispered conversations 
at the Conrad Hilton were on the cry- 
ing need for creative selling by the 
distributor salesman. The market, 
around that time, had turned from a 
seller's to a buyer's paradise and some- 
thing drastic had to be done to stimu- 
late sales. Creative selling was voiced 
as the only cure. 

So now we find that the distributor 
salesman has paid heed to this call for 
creative selling on his part. He has sold 
this tough market—and sold it well. 
But pushing volume alone has not 
brough the results anticipated. It has 
been profitless volume. 

Management was told in no uncer- 
tain terms to get busy and follow up 
the work of the sales organization in 
the field with a smooth running, effi- 
cient and profitable operation in the 
home office that will add to rather than 
take away from the enviable records 
compiled by the distributor salesman 
e Coals on the Fire—Distributors at- 
tending the convention knew before- 
hand what was ahead of them for the 
coming year; the convention speeches, 
their talks with other distributors and 
with manufacturers only added coal to 
the burning question: “How are we 
going to improve the profit picture for 
the electrical distributor?” 

Ed Anixter, of Englewood Electrical 
Supply Co., Chicago, summed up the 
crux of the distributing industry's 
mental attitude at the convention when 
he said in his speech, “Your Ware- 
house—an Expense or a Profit?”: 
warehouse costs 
should become a part of our everyday 
thinking. For it is only through crea- 
tive new thinking that we will be able 
to progress and prosper.” 

Progress 


Controlling our 


and prosper. Two key 
words that had a lot of meaning for 
wholesalers at the You 
cannot progress and prosper without 


an efficient warehouse operation; you 


convention. 


cannot progress and prosper without a 
profitable margin with which to carry 
on your business; you cannot progress 
and prosper in the climate of the dis- 
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NAED’S OFFICERS. Pictured together at the convention in Atlantic City, 


N. J., 


following their election to top executive posts are 


(left to right) 


Herbert S. Schiele, Artophone Corp., St. Louis, vice president and chairman 
of the appliance division; L. E. Barrett, Barrett Electrical Supply Co., St., 
Louis, president of NAED; George Albiez, Englewood Electrical Supply Co., 
Chicago., vice president and chairman of the apparatus and supply division 


@ The 1954 NAED Convention (cont.) 


Its Over-a 


count house, you cannot progress and 
prosper when you see your dealers 
one by one, going under red ink. 

These were topics for discussion 
both on and off the convention floor. 
They made for some interesting obser- 
vations on the rostrum. Like during 
the McGraw-Hill editors’ panel when 
one editor made the remark that the 
average electrical distributor has mis- 
placed the courage he once had when 
he started in the business—the courage 
to demand a fair profit. 

“Volume as it is sought today,” he 
said, “is already proving itself good 
only for a short term pull. It takes 
courage to forsake profitless volume 
for business that pays a fair return for 
professional services rendered by your 
firm.” 

e Out of Your Pocket—On the same 
rostrum, it was said that the costs of 
distribution are being lowered—to the 
consumer by the discount house. But 
the saving has to come out of some- 
body's pocket and, in the electrical in- 
dustry, the saving to the consumer 
reputedly donated by the discount 
house must come out of the legitimate 


distributor's and dealer's pockets 
There was even talk about the dealer 
and his finances at the convention, a 
point which seemed to score with the 
distributor audience. W. F. Kelly, ex- 
ecutive vice president, The Pennsyl- 
vania Co., told about the retail end of 
the how, 
through poor selling practices, it has 


electrical industry and 
created the reluctance on the part of 
banks to accept retailers, as a whole, 
as good credit risks. 

His own firm, Kelly pointed out, 
now handles only about 60 per cent of 
the a few years 
ago. It has become increasingly diff- 
cult for banks to realize a good profit 
from its loans, he said. Poor selling 
brings customer dissatisfaction and no 


accounts it handled 


amount of logic can persuade the pub- 
lic that the bank is not to blame. And 
it is, in a way, Kelly admitted, because 
the bank is to blame if it permits its 
financing services to be used by the 
dealers employing unethical or even 
high pressure sales techniques. 

A visitor from Britain, distributor 
Harry Riley, from Sheffield, England, 
had a few words to add to the idea mill 
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NAED’s new president, L. E. 
Barrett, comes into office at a time 
when strong leadership and clear 
vision is needed to carry on the 
work of such valuable intra-in- 
dustry activities as the national 
lighting and adequate wiring pro- 
grams, coordination of the various 
committees in their association 
with other sections of the industry 
and strengthening of the trade 
ties between NAED and the rest 
of the electrical industry. 

Les Barrett is no stranger to 
the association and its work. He 
has been vice president of NAED 
and chairman of its apparatus and 
supply division for the past two 
years. He also served on the ex- 
ecutive committee. 


He is chairman of the plan 





The New President 


committee of the National Ade- 
quate Wiring Bureau and writes 
a regular column for the Ade- 
quate Wiring Reporter. 

Mr. Barrett is president of 
Barrett Electrical Supply Co., St. 
Louis, Mo., He is an _ electrical 
engineer, a lawyer, and was at one 
time in his career a special agent 
of the Federal Bureau of Investi- 
gation. 

It will be the responsibility of 
Mr. Barrett and the chairmen of 
the two divisions to carry on the 
constructive leadership of the for- 
mer president, R. M. Johannesen, 
who will continue to play an im- 
portant part in the direction of 
the association as chairman of the 
special committee to study its 
over-all program. 








Significance 


at the convention. First, he asked, 
whatever became of fair trade? He 
said he heard a speech two years ago 
at the NAED convention on the need 
for fair trade. Now, after reading the 
ads in the newspapers, he wonders 
what has happened in the short period 
of two years to change the industry's 
attitude toward it. 

Second, he told the convention to 
beware of the do-it-yourself trend cur- 
rently in vogue in this country. Ade- 
quate wiring can get into an awful 
mess if do-it-yourself becomes accepted 
in home wiring. 

Third, Riley cautioned his listeners 
on the evils of distributing electric 
housewares carelessly through unau- 
thorized outlets. He gave the example 
of the tailor who had a display of suits 
on one side of his store window and 
on the other, a display of electric 
housewares. 

“Three areas of thought,” Riley said, 
“that I leave with you for careful con- 
sideration.” 

e Presentation—In between all these 
talks, there was still time spent on 
personalities both present and absent 
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at the convention. Miss Helene 
Stachler, assistant secretary of the as- 
sociation, was presented with a wrist- 
watch and a savings bond on the oc- 
casion of her 25th anniversary in the 
association 

Of the familiar 
at this year’s convention, the most 
prominent was Charles G. Pyle’s. The 
executive director of NAED unfortu- 
nately couldn’t attend because of ill- 
ness. To make him feel he was part of 
the convention even though he wasn't 
there physically, it was decided at the 
general session that those attending 
the convention send a picture postcard 
to his home bearing the salutation 
“Dear Charlie, having a wonderful 
time, wish you were here.” 

It was later reported that hundreds 
of such cards flooded the Bronxville, 
N. Y., Post Office, and were later de- 
livered at the Pyle residence. 

Off the convention rostrum 
convention floor itself, and on to the 
conference booth center, the discus- 
sions were pretty much the same as in 
the huge auditorium that echoed the 
words of caution and concern. After 


faces missing 


and 


the usual familiarities were over, the 
discussions usually revolved about the 
more serious business at hand—resolv 
ing to the one conclusion that it was 
mighty hard these days to make a de 
cent living. 
e Varied 
cerned themselves with talk about r¢ 


Discussion — Some con 
vamping their offices and warehouses 
to fit the needs of a highly mechanized 
Others 


cutting 


and fast-changing 


more 


economy 


were concerned with 


corners on cost—both in the office and 
in the field. Still 
business interfere with politics. With 
the McCarthy-Army hearings in full 
made _ his 


others couldn't let 


blast, one conventioneer 
rounds of the conference booth center 
with one ear to business, the other to 
a portable radio. 

There was some concern about at 
tendance this year at both the meetings 
and at booth 
Registrations this year totalled more 
than at Chicago in 1953, but, toward 


the conference center 


the close of the week, attendance fell 
off markedly. The weather may have 
played a hand in this respect—beauti 
ful days for boardwalk sunning during 
the whole convention—but it would 
be more in line with reality if the con 
clusion arrived at was that distributors 
spent only as much time at the con 
vention as they could afford to be 
away from their businesses. Attendance 
at the last day’s meeting was not up to 
par, reflecting the numbers who cut 
short their convention time to hurry 
back to business 

Many distributors made the remark 
that the convention, as it is now, Is to 
long and drawn out. Others say that 
of the 


convention time that can be given over 


the meetings take up too much 


to meeting with suppliers at the con 
ference booths. Others say just the op 
posite. Some say they come to the 
convention to get information on busi- 
ness and not to listen to inspiration 
talks. Even so, it was the consensus of 
popular opinion at the convention this 
year that both the talks by Drs. J. O 
Christianson and Thomas Haig 
D.D., “inspirational” or not, were two 
of the best talks at the convention 


Any way they feel about the conven- 


Pace 


tion or its scheduling, the membership 


is encouraged to write to a special 
committee of NAED set up to study 
and take action on their 


They can address their letters to NAED 


sugge stions 


headquarters in New York 
The next convention will be held in 
( hicago s ( onrad Hile n He tel M ty 
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@ The 1954 NAED Convention (cont.) 


Here's What They Said. . . 


Significance to You 
as a Salesman 


This means you're in a growth 
industry—one that anticipates 
a period of immense expan- 
sion in the years immediately 
ahead. To ride the crest of 
this movement, why not start 
making a systematic analysis 
of your territory? It will en- 
able you to better your share 
of the expanding market. (As 
a sales planning tool, Mr. 
Jewell recomended the Jan- 
vary 1953 issue of ELECTRICAL 
WHOLESALING.) 


Modernization probably offers 
you your largest market po- 
tential in practically every 
field. It involves electrifica- 
tion of present equipment and 
enlarging of electrical sys- 
tems, as well as lighting and 
air conditioning. 


Industry must free itself 
from the web of rising labor 
and material costs by apply- 
ing techniques of electrical 
modernization so as to in- 
crease output per manhour 
and per unit of plant area. 
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... on the Electrical Industry 


SALES of the electrical industry between 1920 and 1953 increased at an 
annual rate of 7.4 per cent compared with 3.4 per cent for industry as a whole 
Between 1939 and 1953, the capital investment in the industry rose at a rate 
twice that of all industry and today it is over $6 billion. Sales of electrical 
wholesale distributors rose from $1.2 billion in 1945 to nearly $5.7 billion 
in 1953—a great credit to you. James H. Jewell, Westinghouse Electric 
Corp. and National Electrical Manufacturers Association. 


HISTORICALLY, the electric (power) industry has doubled its growth 
every 10 years and, with the many new applications of electricity in existence 
today and those which are being developed, there is no reason to believe that 
this record of accomplishment cannot be continued. What does this mean to 
sales and load building? If we are to double the load in the next 10 years, it 
means that there must be as many appliances and uses for electricity sold in 
that 10-year period as are total in existence today. B. L. England, Atlantic 
City Electric Co. 


... on the Industrial Market 


THE industrial market accounts for half the nation’s consumption of kilowatt 
hours. In 1953 it consumed 257 billion kwhrs. Dividing this total among the 
major types of industry gives us a take-off point for projections into the 
future. . . . Now let's take a look at some of these segments of the industrial 
market with an aim of evaluating what the future holds for them—and us 

Turning first to the metal working industry, we find that it is in a period 
of major expansion. Of special interest to us is the accelerated increase in 
electrification—the greater use of electricity per man hour. New automotive 
plants are providing 9 kw. per worker compared to 5 or 6 kw. formerly 
considered normal. One automotive company is designing assembly plants 
for 20 watts per square foot, about double that of a few years ago. Other 
factors are the increasing use of power machinery—electric furnaces for heat 
treating and annealing, automation or completely automatic operation ol 
machines, and induction heating. This certainly indicates a greater market 
for the products you sell to industry and contractors 

Now we'll turn our attention to the chemical industry. Think of it not 
only as a producer of basic chemicals, but also of plastics, man-made fabrics, 
fats and oils, and almost countless other products. A sharp increase in elec- 
trification of this industry is indicated—from 38.6 billion kwhrs. in 1953 to 
61.0 in 1963. 

Shifting our focus to the steel industry, we find it is expected to more 
than double its use of electricity between 1953 and 1963—up to 61 billion 
kwhrs. There will be big modernization programs, an increasing use of elec- 
tric arc furnaces for melting and of high-and-low frequency induction for 
heating. 

Now, looking at dynamic growth industries such as aluminum and 
titanium, we find that the aluminum industry, already heavily electrified, 
will increase its use of electricity over 50 per cent to 39 billion kwhrs. in 
1963. A fast-growing infant is titanium, which requires 20,000 kwhrs. to 
produce one ton of this metal. 

In the case of the petroleum and natural gas industry, a steady though 
not spectacular increase in electricity is expected. This will result from greater 
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Many powerful ideas are propounded at NAED Conventions. This year was no excep- 
tion. Here are some of the most important things speakers said as they relate to your 
selling effort. Facing these excerpts are comments that spotlight their significance. 


output, plus a large increase in the production and variety of chemical by 
products. 

The coal industry expects increased mechanization, greater use of con- 
tinuous mining machines and better cleaning of coal. Use of electricity 
between 1953 and 1963 will probably double 

The growth of the pulp and paper industry is currently twice as fast as 
the average increase of our population. A moderate increase in electrification 
is predicted. 

Upward growth of the rubber industry is expected due to new uses of 
rubber, such as surfacing of roads, and there will be an increasing use of 
electricity in the manufacture of rubber. Energy consumption is projected at 
8 billion kwhrs. in 1963 as compared with 5.1 in 1953. 

We are looking for a steady long-term growth in the use of electricity for 
heating and melting of glass. 

The textile industry has characteristically wide cyclical fluctuations in 
business activity. Although for the past three years production has been 
decreasing from the peak of a cycle, projections indicate that it should be up 
again by 1963, and 50 per cent above the 1953 figure. One buoyant factor in 
that projection is the increasing use of textile mill air conditioning. Many of 
the new mills, particularly rayon spinning and weaving mills, are completely 
conditioned by air conditioning systems requiring several hundred horsepower 
per installation. James H. Jewell, Westinghouse Electric Corp. and Na- 
tional Electrical Manufacturers Association. 


... on the Lighting Market 


AS lighting equipment is so important a part of your sales, | am sure you 
will be interested in the results of an extensive survey we recently made in 
lighting trends and the market. 

Over the years, lighting has shown a steady growth. Based on the common 
factor of kilowatt-hours . 100 billion kwhrs. were used for lighting in 
1953, with an expected increase to 182 billion in 1963. It’s going to take a 
lot more fixtures and lamps to consume that extra current. Here are the 
projections that indicate the potential of several markets 

The rapid advances made in industrial lighting during the war years proved 
that high-level lighting could help increase production and improve product 
quality. Favorable factors for a continued upward trend in industrial lighting 
include continued new construction, increased modernization, new and im 
proved lamps, fixtures and techniques . . . a 60 per cent increase in energy 
for industrial lighting in the next decade. 

The lighting of stores, schools, churches, banks and new office buildings 
offers a tremendous potential. However, there still exists a great unsold 
market in the millions of older offices and small retail shops. The moderniza- 
tion market far exceeds the new one . . . a 66 per cent increase in electricity 
for commercial lighting in the next 10 years. 

Residential and rural lighting have almost doubled since 1947, but the 
potential is still huge, for very few homes even approach the ultimate pos 
sibilities for use of artificial illumination. Use of electricity for lighting is 
expected to double between 1953 and 1963. 

The advent of new mercury and color-corrected mercury vapor lamps 
opened up a new era in street and highway lighting. In the period between 
1953 and 1963, electricity used for street lighting is expected to increase 
76 per cent. 

To help you and others in the industry in the big job of relighting sub 
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Significance to You 
as a Salesman 


More productive manhours 
are needed, but they are not 
expected to increase, due to 
shorter work week, more holi- 
days, longer vacations and 
earlier retirement. Without 
the benefit of a larger labor 
force, how can industry in- 
crease its output the historical 
3 1/3 per cent per year? The 
answer: modernization 
through greater use of elec- 
trical energy. And you're sell- 
ing the means fo that end. 


Everyway you look at it, the 
lighting market will continue 
to be big. It deserves every 
bit of promotional and sales 
effort you can put on it. Ab- 
sorbing more training and 
using manufacturer's lighting 
specialists on tough cases will 
help you sell better than 
average lighting jobs — and 
more of them. 








Here’s What They Said... 


Significance to You 
as a Salesman 


Here’s an industry program 
that can build lighting sales 
for you. The first thing to do 
would be to stir up interest in 
having the program started in 


your city. 


When the program is rolling, 
influence your contractor cus- 
tomers to enroll themselves 
and their men for the course. 
They'll learn the importance 
of selling up rather than sell- 
ing down a job. And while 
you're at it, why not enroll 
yourself? If your knowledge 
of lighting is on the weak 
side, the course could make 
the difference between your 
being a lighting order taker 
and a real lighting salesman. 


it would almost seem that the 
potential of the average Am- 
erican home for electrical 
appliances is unlimited. But 
unfortunately it isn’t. The in- 
adequate wiring systems in 
millions upon millions of 
houses and apartments set a 
ceiling to the number and 
kinds of appliances that can 
be purchased. 
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standard installations, the National Lighting Bureau has been organized and 
initially financed by the Industrial and Commercial Lighting Section of 
NEMA. Its slogan is “Relight America.” You'll be hearing more about it. 
James H. Jewell, Westinghouse Electric Corp. and National Electrical 
Manufacturers Association. 


... on the National Lighting Bureau 


A good salesman equipped with all the necessary facts and knowing that the 
customer gains by using his merchandise can sell good lighting, and that is 
the crux of the National Lighting Bureau program. 

In its full development, the program will consist of four major parts: 
) sales training to guide and give confidence to the lighting salesman; 
) technical training to prepare him to lay out a lighting installation that 
will supply illumination to industry standards; (3) certification to assure 
adherence to these established standards, while providing a selling tool; 
(4) promotion to aid the selling operation. . . . 

This is a down-to-earth course on how to design a lighting job. It is 
designed primarily for the electrical contractor who has a practical knowledge 
of his work, but has never had the technical training of a lighting engineer. 

Lighting engineers—just like lawyers, doctors and psychiatrists—are in the 
habit of using a lot of eight-cylinder words that make their profession seem 
more mysterious and complicated than it really is. Instead of this slide-rule 
lingo, this course covers the basic common sense rules that will enable the 
average electrical contractor to go out with perfect confidence and design a 
good lighting job for the small to medium sized store, office, school or 
factory. ... 

A pocket-size Manual of Certified Lighting carries all the data the con- 
tractor will need to lay out a certified job. A simple procedure has been set 
up so that a trained contractor can get his plans certified by the local bureau. 
Then the bureau issues a Certificate of Conformance to certified lighting 
standards. After the job has been installed, the local bureau gives the con- 
tractor a decalomania which he affixes to the customer's window. And close 
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on the heels of this, he goes to other prospects in the neighborhood, points 
out the fine job he did, and urges them to compare their old lighting with 
the beautiful new installation and the results it gives. . . 

Our program is aimed primarily at the contractor, but to put it across it 
is going to require the backing of the distributor, manufacturer and utility. 
E. C. Huerkamp, Westinghouse Electric Corp. and National Lighting 
Bureau. 


_.. on the Residential Market 


THE majority of domestic consumers now have at least nine types of appli- 
ances—radio, iron, refrigerator, electric clock, electric washer, toaster, vacuum 
cleaner, coffee maker and television set. In addition, numerous applications 
such as electric clothes dryers, air conditioners and dishwashers have found 
increasing acceptance. As the use of electric appliances has grown, the average 
domestic consumption of electricity has increased accordingly. In 1929, the 
average annual use of electricity in the home was 502 kwhrs. Today, average 
residential use is about 2,450 kwhrs. annually, more than four times the con- 
sumption a quarter of a century ago. 

The number and variety of electrical appliances on the market has increased 
from 19 at the time of Light’s Golden Jubilee (1929), when load-building 
campaigns featured the big three—refrigerators, ranges and water heaters— 
to 36 in 1940, at which time the automatic washer and home freezer had just 
been introduced, to 54 types of domestic appliances generally available today. 
Although the all-electric home has become a reality and “Be Modern—Live 
Electrically” is truly descriptive of our civilization, the sales potential in the 
domestic field is still relatively undeveloped. With the exception of refriger- 
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ators, 9 out of 10 families are possible customers for one or more major 
appliances, and 2 to 3 of every 4 are prospects for most portable appliances 
B. L. England, Atlantic City Electric Co. 


EVERYTHING in this market is enormous. There are 42 million residential 
users of electricity, and the market is growing bigger and better. Here are 
just a few factors: 

More people—about 4 million babies are born a year. 

More families—over 700,000 new families are formed yearly. 

More money—41 per cent of all families are earning over $4,000 a year. 

More new homes—annual rate of construction is over a million. 

More appliances in existing homes—forgetting the replacement market 
entirely, there will be an average of 6 additional new appliances sold to every 
home in the next 10 years. 

Saturation of the appliance market is still surprisingly low in spite of the 
high sales volume of recent years. Actually the word “saturation” means 
nothing when applied to this industry. Progressive obsolescence and the need 
for replacements are forces that do away with the saturation bugaboo. Let 
me give you an example. Five years ago, the saturation of irons was 90 per 
cent. Today it is 90 per cent. Yet, in the past five years, the industry sold 
35 million irons. 

Our projections on the residential market indicate that it should increase 
82 per cent between now and 1963. Reasonable expectations indicate that 
128 million more appliances may move into American homes in the next 
five-year period. This may be subdivided into 101 million major appliances, 
248 million portable appliances, 47 million radio receivers and 32 million 
television sets. James H. Jewell, Westinghouse Electric Corp. and Na- 
tional Electrical Manufacturers Association. 


... on Adequate Wiring 


A great wave of recognition seems to be in evidence on the inadequate wiring 
situation. The tremendous increase in use of electrical equipment and appli- 
ances has placed too heavy a burden on the wiring systems of homes, apart- 
ments, office buildings and factories. Already we have had instances where 
tenants in apartment buildings have had to remove room air conditioners 
because the wiring was inadequate. . . . 

NEMA has set up two conference group subcommittees to study the 
problems and promotion of adequate residential and commercial wiring. 

On the one hand, inadequate wiring is a bottleneck to sales of electrical 
appliances and equipment, and on the other it offers great opportunities to 
sell electrical supplies and equipment. 

You, as leading electrical distributors, have great influence on electrical 
contractors and their customers. You can take a prominent part in promoting 
adequate wiring in your area. James H. Jewell, Westinghouse Electric 
Corp. and National Electrical Manufacturers Association. 


ONE field in which all segments of our industry must cooperate if we are to 
continue our growth . . . is the promotion of adequate wiring. . . . More 
than 24 million homes in this country are 30 years old or more, most of them 
with wiring systems that are incapable of carrying future expanded load. 
Such customers cannot invest in air conditioning, ranges, dryers, freezers, 
and other appliances as yet not introduced, unless their homes are properly 
wired. ... 

A most encouraging step was taken . . . by the National Association of 
Home Builders in recommending a voluntary standard for electrical service 
entrance wiring. This standard, which will be recommended to home builders 
groups throughout the country for use both in new homes and in renewing 
wiring systems in existing homes, proposes a 3-wire 110/220-volt service 
entrance lead into the house as well as interior wiring with an approximate 
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Significance to You 
as a Salesman 


This is a whale of a lot of ap- 
pliances. To move them into 
American homes, it will take 
a high level of employment 
and income and aggressive 
selling by all factors in the 
industry. But moving them 
means high earnings and com- 
missions for the men who do 
the selling. 


What can you as a salesman 
do to promote adequate wir- 
ing? For one thing, you can 
make it a point to always 
mention it to your contractor 
customers. If business is slow- 
ing up for them, perhaps de- 
veloping some rewiring busi- 
ness is just the thing to keep 
their organizations going. For 
another thing, you might prod 
your company into sponsoring 
an adequate wiring meeting 
along the lines of the one 
staged by West Michigan Elec- 
tric Supply Co. (EW—Feb. ‘54, 
p. 40). 


Here’s something that can be 
talked up on all calls on home 
builders and electrical con- 
tractors specializing in resi- 
dential work. Speculative 
builders, in particular, might 
be encouraged to seize upon 
this voluntary standard as a 
sales feature for their homes. 
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Here's What They Said... 


Significance to You 
as a Salesman 


Mr. Turnbull cites 11 examples 
that show the code allows for 
orderly handling of increases 
in power requirements. All 
represent sales opportunities 
for you. Write The Editor if 
you would like a copy of Mr. 
Turnbull's complete address. 


Tou are an important part of 
the electrical industry and so 
have much to gain from the 
jubilee. Capitalize on the op- 
portunities it offers you to de- 
velop greater sales and use of 
electrical products. 


Insist that your dealers sell 
features—not price. Insist that 
they get the full profit and 
keep the profit potential of 
the line high in the territory. 


The fan industry has every 
reason to look forward to a 
bright future. Fan selling war- 
rants and deserves your en- 
thusiasm. 
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capacity of 100 amperes, and circuit breakers or fuses for at least 8 circuits, 
preferably for 10 or 12; it has also been suggested that at least two of these 
circuits be 3-wire and equipped with circuit breakers or fuses of up to 
50-amp. capacity. These provisions, if applied by builders, will go far toward 
assuring heavy-duty future circuits, which will allow the addition of air 
conditioning, ranges, dryers, home freezers and other appliances . . . needed 
and desired in the American home. B. L. England, Atlantic City Elec- 
tric Co. 


THE National Electrical Code provides practical wiring regulations for safe- 
guarding persons and property. It does not necessarily provide for adequate 
wiring. ... The people responsible for the code have been and are interested 
in adequate wiring. The National Electrical Code is by no means a limiting 
feature in our expanding business. . . . The code has many provisions which 
do lend themselves in the arrangement of wiring systems to meet the con- 
stantly increasing use of electricity. John M. Turnbull, Western Massa- 
chusetts Electric Co. 


... on Light's Diamond Jubilee 


AN unprecedented opportunity for industrywide cooperation both on the 
national and local levels is afforded by Light's Diamond Jubilee. This year- 
long celebration, culminating in the actual anniversary date in October, 
. . This 
Diamond Jubilee year is an unequalled opportunity for all of us to bring 
home to our communities and customers what electrical progress means to 
them... . The more people think about what electricity does and can do for 
them, the more they will want to improve their present standard of electrical 
living. Sales efforts this year will greatly benefit from the jubilee, not only 
by direct tie-in, but also through the atmosphere of public interest that the 
anniversary is creating. If everyone in the electrical industry seizes this jubilee 
opportunity with imagination and initiative, it will not only help our own 
business, but will also reflect most favorably in the nation’s over-all economy. 
B. L. England, Atlantic City Electric Co. 


basically commemorates a unique record of American achievement. . 


... on Price-cutting 


PRICE-CUTTING just doesn’t make sense! Price-cutting becomes a disease 
And it dissipates profit. Price-cutting also leads to another cut—a cut in 
reputation as a quality line. Don’t misconstrue my statement: your dealers 
need price promotions to build store traffic, but they also need quality mer- 
chandise that will bring them a satisfactory profit margin 

It's fairly simple to expand your dealer outlets by offering an inferior 
product at a reduced price, but that is not skillful merchandising. What kind 
of a dealer does this policy attract? Is he the kind of dealer with continuing 
brand loyalty? Or is he nothing more than a local warehousing agent with a 
constant eye out for some new “bargain” line? 

Price-cutting is a vicious disease that only can be cured if the patient 
cooperates and wants to get well, and the best prescription for getting well 


is profit. Harold P. Bull, Apex Rotarex Corp. 


... on Fan Selling 


CONSIDERING the steady growth in volume, the increase in popularity of 
larger, more expensive fans, geographical market expansion and lengthening 
of the fan selling season, we are certainly inclined to the belief that, far from 
detracting from the fan industry, air conditioning has actually contributed to 
the growth of the fan industry. 
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Why, you may ask. . . . More people today are more comfort-conscious 
than at any time in our previous history. Sweltering day after day in a heat- 
saturated home is no longer accepted as a part of the normal routine of living 
The air conditioning industry has undoubtedly made the greatest contribution 
toward making America comfort-conscious, with its extensive promotion and 
publicity. 

Let us consider the final aspect of the relationship between air conditioners 
and electric fans—that is, their joint application. Everyone of you has experi- 
enced the increased, effective cooling which results from the use of fans in 
connection with an air conditioning application. A fan will improve air 
distribution caused by unfavorable location of the room cooler, by circulating 
conditioned air to “dead” spots. . . . Keith Spurrier, Robbins & Myers, Inc. 


... on Selection of Dealers 


PEOPLE are on the move. Markets are on the move. Your dealer territory 
coverage should be in step with these movements. . .. Dealers must be located 
where new families are located. There is no profitable room in the dealer 
organization of any distributor for inactive, unaggressive, poorly located, 
marginal dealers who literally are “more bother than they're worth.” Harold 
P. Bull, Apex Rotarex Corp. 


... on Color Television 


THE year 1954 will be remembered as the year that color television made its 
start as a regular service; 1955 will be known as the year of transition from 
black-and-white to color with increasing interest and effort on color. After 
that, the curve of color growth should turn sharply upward. The acceptance 
of color sets already has convinced us that the American television audience 
will absorb as many units as the industry can produce 

During this year and next, RCA believes the demand for color sets will 
exceed the supply. According to our estimates, the industry should be able to 
sell about 50,000 sets in 1954, and several hundred thousand in 1955. During 
1956, we believe sales of color sets will reach about 1,750,000; in 1957, about 
3,000,000; and in 1958, 5,000,000. 

Today, color TV reception is possible in 35 cities coast to coast. And by 
the year's end, 125 TV stations should be equipped for color broadcasts. This 
service will then be in reach of 75 per cent of America’s homes 

When NBC in October inaugurates its series of 90-minute shows, con 
ceived as “spectaculars,” their appeal will give color TV that shot-in-the-air 
that all of us have been waiting for. These shows . will bring present 
black-and-white TV set owners into retail stores for demonstrations and sales 
of the new color models. J. B. Elliott, Radio Corp. of America. 


... on Wholesaling in the Old, Old Days 


MEDIEVAL wholesalers . . . did not send salesmen to call upon their cus- 
tomers, the retailers, nor did their customers visit them to place orders. It 
was not customary to make frequent deliveries to stock, in the modern 
manner. The dealer purchased once or twice a year and carried a large inven- 
tory. The turnover was slow but the operating overhead was low, and the 
markup was liberal, and the net profit immense. Charles McKew Parr, 
Parr Electric Co. 





Significance to You 
as a Salesman 


Many wide-awake dealers 
are taking full advantage of 
this situation and are promot- 
ing both room air conditioners 
and fans. 


Are you wasting selling time, 
money and effort on unpro- 
ductive outlets? 


Long-heralded color TV at 
long last seems on the verge 
of becoming marketable on a 
volume basis. If kept out of 
the hands of the discounters, 
perhaps it is the product that 
can re-establish the legitimate 
dealer's store as the place to 
buy appliances. 


Things have changed some- 
what since 1454. But then 
that’s to be expected in busi- 
ness—any business. The man 
who can anticipate trends and 
changes can always profit. 


W. F. Kelly’s address, entitled “Financing the pense or a Profit?” which was delivered by 
Retail Dealer,” will appear in full in the Aug- Edward F. Anixter, will be expanded in the 
ust issue of ELECTRICAL WHOLESALING. Pre- special warehousing manual being prepared by 
prints of this important speech are available the NAED Warehousing Committee in con- 
now and may be obtained at no charge by writ- junction with the editors of this publication. 
ing to The Editor. “Your Warehouse—an Ex- The manual will appear in the October issue. 
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@ The 1954 NAED Convention (cont.) 


Here's 


... for General Business 


THE prospect for the next six months could be either a 
leveling of business generally or even a beginning of an 
over-all rise in business activity. I suspect that we may 
have to settle for a leveling out through the remaining 
months of 1954. 

The reasons why the business outlook is as good as it 
is are several: 

First. Uncle Sam is still spending a lot of money—this 
year at an annual rate of $65 billion. It could go up again 
if a decision is made to intervene in Indo China. 

Second. Business itself is spending at a rate higher than 
expected. A recent survey by McGraw-Hill showed that 
manufacturers probably will spend as much or more this 
year for new plant and modernized equipment as they 


_.. for Electrical Distribution 


WHY are wholesale distributors all over this nation 
moving steadily toward and into red ink operations? | 
suggest that the answer can be found in the following 
observations: 

A qualified, professional electrical wholesale distributor 
performs functions that have been proved essential to our 
economy time and time again. He performs these func- 
tions with a high degree of skill. He is a key link in the 
marketing chain responsible for providing a time, place 
and possession value for manufactured goods. 

The qualified, professional full-functioning electrical 
wholesale distributor should be appraised and compen- 
sated adequately on the basis of his contribution to the 
industry and the economy. He should not be penalized for 


... for Electrical Construction 


NEW building construction has so far this year main- 
tained its 1953 level. In fact, it is currently topping last 
year’s record by a small percentage. Modernization work 
is showing even stronger gains. As a result, electrical 
construction work is not only maintaining the 1953 level, 
it is forging ahead some 3 to 4 per cent and will, in all 
probability, end up the year some 5 per cent or more 
ahead of 1953. 

In the case of the electrical construction industry, the 
outlook remains good in any event short of military in- 
volvement of rather serious proportions. Here are some of 
the major reasons why: 

The electrical construction market is influenced by new 
building construction and modernization. Both are on a 
stable plateau and seem to be growing, optimistically 
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How They Call 


Kenneth Kramer 
Executive Editor, Business Week 


did last year. That is an improvement when compared 
with a survey taken last November which showed manu- 
facturers would spend about 8 per cent less in 1954 than 
they did in 1953. 

Third. The consumer has stayed in pretty good shape. 
Sure, unemployment has risen to about 412 million. Total 
income has shown a small decline. But, by and large, the 
level of consumer purchasing power is so high that it 
should make anyone drool who sells at the retail level. 

So, there is money around to be spent—by the con- 
sumer, by business, and by the government. And with 
those giant spending factors at work, the general business 
outlook for the next six months of 1954 can hardly be 
other than good. 


Arthur W. Hooper 
Editor, Electrical Wholesaling 


practices indulged in by fringe-type wholesalers. 

The average distributor has misplaced the courage he 
had and utilized when he started his business. He wanted 
volume then, but he also wanted a fair profit. 

In the next six months and beyond, what might well be 
an important theme for electrical wholesale distributors 
is this: The distributor's functional services add value to 
the products he handles. 

Successful pursuit of this idea means the development 
of new concepts of warehousing, sales training, executive 
management, accounting practices and credit operations 
for the distributor. It means he must take his rightful 
place in supporting adequate wiring, electrical moderniza- 
tion and other industry programs. 


Berlon C. Cooper 
Eastern Editor, Electrical Construction and Maintenance 


viewed. Actual dollar volume reported spent so far this 
year for new building construction is only slightly ahead 
of last year’s peak. But contracts awarded are far ahead, 
which suggests continued gains throughout the balance 
of 1954. 

In the field of modernization, commercial buildings are 
showing the greatest activity, with emphasis on office 
buildings, stores, schools and institutional buildings. Fac- 
tories and homes are also active in this field. 

For the sake of discussion, let’s take a pessimistic view- 
point. Let's assume building construction and moderniza- 
tion take a slide. If they do, contractors are going to step 
up promotion activities to keep business volume up. A 
major area of this promotion activity will be in the field 
of relighting. 
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The Next Six 


... for Electrical Appliances 


I am not going to predict sales of appliances for this year 
except to say that I think volume levels will hold fairly 
close to last year. And let me remind you that last year 
we sold over $5 billion worth of appliances and $21 
billion worth of radio and TV. That’s five times the pre- 
war level. We are doing an enormous business, but are 
we making any profit? 

Have we done such a thorough job of educating the 
public to look with cynicism on our list price structure 
that we are becoming the first victims of our own short- 
sightedness? The discount craze is no longer an isolated 
phenomenon, confined to a few major markets. It is a 
national contagion that has infected buyer and seller alike. 
We may as well face it. We are in for some profound 


... for Electric Utilities 


IN spite of the continued growth of the utility loads, 
expenditures in 1954 will probably fall below budgets. 
It appears that the expenditures in 1954 for generating 
capacity additions will be fairly close to estimates but 
some work may be carried over to 1955. 

Transmission and distribution expenditures have not 
been up to budgets for the first five months. In addition 
to this, an abnormal amount of power and line equipment 
has been drawn from the utility inventories rather than 
from new purchases. But now the orders are on the in- 
crease for most distribution items. By the end of the year, 
budget estimates should be closely approached, the backlog 
of distribution improvements which has been accumulated 
also provides a cushion. 


_.. for Electronics 


HERE are a few predictions that you may be able to 
harness to your business: 

There will be larger color television tubes and lower 
priced color television sets. We'll get the tubes in small 
quantities by fall, but set prices will remain relatively 
high, at least through the first half of 1955. 

More color television programs. Over 100 TV stations 
will be equipped to transmit color film or network color 
shows, or both, by the end of the year. 

Lower priced monochrome TV sets. Mechanized wiring 
and assembly is already bringing this about. 

Continued growth in number of regular radio broadcast 
stations and increasing replacement needs. 

Possible new life for f-m broadcast stations. Several 
methods of multiplexing programs—putting several dif- 


July, 1954—ELECTRICAL WHOLESALING 


onths 


Laurence Wray 
Editor, Electrical Merchandising 


changes in our methods of distribution 

The discounters are banding together regionally and 
nationally to take the offensive in the incipient struggle 
for domination in the distribution of our goods. All of 
which brings us to some sobering thoughts 

Discount selling and adequate servicing at the local 
level are incompatible 

Discount selling and selling the need are incompatibl« 

The handling of trade-ins, traditionally a dealer func 
tion, will be completely neglected. 

Maybe the discount house is an inevitable result of 
over production at the manufacturing level. Maybe our 
customers don’t care about our warranties, free delivery, 
free demonstrations, our financing or trade-ins 


Fischer Black 
Editor and Publisher, Electrical World 


Parts of the distribution system are obsolete. Distribu 
tion transformers are too small on the average. Services 
are too small and are often two-wire rather than threc¢ 
wire. Meters are obsolete because of the two-wire services 
and small capacity. All of these things add up to a con- 
tinuing demand for this type of equipment. The increased 
residential and commercial loads, particularly in summer, 
will require back-up through the substations to the trans 
mission system. There is no alternative to a continuation 
of heavy expenditures for distribution 

The residential and commercial loads are increasing 
slightly faster than we predicted last fall. For the rest of 
the year we forsee little change in this trend and expect 


a 10 per cent increase in industrial use over 1954 


W. W. MacDonald 


Editor, Electronics 


ferent types of service on the same frequency—are under 
study by the FCC. 

Simple synchronized sound for home movies. Eventually 
there will be sound movie reels that can be played on your 
television set, eliminating movie projector and portable 
screen. 

Telemetering devices, including industrial TV 

A mild revolution is in progress in the component parts 
business. Commercial as well as military users require 
smaller, lighter, cheaper and yet more reliable components 
In particular, they need components that lend themselves 
to automatic assembly. 

Automatic assembly is destined to very much alter the 
complexion of the electronic industry within the next six 
months and for years later. 








ON THE TERRACE at NAED suite Monday afternoon’s 


electrical code speakers (left to right): John Newton, 
Charles L. Smith, John Turnbull, H. H. Watson 
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trical Supply Co., St Louis, catche 


Les Barrett, Barrett Elec- 
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@ The 1954 NAED Convention (cont.) 
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1954 NAED Convention (cont.) 


HAPPY TRANSFER—NEMA electric housewares section chair- 
awards first distributor 


man G. W. Orr (left) 


plaque for 


outstanding service to housewares campaign to Peirce-Phelps 
sales manager John T. O’Brien, whc 


proud his firm is . 


Winner of First Housewares Award 


ECAUSE of its “complete and com- 

prehensive activity in contributing 
to the promotional progress of the 
electric housewares gift campaign over 
a long period of time,” Peirce-Phelps, 
Inc., was awarded the first industry 
plaque at the recent 46th annual 
NAED convention. 

The presentation to the Philadel- 
phia distributor was made by G. W. 
Orr, sales manager, electric 
wares division, John Oster Manufac- 
turing Co., and chairman of the elec- 
tric housewares section of the National 
Electrical Manufacturers Association. 
The sales manager of Peirce-Phelps, 
John T. O’Brien, accepted the award 


house- 


for his pioneering company. 

Explaining why the winner was sc 
lected, Orr briefly reviewed the firm's 
outstanding promotional efforts. In his 
address to the convention he said that 
Peirce-Phelps: 

e Printed and distributed a tabloid 
circular carrying the electric house- 
wares campaign theme and logotype 
extensively. Total: 440,000 copies 

e Installed a sample window in its 
place of business as an example to its 
retailer customers. 

e Established a long and fine rec- 
ord of cooperation with the local city- 
wide activity of its local electrical 
league. 


e Made sure its salesmen set up a 
very dealer 
windows that were set up in its trade 


high percentage of the 
area. 

e Won the local distributors’ sales 
managers’ contest as having the best 
performance of all distributors in that 
area who participated 

e In the fall of 1953 published an- 
other tabloid similar to the one in the 
first six months’ period. This ran about 
100,000 copies and again featured the 
campaign logo 

For these reasons Peirce-Phelps was 
judged to have performed the most 
outstanding service to the electric 
housewares gift campaign. 
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TYPE NM NON-METALLIC SHEATHED CABLE 


MADE ONLY BY GENERAL CABLE! 


ROMEX is a registered Trade Name owned by General Cable! 





Now packed in new, exclusive 
crush-resistant cartons: 


All types ROMEX 2 and 3 conductor with 
and without Ground Wire. ROMEX UF. 
All types R, RH, RH-RW and TW in circuit 
sizes. Packaged Weatherproof. Staneon 
Gas Tube and Oil Burner Wire. Trench 
lay Type UF 

..with more to come 











BARE, WEATHERPROOF, INSULATED WIRES 
and CABLES FOR EVERY ELECTRICAL PURPOSE 


July, 1954—ELECTRICAL WHOLESALING 


General Cable originated, introduced and still supplies the 
only Non-Metallic Sheathed Cable known as ROMEX! 


The nationwide preference for ROMEX for use in homes, stores 
and small buildings is based on its outstanding service record 

A record that is clear evidence of the superior quality 

of ROMEX. You can get ROMEX in 2, 3 and 4 conductors with 
or without ground. 


Ask for ROMEX by name! Specify General Cable! It’s the only way 
you can be sure of getting the real ROMEX! Don’t settle for less! 


Remember—if it isn’t General Cable 
it isn’t ROMEX! 


GENERAL CABLE CORPORATION 


420 Lexington Avenue, New York 17, New York * Sales Offices Atlanta * Buffalo 
Cambridge (Mass.) * Chicago * Cleveland * Dall: © Det oit * Greensboro (N. C.) * Houston 
Indianapolis * Kansas City * Los Angeles * Milwaukee * Minneapolis * New York * Newark 
(N. J.) © Philadelphia * Pittsburgh * Portland (Ore.) * Rome (N. Y.) * Rossmoyne (Ohio) 
(Cincinnati area) ® St. Louis * San Francisco * Seattle * Syracuse * Tulsa * Washington, D. C 
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THE QUOTATION MAN: 





By Thomas F. Preston 


ERHAPS there is no one person in 


your organization who has more 


telephone contact with your Cus- 
tomers, prospects and suppliers or who 
has more of an awareness of their 
problems and pricing idiosyncracies 
than the answer man of your business 

the quotation man 

Perhaps, without knowing it, the 
quotation man may have more of a 
profound effect on the sales health of 
his company than he or his customers 
care to measure 

To the customer, the quotation man 
is the voice on the other end of the 
telephone—the voice without a face— 
that advises him on alternate products, 


He's the 


tells him whether or not a certain 
product is in stock, what the price of it 
is, how soon it can be delivered and 
invariably gives this answer to per- 
sistent questions on price No, I'm 
sorry, but that’s about the longest dis- 
count we can give you and still main- 
tain a pront 

To the prospect, the quotation man 
is the fellow who answers all his ques- 
tions about products and prices, is 
polite when advised his competitors 
are lower on these same products, 


and is insistent throughout that, re- 


gardless of price, his company stands 


ready to offer only the best service in 
the community 

To the supplier, the quotation man 
is the man seldom seen but often 


heard from regarding delivery of 


goods, catalog and price changes. 
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The Tools of His Trade 


How good an answer man he is depends to a great extent 
upon how up to date are the tools he must work with. It is 
often said that a good quotation man is no better, no worse 
than these tools—discounting the intangibles of experience. 
intelligence, personal nature and the rest—and his ability to 
use them effectively. 

Take Bob Baumgarten, price and quotation man for Mon- 
arch Electrical Supply Co., Newark, N. J. Within easy reach are 
these working tools he uses almost constantly: 

(1) Price Book. Claimed by Baumgarten to be a boon to 
his quotation job. Bound neatly into a manual twice the size 
of metropolitan New York’s five-county telephone directory, 
this office copy price book gives the product prices of more than 
98 per cent of the manufacturers’ lines carried by Monarch. 

(2) Manufacturer Catalogs. Used as an adjunct to the price 
book, gives descriptions of products as well as prices. To make 
price book even more efficient, whole inserts of parts of man- 
ufacturer catalogs are bound into it. 

(3) Trade Magazines. Read monthly to make Baumgarten’s 
business background fuller with respect to his product and 
industry evaluation. As quotation man, Baumgarten must have 
a general idea on product application as well as product price. 
If he can talk up products intelligently, his prices then become 
secondary in the mind of the customer. 

(4) Personal Telephone Directory. Includes names and 
addresses and telephone numbers of customers. Directory is 
kept up-to-date, changes and additions being made almost 
daily. 


Business 


Answer Man of Your 


Baum 


e Dynamite—The subject of price in 
the distributor organization is some- 
thing that must be handled with kid 
gloves. With everyone and his brother 
looking for bigger discounts in these 
lays of the already big discount, the 
quotation man finds himself caught in 
the middle—between the pricing dic- 
tates of his company and the discount 
How 
he can wriggle out of demands by cus 
still 


overtures of his customers well 


tomers for these discounts—and 


keep them as strongly partisan to the 


company as before-—determines, in a 


large measure, the true worth of the 


quotation man 
There's just such man 
in Newark, N. J., 


this answer man-diplomat type of in 
dividual. He’s Bob Baumgarten, quota- 


a quotation 
who seems to typify 


tion man and sales manager of Mon- 
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arch Electric Supply Co., Inc 
garten, in the business with Monarch 
ever since his graduation trom college 
(“On graduation day, when my class 
mates were in caps and gowns, I was 
throwing around packing cases’), 
came up through the ranks to his 
present position as a combination sales 
manager and quotation man—through 


the warehouse, counter, outside sales, 


then four years on the inside 

After handling quotation work on a 
part-time basis for some time, Baum 
garten took over the full time opera 
tion at the start of this year 
e Big, but Not the Biggest—To 
Baumgarten, price and its control is a 
major phase of the quotation man’s 
concern—but it isn't the only concern 
The idea, he infers, is to put price in 
Don't throw 


its proper perspective 


price all out of kilter, or give it 


lopsided prominence in the sale by 


injecting it time and again into the 


telephone conversation 


Bargain hunting, he says _ philo 


sophically, will always be a part of the 


business no matter how hard you try 


to overcome it. Price will never be 


eliminated so long as there remains on 


this earth a buyer 


To show the which price 


ONnSCIOL 


Baumgarten 


continuing 


Pives a 


| 


internal trug today’s distributor 


must face rgain hunting is by no 


means confined solely ro the customer 


or prospect. Sometimes it takes place 


right inside your own organization 


Baumgarten says, like when your 


salesman lower unit 


when you re 


bp 
price 





Answer Man (cont.) 





"  . It seems a quotation man’s work is never done.’ 


for a lighting job just so that his quo- 
tation would be lower than his com- 
petitor’s and he could be “assured” of 
the order. 

Price-cutting, Baumgarten declares, 
must not start at the distributor sales- 
man level. If it starts there, no telling 
where it will end. That's why the fight 
against undue lowering of prices in- 
side the distributor organization must 
be waged with the same skill and 
courage as the fight against bargain 
hunting on the outside 
e Ready Information—As the pro- 
tector of the price 
company’s business and as the answer 
man or spokesman of Monarch Elec- 
tric, Bob Baumgarten must have at his 
fingertips all the information to make 
his job a successful one. First of all, he 


structure of his 


must know within seconds the prices 
and discounts of the thousand and one 
commodities carried by Monarch and 
quote them accurately over the phone 
to the customer. This important chore 
is taken care of by the use of a price 
book published by Trade Service Pub- 
lications, Inc., covering about 98 per 
cent of the commodities Monarch 
carries on the supply shelves. 

The price book, laying across the 
width of Baumgarten’s desk, is tabu- 
lated according to manufacturer and 
product and has become such a fixture 
in the quotation man’s office—and in 
his mind—that, by his own admission, 
Baumgarten couldn't get along with- 
out it 

Secondly, he must keep informed of 
competitors’ prices products— 
along with those lines carried by Mon- 
arch. Manufacturer catalogs that line 
the wall behind his desk chair, and 
within easy reach in case the price 
book needs further strengthening, are 
a constant source of valuable informa- 
tion in this respect 

Third, he must know his products 
and their applications out in the field 
so that he can intelligently discuss 
them Price be- 
comes a secondary matter when the 
sales approach is slanted to the product 
and what it can do for the customer. 
Baumgarten learns these product facts 
from trade publications whose busi- 
ness it is to instruct and enlighten the 
reader from editorial page as well as 
advertising page 

Fourth, he must know his customers 


and 


his customers. 


with 
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and know where to contact them fast 
in cases of routine business or emer- 
gencies. Baumgarten keeps up to date 
at all times a personalized telephone 
directory of all the customers and pros- 
pects he would have occasion to call 
Besides all these props in his busi- 
ness, Baumgarten is also fortified with 
the intangibles of intelligence, experi- 
ence, personality, and an ability to 
make all these traits corporately evi- 
dent over a telephone 
e All Work, No Play—Like the 
busy housewife, it seems a quotation 
man’s work is never done. In Baum- 
garten’s case there seems to be no 
spelling out of his duties. He must be 
an all-around job handler 
Being the man 
Monarch Electric and its 
Baumgarten, at one time or another, 
has been unofficially responsible for 
such extra-curricula (but important ) 
Answering and handling 


contact between 


customers, 


activity as 
customer complaints, checking stock, 
taking orders over the phone, person- 
ally calling on a few pet accounts dur- 
ing the month, calling customers on 
specials, relaying product calls to man- 
ufacturers, purchasing, readying spe- 
cial orders for customers, working 
with salesmen in fixing quotations for 
large orders, and deciding the market 
potential of new products 

Baumgarten is also the focal point 
of product and pricing information 
for both men in 
Monarch Electric. They wear a path 
to his desk for any number of reasons, 
from checking on inventory to asking 
warehouse location of products and 
prices of specials 

In his position as quotation man, 
Baumgarten is guided and briefed 
along the way by Monarch President 
Abe Lipsky, with whom he shares the 
front office. Customers calling the 
office choose to speak with any of the 
two men. Usually Lipsky has his own 
set of customers who will speak to no 
one but Lipsky. The Monarch presi- 
dent will handle the writing of these 
orders, Baumgarten’ will follow 
through on the paper work. 
e Candid Glances—After working 
at quotation, previously part time and 
now full time, Baumgarten has come 


inside and outside 


up with a few observations of the 
business and its customers: 
e The quotation man in any dis- 


tributor organization must be diligent 
in holding prices in line with his com- 
pany’s set policies. He must be aware 
tendency on the part 


of the natural 


of his customers—and even his own 

sales people—to cut the price a little 

lower. 
e To many customers, the 


sometimes being the only 


quota- 
tion man 
contact man between his company and 
the customer or prospect—personifies 
his company to all callers. It is impera- 
tive, then, that he handle his position 
with the utmost tact, following the 
rule that a customer is always right 

up to a point 


e Customers can be divided int 
three general classifications 


1—The Nice Guys 


with 


They go along 


anything you suggest. If you 
don’t have what they want they'll take 


They 
full price, they're so glad to get the 


a substitute want to pay the 
item they wanted. They never raise 
always ask for 
products, they them 
They always make sure to ask how the 


their voices. They 


never demand 
wife and kids are 

2—The They 
like to do business with you because 
They 


Half-way Customers 


they say they can trust you 
would rather wait for the product they 
asked for. Thought 


better 


they could get 
price on that item seeing that 
they're such good customers. They 
never press discount talk, but always 
bring it up. Once in a while they tell 
you they may be forced to go else- 
where to get better prices. They al- 
ways come back, though 

Holy 
want to talk to you; they want the 
boss. What took you so long to an- 
swer the telephone? Don’t you carry 
any quality lines? I want that delivered 
this That fixture you de- 


livered last month was cracked and 


3—The Terrors—They don’t 


morning 


scratched. They want a new one in 
exchange. If they don’t get better serv- 
ice they're going to move on to anoth- 
er place. They always talk in booming 
voices so that the whole office can 
hear what they say 

Thank God, Baumgarten says, this 
last group bothers us only once in a 
while. When they're through with us 
then they go on to bother our com- 
petitors. “That's the only reason why 
men love 


quotation competitors, 


Baumgarten says 


ELECTRICAL WHOLESALING—July, 1954 





NEW RACO 
LOCATOR COVER 


MAKES IT EASY TO 
FIND OUTLET BOXES 
IN NEWLY PLASTERED 
WALLS 


COMPARE THE COSTS 
PER OPENING! 


No. 788—'2" Raised e@ No. 789—%" Raised 


THE OLD WAY 
cost—dollars 


Box and device ring installed Plastering completed. Some 
ready for the plasterers. boxes may be completely 
Opening is unprotected. covered by plaster. 

Location is unmarked, 





Box located by tapping or Both box and conduit must 
OS wall with water. be cleaned. This is time con- 

laster fragments fill box suming and costly. Plaster 
and conduit. Plaster cracks. requires patching. 


LR WRITE TODAY! 


‘VWeyiaae EQUIPMENT ING. AURORA, ILLINOIS 


July, 1954—ELECTRICAL WHOLESALING 








LIGHTING’S IMPORTANCE is stressed by wholesaler Leonard Weil a 
he addresses utility home service advisers at the start of a Mayer Elec- 
tric Supply Co. training class. This distributor’s program has turned 
out scores of adviser-missionaries who are 


GIVING *““WOMAN’S ANGLE,”’ showroom consultant Nell Collins instructs smaller 
group on specific decorative applications for lighting. Trainees are taught rule-of 
thumb hints for estimating needs, recommending suitable styling to fit hom« 
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OR THE PAST three 
stream of 

“missionaries” has poured from 
the doors of Mayer Electric Supply 
Co. out into the livingrooms of hun- 


years, a 


steady light-trained 


dreds of Birmingham, Ala., residents. 
These missionaries are Alabama Power 
Co. 
spreading the planned lighting story 


home service advisers who are 
to the ultimate consumer—the house- 
wife. It’s the same story they were told 
by Leonard Weil, lighting fixture man- 
ager of Mayer, a full-line electrical 
wholesaling firm. 

As often as the utility requests 
usually every two or three months— 
Weil conducts a lighting lecture-dem- 
onstration for about 15 adviser-train- 
ees in the firm’s well-stocked, tastefully 
decorated fixture showroom. His class 
is strictly non-commercial; his purpose 
is simply to show the young ladies just 
what lighting is all about. His talk 
prepares them to enter any utility cus 
tomer’s home and answer any questions 
about correct levels of lighting, right 
fixture styling, proper fixture blending 
with decor, and special lighting effects, 
such as valance lighting 
e “Woman's Angle’’—Mayer's light- 
indoctrination course begins with 
Leonard Weil's thorough explanation 
of the meaning and functions of good 
lighting. The session is then divided 


the Planned Ligh 


CLASS ENDS with a break for cokes and a general discussion to 


clear up unanswered questions. Weil 


knowledge for future questions advisers may enc 
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in three groups. Weil and his show 
room consultants, Mrs. Nell Collins 
and Mrs. Aleene Davidson, each take 
several students in tow for a close, de- 
tailed inspection of different types of 
fixtures—modern, traditional, fluores 
cent, incandescent, etc. Questions are 
answered particularly as to lighting 
applications in decorating. Weil's two 
assistants provide the “woman's angle 
advice on type of fixture and choice of 
styling. Each room in the house is 
analyzed. Students are taught how to 
estimate needed illumination and sug 
gest particular fixtures to fit 

Specific brand names and price are 
never In a general way, 


the differences in fixture quality are 


mentioned 


pointed up. The trainees are equipped 


co pass on hints to consumers about 


what constitutes quality, what to look 
fer when buying a fixture, but never 
in a commercial sense. As Weil puts 
it, “We 
visers with a ready mental reference 
source on lighting. Nothing deep, no 
just a 


just want to furnish the ad 


price, no selling razzle-dazzle 
file of interesting facts to help them 
answer the housewife’s questions 

e Training Appreciated Here's 
how the utility 
Mayer's light-training. Mrs. Della Mae 
Jenkins, Alabama Co 


economist in charge of instructing new 


advisers feel about 


Power home 


Electric's to improve it. C 


field uggest 


Mayer 


inter 


offers 


in introduc 


BRIEF CRITIQUE after class reviews presentat 


home service advisers, says, “Thoug] 
these ladies are trained in many phases 
of home economics, appliances, and so 


think 
part ot 


very 
In 


the past, it’s been too neglected. Now 


on, we that lighting is a 


important their education 


they can 


And 


asked on sub 


with all they learn here 


all sorts of lighting advice 


Often they 


otter 


ao are 


they 


sequent visits to recommend new fix 


or wiring that with them 


Mayer 


answers 


vOeCS 


tures 
has always oftered 


ror 


and lectric 


the unselfishly which we 


are grateful 
Another This 


I've kept 


service adviser Says, 


training helped me greatly 


with new fixtures as they became 


up 
] 


available and recommended what | 


knew was right. I think we've all seen 


wonderful results and a when 


ve set out to educat 


ce ptance 
we the public on 


planned lighting 
And Weil 


the public 


e Get Acceptance agrees 


on the need to educate 


Mayer hopes for nothing,” he de 


clares, “except the satisfaction of know 


ing that consumers in Birmingham are 
le aware of lighting’s impor 


It 


oftere 


being ma 
just one distributor 
Ez 


it 


tance and value 


in every city this help and train 
ing, just think of the powerful word 
1 light 


1 


ot-mouth acceptance that good 


ing would receive where it’s neede 


in the home 


ting Stor 


elicits way 
Dav 1 r idea 


fixture 


nsultants 


nm *f new 
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Pinpoints the Information You Need on 





Electric Space Heaters 


By J. F. McPartland 
and W. J. Novak 


LECTRICITY 
source of heat for interior spaces 
occupancy. It can 
be applied to space heating in a wide 


represents a versatile 


used for human 


range of methods; it is simple, reliable 
and easily controlled in the production 
of thermal energy 
space heating equipment is available in 


As a result, electric 


many different forms, each with its own 
installation and application advantages. 


Operation 


When electric current flows through 


electrically-conductive material, the 


movement of electrons within the mate 


rial causes friction and heat is given off 


as a result. Although this action takes 


place in all electric circuit wiring, the 
heating effect is minimized by the low 


resistance of circuit wires. In electric 


space heaters, the heating element is 


made in such a way as to maximize and 
concentrate the heating effect of current 


A heating element is some form of 


electric resistance unit—wire, plate, 


strip, tube, panel. Heating element re 


sistors are usually made of metal alloys 


Nickel-chromium (nichrome) wire or 


and non-metallic compounds 


containing carbon formed into rods ot 


ribbon 


other shapes are used in typical heating 
elements. 
may be in the form of exposed coils 


Resistors in heating elements 


mounted on insulators or of metallic 
conductors embedded in 
sulating material 
metallic sheath. 
Strip elements are found in some con- 
vection air heaters and low-temperature 
radiant heaters. Ring and plate elements 
are used in some small air heaters. Metal 
or oxide conductive films on glass and 
ceramics are 
panels. Tubular elements are used in air 
heaters. Some radiant panel heaters have 


refractory in 


and protec ted by a 


used in electric heating 


heating elements that consist of resistor 
wire and asbestos or glass thread woven 
into a fabric. In 
radiant heat desired, 
lamps are used as heating elements, with 
tungsten filaments as resistors. 

All of the electric energy applied to a 
resistor is heat. The 
wattage rating of a heating element is, 
therefore, equal to the heat output in 
watts. In the 


applications where 


alone is infrared 


transformed into 


conversion of power to 
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heat, 1 kw. equals 3,413 Btu. per hour 

Economical operation of electric space 
heaters depends upon proper construc- 
tion and adequate thermal insulation of 


interiors to be heated 


Application 

Proper, effective and economical ap 
plication of electric space heating equip 
ment careful planning and 
on-the-job engineering for every instal- 


demands 
lation. Of course, for supplemental or 
local heating applications, small or port 
able heating units can be applied simply 
on the basis of rule-of-thumb data pro 
manufacturers 

resume of 


V ided by 
The 


types of electric space heaters points up 


following available 
application advantages 

e Convector with Metallic 
surface 


Resis- 


tors—For recessed of wall 


mounting, these units have resistors of 
incandescent bare-wire or low tempera 


ture types. A metal reflector is usually 


placed between the resistors and the cas 
ing behind. Convection heat delivery 
makes up 40 to 60 per cent of total out 
put. For standard voltages between 110 
and 240, 


15,000 watts. Fan-equipped models pro 


units are rated from 500 to 


convection heat delivery to 80 pert 
Portable 


For proper movement of warm 


V ide 


cent of output models are 


available 
and return air, convector units should 
be built-in along exterior walls beneath 
or alongside windows 

e Radiant Convector Unit 


heating units 


Glass 


element radiant produce 
heat by passage of current through a thin 
coating of conductive material fused to 
one side of a 14-inch thick panel of spe 
cial glass. This coating may be sprayed 
on aluminum, metallic oxide printed to 
form a grid pattern, or fused-on mate 
rial. Operating temperatures of the glass 
to 400° F 
are made to strips bonded to the coating 
along opposite edges of the panel. The 
panel is held by within the 
metal frame; a behind the 


glass, with space allowed for air circula 


are 300 Wiring connections 


insulators 
reflector is 
tion; and a protective guard prevents 
accidental contact with the hot glass. For 
voltages between 110 and 240, units are 
rated from 200 to 1000 watts and vary 
Wall panels 


board models are available for 


in size. and narrow base- 


recessed 
or surface mounting 

e Baseboard-type Resistors In 
metal casing designed to resemble and 
wood baseboard 


replace conventional 


along plastered or masonry walls, thes¢ 


inits contain two or three horizontally 


placed resistors and are low temperature 


1 


type, with ratings of 80 to 120 watts 


) Maximum 
surface temperature 160° I 
e Resistor with Focusing Reflector 


Unit has l 


per linear toot at 10 volts 


is 140 to 
incandescent wire-coll re 


sistor on a conical ceramic core, screwed 
into a lamp-type central receptacle in a 
parabolic reflector bowl. Ratings are 600 
120-volt 


5 to 85 per 


and 1000 watts for 110- and 


service. Radiant heat is 


cent of total heat output. Portable and 


permanent types are available. 


e Steam Radiator with Immersion 
Element—Lightweight water-filled radi 


ators of two-column construction have 


an immersion heating element screwed 


into an opening at the bottom of one 


end. Larger permanent-type electric 


steam radiators are available with 3 


phase heaters 
e Conductive Rubber Ceiling Panel 
<—F 1] 


panels of electrically conductive 


in standard sizes of 


ix 8 ft., rated 


115 


a layer 


foot, for and 
30 volts Pane ls ire made up ot 

| ubl > hundredth of an 
| ] 


lectrical insulation 
which is finished on 
can be 


Each 


terminals. An 


both sides witl uper, which 


uunted 1 with wall paper 
panel has its own electric 
rub 
Such 
materials 


nductive 


asbestos board 


other type of panel uses c 


be r without the 


paneis ar 


attached to ceiling 
similar to that usé¢ i tor 


Normal 


CONnauctive 


Dy an adhesive 


] 


acoustical tile surface tempera 


rubber panels 


ture for these 
is about 100° F. 

e Embedded-conductor Ceiling 
Panel 


ardized 


Heating cables, made in stand- 


lengths between 20 and 1000 


feet. rated 5O to 3000 watts for use on 


120. 240 volts, can be embedded 


20 or 
in plastered ceilings to form panel-type 


electric heating installations. Cables have 


long, non-heating leads for connection 


to thermostat or switch box without 


cable 


Standard type 


heat affecting thermostatic control 
thermostatic control is 
ised with these installations 

e Heating-cable Floor Panels 
heating cables used for 


The 
ceiling 
floor 


in concrete slab. Un 


Same 


panels can be used for electric 
panels, embedded 
ler ceramic tile floors, heating cable can 


be embedded in grout 


Next Month: Industrial Heaters 
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NEW PRODUCTS of over 
highlighted at the MarLe Co 


37 displaying manufacturers were 
Electrical Progress Exposition in 


Stamford, Conn 


At Black 


booths at the trade show, the 


> 
| 


€ 


&G Decker’s booth, like at all other 


order of the day was 


Operation Exposure 


Distributor Martin Levine's trade show was billed to his customers and prospects as 
an Electrical Progress Exposition—and it more than lived up to its lofty title. For 
progress, both in new product design and new product application, was its only theme 


ARTIN Levine, owner of Mar- 
Le Company, Stamford, Conn., 
distributing firm, had a dream 
come true recently. The dream was to 
bring together a selected group of in- 
dustrial executives, engineers, techni- 
cians and maintenance men, contrac- 
tors, architects and builders and expose 
them to the many dramatic new prod- 
ucts that have come on the market in 
recent years 
So many of these new developments 
have been produced in recent years, 
Levine contended, that possibly some 
may have slipped by unnoticed by 
busy customers and prospects. Why 
not, then, gather as many of these 
products as possible under one roof 
and have them exposed and explained 
to these men in a trade show? 


This dream began to take shape 
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around the beginning of April of this 
year. At that time, the company began 
promoting the idea of a trade show 
that would feature only the newest 
products off the assembly lines of dis- 
playing manufacturers. In its monthly 
house organ, MarLe devoted page after 
page of copy playing up the advan- 
tages of this trade show “to beat all 
trade shows.’ 

Soon after, invitations were mailed 
to a carefully selected list of industry 
and electrical trade people, even in- 
cluding instructors and students of the 
trade schools of Stamford and nearby 
Danbury. Displaying manufacturers 
were also given this extensive list of 
the picked audience that was to attend. 
Each manufacturer in turn sent a spe- 
every man on the 


cial invitation to 


list explaining what new product or 


products his company would display 
at the show 

In all, about 12 different invitations 
to the personnel on the 
each invitation carrying 


same message: 


were sent 
master list 
approximately the 
Let’s get together at the MarLe trade 
show 

a reality when 


over 1,000 people attended the two- 


The dream became 


day session in the auditorium of the 


Connecticut Power Co. building in 
Stamford, attesting to the thorough- 
ness of the pre-show promotion. Be- 
sides the displays of over 37 top man- 
ufacturers, the trade show featured 
buffet suppers, door prizes, gifts and 
a sound education in new product 
trimmings of a 


large scale trade show with all the 


techniques—all the 
comforts of a small town setting. 
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DISPLAY HALL for the MarLe trade show was located in the auditorium of the Connecticut 
Power Co., in Stamford. Over 1,000 industry and electrical trade people attended the tw 
day session, including instructors and students of the trade schools of Stamford and nearby 
Danbury. Besides the displays, the distributor trade show featured buffet 

prizes, individual gifts and—most important—a sound education in new pr 


We leome MILL Ne) > \ 


VAN Y Fuck CONTA 





REGISTRATION DESK at entrance to hall was manned at AT G. E. LAMP BOOTH, N. R. Ruffino has an attentive audi 
times by Martin Levine, giving him an opportunity to greet ence as he discusses company new lin Listening are: | 
registrants and booth holders. Here, he and Mrs. Levine sign Lacerenza, W. J. ( illivan (partly hidd xeorge Metz, al 


up H. M. Scofield, Wiremold Co., a booth holder » Yankee Metal Prod., and K. £ 
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. . » GENERAL OFFICE of Home Fi- 
nance Group, Inc. Cool-white lamps 
are used in this room with contin- 
uous row, recessed 2-lamp troffers. 
Light meter reading at desk height is 
70 fc. throughout working area. 
Double-checking after installation, 
engineer Caudle takes reading as 
Rawlings, Lawing and Edwards agree 
on satisfactory lighting job. Installa- 
tion is typical of many Edwards has 
sold because he strongly believes 
in 


EXECUTIVE OFFICE in 
building, Charlotte, N. C., 
soft 60 fc. lighting effect 
lamp recessed troffer 


Burnsids 
feature 
from 2 
fixtures using 
deluxe warm-white lamps. Installa 
tion was suggested to contractor A 
Lawing (left) and sold on merit by 
Mill-Power Supply Co. salesmar 
Bill Edward light meter 
to company v.p., |. R. Knott (sea 
ted at desk Standing by are en 
gineer Lou Caudle architec 
George Rawling, of |. Norman Pease 
Co. Fixture incorporated in 
plans for this room as as for 
the 


holding 


and 


idea wa 


well 


Selling Satisfaction 


te HEN you sell an intangible 
like lighting, everyone has to 
be satisfied — the customer, 
contractor and the architect,” says Bill 
Edwards, outside salesman for Mill- 
Power Supply Co., Charlotte, N. C, 
whose forte is lighting. 

The installation above is one exam- 
ple of Edward's efforts to satisfy. When 
contractor Alex Lawing originally bid 
the job, the type of fixture to be used 
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was optional. Edwards suggested 2- 
lamp recessed troffers. Why? For one 
thing, the minimum number of parts 
and workmanship required—with re- 
sultant contractor savings in time and 
labor. For another, the fixtures could 
be mounted on the same supports the 
ceiling hung from for exact alignment 
and perfect balance. With the con- 
tractor, convinced the cus- 
tomer and the architect that recessed 


Edwards 


troffer lighting would be more attrac- 
tive, easier to keep clean, and still pro- 
vide high working levels of illumina- 
tion for executives and company em- 
ployees. 

The results were the sale, installa- 
tion, and satisfactory use ever since of 
176 fixtures using 96-in. lamps for 
1,408 lineal feet of 


troffer lighting. And, as Edwards says, 


continuous row 
“One good lighting job sells another.” 
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Republic gives you 


a 


“INCH-MARKING” is an exclu- 
sive Republic feature on the \%”, 
%” and 1” “Inch-Marks” 
are first lined up with the mark- 
ings onthe Republic Bender. Then, 
when The Bending System is fol- 
lowed, journeymen can make 
accurate saddle bends, 
stubs, back-to-back bends and true 
offsets. 





sizes. 


INSIDE-KNURLING ... another ELECTRUNITE 
exclusive*. By actual tests makes wire-pulling 
smooth, easier 


*In sizes 4", 4%” and 1”, 


CONVENIENCE. With “Inch- 
Marked®” Republic E.M.T., 
you measure the distance. No time 
wasted trying to hold a flat rule 
on a round tube. And the marks 
are right on the button. All you do 
is cut. A 32-tooth hacksaw blade 
is recommended. 


\ ‘ . 
METAL TUBE PLASTIC ARMOR 
A NEW ITEM TO SELL . . . a door opener for 
your salesmen... longer-lasting ELECTRUNITE 
“Dekoron®-Coated” E.M.1 
for severe-corrosion locations 


NITE exclusive. 


Conduit 


rRU- 


a nd 


an ELEC 


EASY BENDING. Ductile Repub- 
lic E.M.T. bends smoothly because 
it is made of quality-controlled 
Republic Steel. The Republic Cali- 
brated Bender and “Inch-Marked” 
Electrical Metallic Tubing make a 


TOOLS AND ACCESSORIES. (a) 
The ELECTRUNITE E.M.T. Bender 
comes with complete instructions. 
A scale is cast into the sides for 
quick, accurate bending. In sizes up 
to and including 1”. (b) The 1%” 
E.M.T. Bender designed for making 





eee 


smooth working 
customer. 


team 


bends accurately and quickly on this 
larger size of E.M.T. Can be easily 
carried for use on the job. (c) Man- 
drel springs available for 4%” and 
%” sizes for special bending situa- 
tions and moving stubs. 


your 
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And that makes it easier to sell Republic “Inch- 
Marked” Electrical Metallic Tubing. You have more 
to talk about. More sales points that hit home to the 
customer. Sales points that really mean savings to him. 
Some of these features are exclusive with Republic 
E.M.T. Features we advertise to your customers 
month after month throughout the year. Like ‘“‘Inch- 
Marking.” Exclusive “inside-knurling.” Easy bend- 
ing. And we have the Republic literature available 
so you can keep reminding your customers that you 
have these products. 
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What’s more, customers who come to you for these 
Republic products will also look to you for the rest 
of their electrical supplies. It all adds up to more 
business. Makes sense, too. And an ambitious sales 
curve that goes up. 


REPUBLIC STEEL CORPORATION 
Steel and Tubes Division 
215 East 131st Street, Cleveland 8, Ohio 


GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


REPUBLIC 
ELECTRUNITE E.M.T. 





Let's Sell Selling 


The reason that acquiring new salesmen is such a big problem is because selling has 
lost its prestige. The public has come to hold salesmen in low esteem. If we are 
to correct this impression, we must all get busy and sell selling as a profession 


ARLY in 1953 the National Asso- 
ciation of Manufacturers surveyed 
1,000 U. S 

mine the major problems confronting 


businessmen to deter 


management today. Acquiring and re- 
taining good salesmen showed up as 
the number one problem of so many 
NAM last 
held a meeting of business and educa- 


executives that the spring 


tional leaders to seek an explanation 
of this problem and to take steps to- 
ward finding a solution 

The solution hasn't yet been found, 
but the most often-heard explanation 
is of interest to all sales executives 

Many problems were aired, many 
explanations offered, but the major 
difficulty, according to most business 
leaders, is that selling has lost its 
prestige 

It was pointed out that selling has 
not kept pace with the tremendous 
production advances made since the 
beginning of World War II; and that 
potential sales leaders—top graduates 
from the nation’s universities and col- 
leges—no longer consider the sales 
field so socially acceptable nor as sig- 
nificant as other fields 
e Need Is Great 
ticularly disturbing when we consider 


This fact is par 
estimates placing the number of new 
salesmen now needed at more than a 
half-million. Economists say we must 
soon find buyers for 20 per cent more 
of most types of goods than existed in 
1951. These buyers will be found by 


the companies that have salesmen 
capable of playing the profession's his- 
torical role—that of helping to create 
the demand for goods by persuading 
people to buy. Population increases 
and our ever-climbing standard of liv- 


ing will help make a market. But that 


This article is reprinted from the March 
15 issue of Sales Management 


as 


By R. C. Bennett, Jr. 
Vice President 
National Electric Products Corp. 


market will go, I believe, to those com 
panies that get out and sell 

Acquiring new salesmen is a serious 
problem. But at National 
Products Corp. we attack this problem 


Electric 
indirectly while we solve the other 
more serious problem—that of retain- 
ing the good salesmen we now have 
We that by 


stature of the professionals who sell 


believe increasing the 
for us we will attract the sales leaders 
that 
Incentive 


of tomorrow. And we _ hope 
through our education and 
programs we are doing both jobs 

e Wrong Slant—A difficult fact for 
professional salesmen to accept is that 
the general public seldom regards us as 
professionals at all. Despite the writ 
ings of economic historians which 
point out the tremendous contribution 
U. S. 
breaking national production, distribu- 


salesmen have made to record- 


tion, and consumption, the average 


American seems to hold salesmen in 
low esteem. At least this is indicated 
in the reasons young men give for not 
wanting to enter the selling field 

If we are to correct this erroneous 
impression and add stature to selling, 
we must all get busy and sell selling. 
We must sell it to the general com- 
business 


them- 


munity, to industrial and 


management, and to salesmen 


selves. We have a worthwhile product 
to sell 

A salesman is really an account-ex- 
ecutive, with all the responsibilities 
the word executive implies. He should 
therefore be treated as an executive 
from the moment he joins the com- 
pany. This means, of course, that he 
should not be hired and sent on the 
road; he should first be thoroughly 
indoctrinated in all aspects of the com- 
pany’s operations. Further, all company 
salesmen who have not had this kind 
of indoctrination should have it made 
available to 


them, either in a class 


through 
Here at National 
Corp., we adc pted this kind of 


room of printed course 


Electric Products 


have 


y. No man comes into our organ- 


ization to go directly into sales. .He 


must first learn how our factory oper 


ates, the workings of our service or- 


ganization, the directions of our sales 


promotional efforts, and then learn 
run QOul 


The 
} 


ainee is subjected to close supervision 


WwW we sales force 


fail at any 
} 


he learns. He must not 


int. When he 


uning program he 1s 


has c mpleted 11S 


t 


sent out 


under experienced salesmen 


is “seasoned in the field 


We believe 


adoption of similas 


with industry-wide 
programs our pro 
fession will grow in stature. We will 
attract the higher type of individual 
who will earn far greater respect from 
business management and the entire 
business and social community 

Attraction—A 
sibility of sales managers is the devel- 


within 


e Star great respon- 


opment of incentive systems 
their companies. If we are to continue 
to attract the men we want, and if we 


are to hold in the sales profes- 
sion, we must assure them of proper 
At Na- 
incentive 
This 


plan makes the salesman comparable 


remuneration for their eftorts 


tional Electric we have an 


plan based on company profit 
to an owner of the company. Through 
a plan based on his performance and 


4 T 
company earnings, he shares in Na 


tit nal | lectric 
holder 


us they are 


profits just as the stock- 
Our 
proud of National Electric, 
the products we make, and the jobs 


does salesmen have told 


they are doing. This pride, we are sure, 
is a direct result of their feeling of 
personal participation in our opera- 
tions 

The job of 


community rests 


selling selling to the 
on the shoulders of 


(Continued on page 108) 
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only 5” thick TY 


unconditionally 
guaranteed 


new one-piece 
molded case 
better insulated 


easier 
to wire 


LY 


ih MURRELL AC RAMA ACR AR) MORAG MON RACAAG Mh O wevotter switch 
improved with new one-piece phenolic case 


You can save money by specifying the 
Model 41 Levolier Switch because its use eliminates the 
need of replacement and reduces maintenance costs. It 
is the only switch unconditionally guaranteed against 
failure in lighting circuits. And now the Model 41 has 
a new rugged one-piece molded Phenolic case that pro- 
vides better insulation and makes wiring easier and fast- 
er. Requires only removal of mounting nut to slip mech- 
anism out of case and wire easily accessable terminals. 
Insert in case, slip lever through mounting means and 
replace nut. It is a 6 amp, “T”, 125 volt; 3 amp, 250 
volt switch, only 5g” x 134” x 134”. The No. 41 insures 
dependable lifetime service for conduit box and canopy 
mounting, incandescent or fluorescent lighting and for 
FHP motor control. Underwriters’ Laboratories Inspected, 
Send for the new McGill Catalog No. [H¥ 
49-A describing the full line of Levolier } 
Switches, Sockets and Lamp Guards. 


MSGILL 


electrical specialties 


McGILL MANUFACTURING COMPANY, INC. 
250 N. Campbell St., Valparaiso, Indiana 
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model 1010 
160A “T” 125V 


model 71 
6A “T” 125V 


all are MSGIL % quality 


model 25 
6A “T” 125V 
Colored plastic levers 


4100 series 
Industrial socket 
600 watt — 250 volt 


model 2020 
20A 125V ; 





“Tailored to the Tube” means that Certified 
Ballasts are designed to match accurately all 
of the requirements of the particular tube in 
the fixture. 


And so, “Tailored to the Tube” means Better 








for BETTER 


performance 


Lighting Performance in these $-saving ways: 


FULL LIGHT OUTPUT « LONG BALLAST LIFE « LONG 
LAMP LIFE « FREEDOM FROM OVERHEATING 
QUIET, TROUBLE-FREE OPERATION 
Every lighting fixture should have the advan- 
tages and safeguards that Certified Ballasts 

provide. 
Today, the large majority of fixtures for gen- 
eral service use Certified Ballasts. 


FRTIFIED BALLAST MANUFACTURERS 


*Nine leading manufacturers make CBM CERTIFIED BALLASTS. 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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“NEW wir ereaner 








Is Modern Low-Priced Circuit Protection 


It Simplifies the Contractor’s Job 
It Solves Distributor’s Problems 
It is Boosting the Profits of Both 


=z 
“ 


ICUTLER-HAMMER 


= UNIT BREAKER = TURN PAGE FOR 
MORE DETAILS » 


an —__ 6] __aufl 


2 














* Convenience for 


the USER 


THE ay CUTLER-HAMMER UNIT BREAKER because restoring service is 


like snapping on a light-switch. 
No fuses to buy—no fuses to 


Spells Convenience for All replace. 
Pr Lo 1(-. Mere) mm Colt p * Convenience for 


because it makes selection of 
equipment and installation 


The UNIT BREAKER is fundamentally ane: 


Thr nent * Convenience for 
- — _ the DISTRIBUTOR 


1 A case because now he carries min- 
* with bus bar imum stock for maximum needs 


anne 4 and fills orders fast. 
1 | : ‘ A few | a 
i ' » &* circuit breakers 
; 3 A cover . 
: * (surface or flush) 


The UNIT BREAKER is fundamentally an ‘‘Assemble-it-yourself’”’ Unit 


The contractor installs the case. He selects the proper capacity breakers. He pushes 
them into place, tightens terminal screws, puts on the cover. That is all. 








& 


“ 


bp 


The UNIT BREAKER is the most convenient, 
easiest to install, fastest to complete 


With nothing in the case but the bus bar assembly, there's 
plenty of space for wiring. The individual circuit breakers just 
PUSH into place and each has but one straight-wire terminal. 


The UNIT BREAKER is the easiest to stock 


Only 6 case sizes accommodate any circuit combinations from 1 to 32 
circuits. With a minimum stock you can meet a wider range of appli- 
cations. No slow-moving, no “dead” items. No tied-up inventory. 
Also raintight and special types available. 











In addition to CUTLER-HAMMER QUALITY you get these plus features— at new low prices 


Ambient compensated. The Unit Breaker won’t construction arelightweight yet extremely rugged. 
pre-trip in hot climates or atmospheres. No @yick make and break. For long, dependable 
tricks. No kicks. No trouble. contact life. 

Neate Age It protects both ways against free Handilog. Send today for free copy Handi- 
1eavy overloads and short circuits. log pocket catalog, selection charts and all in- 
Compact and strong. Today, bulk no longer formation. CUTLER-HAMMER, Inc., 1327 W. 
means strength. Materials used in Unit Breaker St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER-HAMMER 
UNIT BREAKER 


an — [03] — ll 








)\ makes a Star Salesman... a Star? 


star wholesaler's salesman . . . had a special knack for 


associating things — particularly sales opportunities. For example, 
when he looked at this picture he remarked to himself: “| can see 


50 thousand dollars worth of lighting sales in this job.” 

An ordinary salesman would have been less imaginative. 
Obviously the job didn’t cost a nickel over a thousand bucks. 
But as we pointed out, Bob Brown was no ordinary salesman. 
He was a star. Yeh, he knew how to associate and project 
sales opportunities . . . make ‘em produce. 


So now you ask, what gave Bob Brown this vision . . . 
this idea that a relatively small lighting job could be 
pyramided into 50 G's worth of sales? 


The answer is easy. 

Bob Brown had heard about the Light's Diamond Jubilee 
LIGHTING COMPETITION FOR ELECTRICAL CONTRACTORS. 
And in a flash he saw the possibilities it held for 
building his sales. 


He figured this way: 
“If | can get my contractor customers 
to enter some of the lighting jobs they sold 
in the COMPETITION | can benefit two ways. First, I'll be 
showing the kind of personal interest 
that will cement our relationship 
. . put me in real solid. 
In the second place, if | get them to 
enter several jobs each, one is 
bound to win an award (there are 18). 
If one of my boys wins, 
he'll be ‘king-pin’ lighting contractor 
in this area — which will make me 
the ‘king-pin’s’ favorite salesman.” 


ELECTRICAL 
CONSTRUCTION ©, 
AND MAINTENANCE © 


A McGRAW-HILL PUBLICATION 
330 WEST 42ND STREET, NEW YORK 36 
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*50,000 


And that's how Bob the star salesman figured 
he could turn a small lighting job into 

50 thousand dollars (or more) worth of business 
for himself. 


Bob sent away for copies of 

the COMPETITION rules brochure and entry form, 
which he's distributing to 

his contractor customers and prospects 

(Bob believes it's a good gimmick to help turn a 
prospect into a customer). He's also making sure 
that the contractors follow-through. 

“After-all,” he remarked, “the more entries 

| can get them to submit, the greater my chances 
are of having a winner.” 

That's the kind of thinking that makes 

a star salesman a star. 

Are you a star salesman? Would you like to be a 
star salesman? Easy does it. Use this coupon 
to order rules brochures and entry forms 

for the Light's Diamond Jubilee LIGHTING 
COMPETITION FOR ELECTRICAL CONTRACTORS. 
Then follow-through. 


Lighting Competition Chairman 

ELECTRICAL CONSTRUCTION AND MAINTENANCE 

330 West 42nd Street, New York 36, N.Y. 

Dear Sir: 

Please send me____ copies of the Rules Brochure and___ Entry 
Forms for the Light’s Diamond Jubilee LIGHTING COMPETITION 
FOR ELECTRICAL CONTRACTORS. 


NAME 





COMPANY __ 


ADDRESS 








Eleven Ways To Get the 


ELECTRICAL WHOLESALING is 
the only publication that serves the 
interests of the electrical wholesale 
distributor and his salesmen exclu- 
sively. Other publications that may 
come your way serve you only sec- 
ondarily; their major interest is in 
another branch of the electrical in- 
dustry. So it's worth your while to 
make the most of the magazine that 
is made for you. To this end, ELEC- 
TRICAL WHOLESALING's editors 
have put on their thinking caps, 
pooled the reader reactions they've 
gotten on their field trips around 
the country, and come up with the 
following || ways that you can use 
this basic tool of your industry: 


1. Take a fast, first look. 


As soon as ELECTRICAL WHOLESALING reaches you, start 
turning the pages. By thumbing through the current issue, 
looking at pictures and reading captions, headlines and 
other large type, you can quickly determine what articles 
you want to read first. At the same time, you will grasp 
the highlights of the issue in a hurry. The contents page 
—always on page 3 or 5—will help you do this. For your 
convenience, each article title on this page is amplified by 
a second line which sums up what's in the article for you. 
Don’t overlook the advertising pages as you take this 
fast, first look. The manufacturers, too, have special and 
important messages to help you. 


2. Start reading right away. 


Once you've thumbed through the issue and checked the 
contents page, spend a little more time reading the ar- 
ticles that appeal to you most. This won't take you long. 
ELECTRICAL WHOLESALING is especially edited for fast 
reading. Wherever possible, pictures are used to tell the 
story, and you know the old saying: one picture is worth 
a thousand words. What's more, EW is edited for timely 
reading. Its articles are geared to the industry's current 
problems. The issue you put aside for later reading may 
have just the one idea that would help you solve your big- 
gest problem of the moment. That’s why it is important 
to read ELECTRICAL WHOLESALING right away. 


3. Look for ideas. 

This is the main reason for buying ELECTRICAL WHOLE- 
SALING. One good idea that you can work into your sell- 
ing may pay for your subscription hundreds of times over. 
To mention just a few, you'll regularly find ideas on how 
to use your selling time to the best advantage, how to set 
up a system for working your territory, how to improve 
your sales presentation, how to beat the price bugaboo, 
how to keep your expenses down. Each issue also contains 
plenty of ideas on the other important aspects of the elec- 
trical wholesaling business—warehousing, office proce- 
dures, purchasing and extending credit. Of course, the 
case may not always be that you can use these ideas “as is.” 
The trick is to adapt them to your own operation. 


4. Broaden your outlook. 


In serving executives as well as salesmen, ELECTRICAL 
WHOLESALING always features several articles that deal 
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Most Out of 


with management functions and problems. And while your 
single interest may be selling, it helps to have an over-all 
understanding of the electrical wholesaling business—par- 
ticularly if your ambitions include an executive job. This 
goes for another kind of article that EW publishes occa- 
sionally: the story that examines new developments in 
other branches of the electrical industry. By broadening 
your outlook, you'll better your chances of stepping up to 
bigger jobs 


5. Keep a file of issues and articles. 


If you save your back issues, they will give you an invalu- 
able reference file. Some readers devote a large part of a 
file drawer to their issues, with tabs marking stories on 
particular problems. Others cut out certain articles and put 
them in a loose-leaf binder. To help you when the need 
arises to refer back to a specific article, ELECTRICAL 
WHOLESALING publishes a complete index of the year’s 
urticles in the December issue. 


6. Don’t forget the departments. 

Feature articles are only part of a magazine’s editorial con- 
tents. Regularly appearing departments are just as meaty, 
sometimes more so. That's why you ought to include at 
least the following in your regular reading: New Products 
—it tells you what new or improved products are available 
for you to sell; The Salesman’s Technical Notes—it pin- 
points the information you need to know on product 
groups; Times and Trends—it presents the views of the 
magazine on issues and problems confronting the indus- 
try; What's Happening in Washington—it spotlights and 
interprets developments in the National Capital that affect 
you and your customers; Business Index—it shows you 
where the electrical wholesaling industry's sales and inven- 
tories have been, suggests where they are going; Price 
Index—it measures the price fluctuations of 62 electrical 
products; News for the Industry—it keeps you informed 
of personnel changes, conventions and meetings, sales cam- 
paigns, manufacturers’ appointments, associations’ doings, 
new literature. 


7. Read the advertisements. 


This is fundamental. The advertisers in ELECTRICAL 
WHOLESALING lay before you each month a wealth of the 
fine selling points of their products—the products you 
sell. And in one handy package, too; it’s easier and quicker 
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to get your product knowledge this way than to have « 


resort to a pile of folders, flyers and direct mail pieces 


Through the advertising pages, you can spot products that 
you know are just the thing for certain customers and 


which you can influence your company to add to its line 


8. Get reprints and tearsheets. 


Multiply the benefits of a good idea. If you want others 

perhaps some customers—to see an article, write to the 
editor. Single sets of tearsheets are sent free, as long as 
they last. Reprints can be made available in a short time 
write the editor for the cost, stating the quantity you want 
If you want to reprint yourself, we're copyrighted, so write 


for permission. 


9. Build sales meetings around issues. 


Many sales managers have discovered that each issue of 
ELECTRICAL WHOLESALING offers a ready-made agenda 
for one or a series of sales meetings. Some of them order 
reprints of particular articles to pass out at these meetings 
—realizing, of course, that the salesmen have their indi 
vidual copies but that there’s an advantage in having the 
material available for discussion 


10. Write the editors. 


Tell us the problems you're up against and we'll be glad to 
help you in any way we can. Perhaps ELECTRICAL WHOLI 

SALING published an article on a similar problem some 
time ago, or maybe we can tell you where to get the in 

formation you need. If you think you would benefit by 
our publishing articles on a particular subject, drop us a 
line. And don’t hesitate to let us know which articles you 
liked and which ones you didn’t like. That way you'll be 
helping us to edit ELECTRICAL WHOLESALING so it will 
best fill your own needs. 


11. Write the manufacturers. 


The advertisements and new product items can’t always 
tell you all you want to know about a product. So if there 
are ever any questions in your mind, write the manufac- 
turer for additional information. And when you do, men- 
tion ELECTRICAL WHOLESALING. By doing this, you will 
be helping us to help you. 





The right cable accessory 





POTHEADS. A complete line engineered by 
power-cable experts for use with any make 
cable. Parts are fully interchangeable for 
greater adaptability, faster delivery, easier in 
stallation and lower costs. Anaconda supplies 
both gaske t and soldersealed types 





...at your finger tips 


F-3* ALLOY-LEAD JOINT SLEEVE. F-3 has higher tensile 
strength, lower creep rate, greater bursting strength, 
and higher resistance to bending fatigue and vibration. 
Furnished with jointing kit when specified. 


Reg. Pat. Of 





FILLING COMPOUNDS. A group of com- 
pounds both plastic and fluid to meet 
every need: for paper-, varnished- 
cambric and rubber insulated cable joints 
and potheads for voltages up to and 
including 69kv. 








JOINTING KIT. Your cable-installation crews 
have everything needed new and clean for a 
specific joint. Materials are always on the 
spot. Never forgotten. Never left behind. 
Kits assure neat, lasting job 


Cable Accessories Catalog No. C-79- 
13-14. The most comprehensive 
book on cable accessories evet pub 
lished Simplifie s selection and or- 
cering of the right item for every 
job. A copy is yours for the asking 
Write Anaconda Wire & Cable 
Company, 25 Broadway, New York 
4,N. 


ne ety 


where cable accessories 
are made by cable experts 








IT’S EASIER TO SELL 


ABOLITE *“cssicxs > 


Heat, generated by the lamp, in the Abolite reflector, 








eee 





creates an air-flow that automatically circulates around 


the lamp and thru the slotted neck. 


e Lamp necks stay cooler to provide maxi- 


mum lamp life 


Air-borne dust and dirt are expelled thru 
the vents 


Lamps and reflector stay cleaner longer abit ta 
HMF 1000 
High Mounting 


Maximum lighting efficiency is maintained ee Peon 


Cleaning and lamp replacements are mini- eed 


mized Slotted neck construction can be supplied in the following 
types of Abolite reflectors accommodating 200 watt lamps 


Vertical vent design provides 7% more up- noth weniene 


light @ RLM Standard Dome e@ High Mounting Mercury Vapor 
@ Shallow Dome e Low Mounting Mercury Vapor 
‘ , ‘ e Deep Bowl @ Protecto Shield 

Lighting engineers and all who are responsible 
for good industrial lighting will quickly rec- 


ognize the advantages of Abolite slotted-neck 


ABOLITE ADVERTISING HELPS YOU SELL 


reflector design, an original Abolite idea that 
assures longer lamp life, increased lighting 
efficiency and less maintenance. What's more, 
electrical installation men will appreciate the 
practical construction and wiring features that 
make Abolite reflectors easier to install. 


Abolite lighting reflectors are advertised in 
leading architectural, electrical contracting 
and business publications. This promotion 
reaches all your customers and prospects. 
When you sell Abolite, you sell the leading 
line, and a name that’s known. 








ABOLITE NOW OFFERS “ALL-WHITE”’ FINISH AT NO ADDITIONAL COST 


In addition to the standard green-and-white finish, all Abolite reflectors are 
now available in the new Abolite “ALL-WHITE” outside and inside tita- 
nium white, vitreous fired, lifetime porcelain enamel. It’s glass-smooth, keeps 
cleaner longer, modern and attractive in appearance. 








{aha 


a 


tHe JONES METAL PRODUCTS co. 


WEST LAFAYETTE, OHIO 


ol ghting DIVISION 
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@ CRESCENT 


WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, NEW JERSEY 
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How to win a bid 
without sacrificing profit 


Next time a customer says, “Tough luck but we gave the job to your 


competitor,” remember—there is more than one way to be com- 


petitive without cutting your profit. 

New Rome FlexAll may be the answer. 

FlexAll fits more jobs. You don’t have to lug around wires for 
different applications because FlexAll is a multiple purpose non- 
metallic sheathed product. On-the-job time and costs are cut. Cash 
tied up in inventory is less. FlexAll solves a lot of other problems, too. 


For example: 


Single-Conductor Flex All 


1 It has Underwriters’ Laboratory approval as Type UF (Under- 
ground Feeder). 


2 It is recognized by the National Electrical Code (1953) for in- 


stallation in branch or feeder circuits buried directly in the earth, 
when provided with overcurrent protection. 


The integrally applied Rome Synthinol, Type TW, thermoplastic 
insulation and sheath are resistant to wet and corrosive conditions. 


It’s manufactured in sizes 14 AWG through 4 AWG standard 
color, black—packaged in 500-ft. coils—600 volts. 


Two- and Three-Conductor Flex All 


1 It has UL approval as both Type UF and Type NMC (Non- 
metallic Sheathed Cable—Corrosive Resistant). 


2 It has National Electrical Code (1953) recognition for: 

4 branch or feeder circuits buried direct in earth, with proper 
overcurrent protection. 

2 interior wiring, either exposed or concealed, in corrosive, wet or 
dry locations. 

3 installation within hollow spaces of outside or inside masonry 
block or tile walls. 

4 embedding in plaster or shallow chase in masonry, when suit- 
ably protected. 


3 The high-quality insulation is Rome Synthinol. Individual con- 
ductors are covered with an inorganic glass yarn wrap. Over the 
assembled conductors there’s a Rome Synthinol sheath. Rome 
Synthinol is flame, rot, abrasion and moisture resistant for safe 
installation under wet or corrosive conditions. 


4 It is manufactured in sizes 14 AWG through 10 AWG—standard 
color, pearl gray—in cartons of 250 ft.—600 volts. 


Add all these features together—and you are in a better position to 
land the next jobs... without sacrifice to profit. 








Rome Triple Knit 
Weatherproof Wire 
is packaged 500 ft. 
to the carton for 
your convenience in 
Storing and use on 
the job. 





























Another Rome first... 


ee oe ee 


New Glass Covered Triple Knit Weatherproof Wire 


2 inside coverings of cotton and an OUTER COVER OF GLASS YARN 


There are 4 big installation advantages in Rome’s Fiber- 
glas covered contractor’s weatherproof... 


1 Resistance to Weathering—Fiberglas has inherent re- 
sistance to weathering. Even if in time the asphalt saturant 
and finisher deteriorate, the glass outer cover holds the in- 
ner cotton layers intact and prevents unsightly festooning. 
2 Moisture Resistance—Individually, glass fibers resist 
moisture absorption—glass yarns are solid rods or filaments, 
consequently, water cannot penetrate the inner structure 
of the yarn. Coated with asphaltic compound, glass yarn 
attains extremely high resistance to moisture. 
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3 Tensile Strength—Inorganic glass yarn has a tensile 
strength several times that of comparable organic fibers 
and retains it indefinitely 
4 Chemical Resistance—Glass fibers are not affected by 
oils and are resistant to most acids—they are an especially 
durable support for asphalt coatings. 

The permanency of glass, YOURS now on Rome Triple 
Knit Weatherproof—sizes 14 AWG through 4 AWG-—in 
special wholesaler’s package of 500 feet 


It Costs Less to Buy the Best 


SD ROME CABLE 





ad 
VOLTAGE 
RED & BLUE 
LEADS aT 
625 VOLTS ihe 


NEW G-E SERIES 
BALLAST 


NEW G-E LEAD-LAG 
BALLAST 


New G-E Series and Lead-lag Ballasts 
...Compare and Choose for 


Here is a comparison of G.E.’s two new 
ballasts for operation of 96T12 lamps at 
425 ma. Catalog No. 89G496 is the newly 
designed series ballast—smaller, lighter, 
quieter. Catalog No. 89G490 is the simi- 
larly redesigned lead-lag ballast. 


BOTH BALLASTS ARE CBM CERTIFIED 
and contain that full measure of extra 
quality which G-E engineers into every 
ballast, but the series ballast, by its 
inherent design characteristics, gives you 
more value for your dollar. However, if 
you prefer lead-lag instead of series, the 
new lead-lag ballast has been designed to 
give you the most value compared to 
other lead-lag ballasts. 


THE SERIES BALLAST gives you equivalent 
performance, in accordance with lamp 
specifications, and offers a substantial 
savings in cost and size. At right is a 
comparison of these two General Electric 
ballasts. The major areas of difference are 
printed in bold face. You can see that the 


series is less expensive, uses less line cur- 

rent, has less wattage loss, weighs less, 

is smaller, and has a quieter sound rating. 
Compare and choose for yourself. 


Yourself 


For further information on either series 
or lead-lag ballasts, write to Section 
401-6, General Electric Co., Schenectady 
5, New York. 





SERIES 896496 


LEAD-LAG 896490 





110-125 
60 Frequency 
1.55 
425 
28 Watts Loss 
90% 

$10.15 


11% 
11 9/64 





73 Nominal lamp watts 73 


Circuit voltage 


Line Current in Amps 


Lamp Current in Amps 


Min line power factor 
List Price Each 

6 No. Units per Package 6 
65 Approximate Ship weight 74 
D Sound Rating 
Over-all length 
Mounting Length 


110-125 
60 

1.60 
425 

36 

90% 
$12.60 








Biro 0% our most important, t product 


GENERAL @@ ELECTRIC 
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The manufacturing of complex electronics equipment, metal fabri- 
cation, and machined parts at Production Facilities Co., Miami, 
Florida, requires a vast array of electric-powered machinery for 
both laboratory work and production. The power load to run these 
machines is heavy; so during the plant’s construction the best 
electrical materials available were installed to assure years of 
reliable service. 

For this reason, Spang Conduit was specified exclusively to 
protect the wiring. sPANGLEAM EMT, with our newly-developed 
inside and outside finish, is used to run service to the machines. 
Other parts of the system employ Spang Hot Dipped Galvanized, 
our laequered rigid steel conduit with exceptional corrosion- 
resisting qualities. 

There are many reasons why Spang Conduit is specified for so 
many jobs. Spang Conduit is quality-controlled . . . made from the 
best steel under exacting conditions . . . and thoroughly inspected 
throughout manufacture to assure you of a top-quality product for 
top-quality installations. Spang Conduit is easy to cut, bend and 
thread . . . and this means faster installation work, saving you 
time and money. 

Whether you specify Spang Hot Dipped Galvanized, Spang Black 
or SPANGLEAM EMT, you'll always get better conduit when you 
select Spang. Write for complete information and for the name of 
your nearest Spang Distributor. 
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Production Facilities Co., Inc., Miami, Florida 
t: Eorl V. Wolfe, Coral Gables, Florida 
General Contre Lyle Roberts, Inc., Coral Gables, 
Florida 
i nt ' Max Belin, Miami, Florida 
~ 


| rib Westinghouse Electrix Supply Co., 
Miami, Florida 


SPANG-CHALFANT 
ic) Div r The tiene! Su + empany 
SAANS e ls ona ad ; 
\ CONDUIT 


OD GATEWAY CENTER, PITTSBURGH, PA 
Offices and Soles Rep 


n Principal Cities 





Phelps Dodge 


MA-DURE two or three 
conductor cable is insulated with 
Habirdure, glass wrapped. 
Conductors laid parallel under a 
Habirdure sheath. Sizes 14 through 
10 AWG. Standard color is white. 
Underwriters approved as Type 
UF and Type NMC-600 volts. 


iv single conductor is 
insulated with Habirdure 


(thermoplastic). Sizes 14 through 
8 AWG (solid) and 6 through 4 
AWG (seven strand). Standard 
color is black. Underwriters 
approved as Type UF-600 volts. 


Direct burial 
in earth 


Embedded in 


plaster 


Inside masonry or 
tile walls 


Exposed location in dry, 
damp or corrosive 
conditions 


’ 
ARS 
Sgn 
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Perma-Dure! 


An Economical, Dependable Cable for 


Underground Wiring Including Direct Burial 


Interior Wiring 


a Phelps Dodge product, provides electrical contractors 
with a durable, versatile type of flame-resistant cable for industrial 
and commercial use. 


handles easily, strips readily and helps cut installation 
time and costs. It is supplied in single, two and three conductors for 


Perma-Dure is recognized for installations as follows: 


. 
= 
~ 
» q feeder or branch circuits. Under the 1953 National Electrical Code, 
> 


‘ ‘ single and multiple conductor, as feeder or branch circuit 
cable, for direct burial in the earth when provided with over-current 


=] 
= , 7 protection. 


si NMC, multiple conductor (moisture and corrosion resistant non- 
dl metallic sheathed cable) for installation in exposed or concealed loca- 
» 3 tions, in dry, damp or corrosive conditions; inside masonry or tile 
walls; or embedded, when suitably protected, in plaster and shallow 

= chase in masonry. 
—_ 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 
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Youngstown Buckeye 
Conduit protects 
Statler wiring in L. A. 


Statler Center, Los Angeles, Calif. 

Holabird & Root and Burgee, Arch. and 
Engrs. 

Robert E. McKee, Inc., General Contractor 

Stetson Electric Co., Electrical Contractor 

Westinghouse Electric Supply Co., 
Electrical Distributors 








WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each length of 
“Buckeye” is made of 
top-grade steel. 


@ Years ahead in design and accom- 
modations, the new $25 million Stat- 
ler Hotel in Los Angeles installed 
Youngstown Rigid Steel Conduit to 
protect wiring throughout its 13 
stories. For the future, management 
can be sure that the electrical sys- 
tems will be safe—adequately guard- 
ed against those enemies of all 
wiring jobs—water, moisture, vapors, 
dust and dirt. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY coio.'%ifsoc7¥-i 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE OTL COUNTRY TUBULAR GOODS - CONDUIT 
AND EMT - MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE - 
HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 
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ROUND OUT YOUR CIRCUIT BREAKER SALES WITH 
NEW, INEXPENSIVE ENCLOSED AB BREAKERS 





Here’s a real shot-in-the-arm for your circuit general purpose enclosures and special, easy-to- 
breaker sales. A full-sized Enclosed AB Circuit mount raintight enclosures 
Breaker, 2 pole, 70 and 100 amps., NE Frame Sales of Federal Noark Enclosed AB Breakers 
250 volts — at prices competitive with fusible will be extremely fast and profitable. Order your 
equipment. stock now ...it means business. 

It’s designed for a main service entrance ORDERING INFORMATION 
breaker in homes, shops, service stations, stores, | ENCLOSURES 
etc, and as a main disconnect for lighting panels, | @eneret | 


: : Purpose Raintight Amps. 
small power panels, and single-phase heating s — = 


loads. 1027 
Federal Noark® Enclosed AB Circuit Breakers 1021 


R1027 70 
R1021 100 


| 
i 
| 


are available in unique combination flush-surface Also available in 70 ond 100 omp., 3 pole devices. 


FEDERAL ELECTRIC PRODUCTS COMPANY 
50 Paris Street, Newark 5, N. J. 


FEDERAL,PACIFIC 


3 one tiem 1. ieh*)*lens-mere). E70, Bi i eons tiem Ft, Leia lenges ih, lem ete). i. 


Federal products: Stab-!ok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboards, Switchboords, 
Control Centers, Bys Duct — Pacific Electric products: High voltage circuit breakers and power switches x Sales offices in principal cities. 
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O 


Cross Section 
Showing 
indentations. 






































For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 


Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


OMICOEL 3 


GALVA,*® ILLINOIS 
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UNUSUAL 
BRANCH CONNECTOR 
Saves Manhole Wall Space 


With all the remarkable synthetic 
fibers appearing on the market, a 
lot of new plants are going up to 
manufacture them. One of the big- 
gest plants ordered 28,000 feet of 
Okolite-Okoprene cable for its un- 
derground primary distribution 
system. 

rs j 





iy : 
= . Pa 
— : 


One of the interesting features 
of this big installation was their 
method of saving manhole wall 
space—an important consideration 
in all underground work. Since the 
cable was about 2” in diameter, it 
would have required around 24’ 
space for training the tap, if a 
regular Tee joint was used. 

Instead Okonite engineers worked 
out a preformed branch connector, 
in cooperation with a fitting manu- 
facturer. From the picture you can 
see that by forming the connector 
instead of bending the cable the 
radius of bend was cut in half. 
Q.E.D.: only half as much manhole 
wall space was required. 

Engineers at this plant weren’t 
taking any chances with their cables 
...and they weren’t taking any 
chances with their splices either. 
They made all their splices with 
Okolite, Manson and Okoprene tape. 

It’s good sense and good business 
to use a better tape and obtain a 
joint that’s “spliced for life.”” The 
tape represents only a small frac- 
tion of the total cost of the job. 

Why not send for a set of instruc- THROUGH 
tion sheets, WH-5678; you'll find AUTHORIZED 


them helpful. DISTRIBUTORS ONLY 


AVAILABLE 





Made by 


THE OKONITE COMPANY 
ON, : 





PASSAIC 


+ > 
ys NEW JERSEY 


SPECIALISTS IN ELECTRICAL WIRES, CABLES AND SPLICING MATERIALS FOR 75 YEARS 
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@ Ease and Simplicity of Installation 


@ Satisfactory Service Under Even 
Abnormal Conditions 


@ Increases the Efficiency of Air 
Conditioning 


@ Outstanding Sales Aid 


@ Receives many favorable reports 
from appreciative housewives 


INDUSTRIES; 


47 Augusta Street ¢ Rochester 2, New York 


Charles C. Ervin, President 
Ervin Construction Co., Ine. 
Charlotte, North Carolina 
Typical of Ervin's 200 
Custom-Built Homes 


HERE’S WHY THIS 
SOUTHERN BUILDER 
SPECIFIES... 


. £8 


AS. 


VENTILATING FANS 


MODEL 728 
CEIL-N-WALL 
VENTILATING FAN 


This Fasco Ventilating Fan is adaptable for a wide range of 
installations—inside wall above stove—thru cabinets—in 
ceiling. Housing 3%” thick. Engineered for most difficult 
type of exhausting—by pressure thru ducts. 7” Turbo- 
Radial Impeller develops pressures unobtainable by ordin- 
ary fan blades. 325 C.F.M. 


MANUFACTURERS OF THE ONE COMPLETE LINE OF VENTILATING FANS 
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weil 
connected 


FULL stocks of Burndy connector types and sizes 
means you're all set to tie in a profitable connector 
sale every time there’s a call for wire or cable. 
BURNDY QUALITY means top value, top demand, top 
performance, repeat business. BURNDY ADVERTIS- 
ING in 25 electrical magazines . . . plus technical 
literature — catalogs — bulletins — displays — trade 
shows — promotional novelties — publicity — cata- 
log participation — broadsides, envelope stuffers 
. .. all pre-sell your customers in the field. It all 
adds up to greater sales at your counter. 


BURNDY BURNDY 
QIKLUG QIKLUG 


- s 


” 


Wilalifairalileutasuauaniis® 


“s x 
i> 
> 7 








BURNDY ENGINEERING COMPANY, jorwack, connect. — TORONTO, CANADA Factories: NEW YORK, CALIFORNIA, TORONTO 
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“TOUGH conduit couplin 


i 
- ~ 
Interior thread meshes 


with conduit threading 
for rig tight - fitting 


conne 


Siacouplings 


To install, simply slip over one 
conduit end, butt ends of both 
One piece malleable iron conduits, slide fitting back into 
construction facilitates position and tighten nuts. 
handling during installa 
tidn 


Bolt heads are held in place by 
shoulder on coupling, eliminating 
need for second tool 


Butt the conduit ends within the 0. Z. Split Coupling 

— tighten two nuts with an ordinary open-end wrench 
and presto... you have a permanent, close-fitting, 
rigid connection. 


Drastically reduced installation costs, plus initial 
savings of as much as 50% in larger sizes, over similar 
competitive fittings, are just two of the many reasons 
why you should specify 0. Z. Split Couplings for your 
difficult conduit coupling jobs. 
ale i oe Call your local 0. Z. distributor . . . he is ready to 
ceiling or other obstructions? Can conduits be 


make immediate delivery from stock on sizes from %” to 5”. 
turned due to bends? Is space or accessibility a 
factor? Just install an 0.Z. Type‘‘SP’’ Split Coupling. 





"262 BOND ST.* BROOKLYN 17,N.Y. 
CAST IRON BOXES + SOLDERLESS CONNECTORS 


CABLE T INATORS * GROUNDING DEVICES 
POWER CONNECTORS + CONDUIT FITTINGS 
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tapes-—friction, 
rubber and plastic... 


If the job requires taping 
-it calls for ACCURATE 


Make ACCURATE Electricalf 
ACCURATE FRICTION TAPE 


al 1 High grade carefully com- 
and positive electrical and mecha Ne: £2 "ate pounded rubber with finest 
ae ei CTION Rire. cotton base provides maxi- 

ical protection. Both friction a ae , . mum mechanical protection 
$ f for every wrap. Made in 


rubber, ACCURATE tapes are strong, plia e, ‘ Rinaderd Gna mu: 


Tapes your choice for easier taping 


easier working. These quality electg 


tapes are non-raveling, tear off cleanjj 7 ACCURATE RUBBER TAPE 
‘ Features high elasticity, ex- 
* cellent cohesion, high di- 


tight and firm... make neat, high effi 


wraps even over irregular suff electric and super aging 
qualities. Available in 


’ : , . a . ‘ Standord and A.S.T.M.- 
For special jobs where a reduction injiaiR is i | A.ALR. grades. 


essential, specify ACCURATI stic 


electrical tape. Thin caliper, combi ith : e ACCURATE PLASTIC TAPE 
Tpgrcellent dielectric strength, make i ideal J IA ene” sernneerrnd eum 


bination of thin caliper, 


y tape for faster wiring p Action! : good mechanical and di- 
™ electric strength, Recom- 


mended for use wherever 
plastic tape is practical. 


NEW TAPE CATALOG AVAILABLE NOW! 

Just call or write for the handy new Accurate catalog, 
A handy brochure for electricians, maintenance 
engineers and purqhasing agents which includes all 


the facts on electrical tapes. Address: 
Accurate Mfg. Company, Garfield, New Jersey. 


Spotl AGCURATE 


: a5 YOUR BEST BUY IN TAPE 
MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 
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CVLVAMIA ANNOUNCES— 


Ty 
& 


a 


Close-up of Sylvania Sono- 
Lume unit showing perfo- 
rated metal wings backed 
with sound-deadening 
glass fiber botting. Fixtures 
may be also equipped 
with louvers instead of 
plastic shielding. Mounted 
singly or in continuous 
rows. 


New fluorescent lighting fixture has built-in 
sound-conditioning system . . . easily installed! 


Now Sylvania introduces SONO-LUME .. . a new concept of sight 
and sound control! 

Basically, Sono-Lume is an attractive fluorescent fixture incorpo- 
rating principles worked out by Sylvania engineers 





The perforated wings on each side of Sono-Lume fixtures are 
backed with glass fiber batting. This element has the excellent noise 
reduction coefficient of 0.85. Thus the fixture serves a double pur- 
pose: (1) It provides high levels of clear, soft, all-over illumination 
s comfortable seeing. (2) It holds unnecessary noise to low levels 
for comfortable hearing. 


Saves modernization costs! 


Sylvania Sono-Lume fixtures can be readily installed in any office, 
conference or consultation room. In instances where sound-proofing 
and better lighting are separate projects, this new combination fix- 


. ehh 1 p 4 
° ee Sh ture keeps costs well within modest budgets. A note on your letter- 


LIGHTING look for this emblem—your head will bring you detailed information. Simply address Dept. 


guide to a Qualified Lighting 4X-2707, at Sylvania. 
Contractor. 


CONTRACTOR 


_SYLVANIA 
4 és wa 


*¥SYLVANIA* 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


In Canada: Sylvania Electric (Canada) Ltd., University Tower Bidg., St. Catherine Street, Montreal, P. Q 
LIGHTING - RADIO + ELECTRONICS +: TELEVISION 


90 ELECTRICAL WHOLESALING—July, 1954 








the answer to 
increased residential 
electric service demands 





NEW (fF A)SPLIT-BUS 


€ 
RA? mar 


circuit breaker type 


SERVICE 
EQUIPMENT 


Order a stock of these new “Enclosed Panel 
Base Assembly” type units today. You'll find them 
an effective answer to the problem of expanding 
residential power demands. 

Approved by the Underwriters’ Laboratories, Inc., 
for label service, these units provide capacity for 
electric ranges, water heaters, dryers, air conditioning, 
etc., and sub-feeder circuit to an additional center of 
distribution. 

The new units have 100 or 200 amp. feeder 
capacity, for single phase, solid neutral service. Each 
is furnished with one service connection having a 
double pole 50 amp. Circuit Breaker with wire con- 
nection to the lighting and appliance branch circuit 
section. 

Another big feature is that all components of the 
units are compactly packaged for easy stocking and 
quick assembly on the job. The units, plus a stock of 
individually-packaged T-M and QP Thermal- 
Magnetic Circuit Breakers, also available for stocking, 
will fit almost any job requirement. 

If you are interested in quick-turnover and ad- 
ditional business and profits, then order a supply of 
these new units today. For further information, 
contact your (A representative listed in Sweet’s 
Builder file. 











SPECIFIC DATA ON SPLIT-BUS SERVICE EQUIPMENT 
Catalog Ne 


®SE4DPL100 LOSPL5C 
@SE6G0PL200-8SPL50 
All circuit breakers are thermal-r 
break. Capacities, 10 to 30 amps 


are @ QP. Adjoining single pole 
handle extensions for double ¢ 





© 
Sra YA Abe Makers of: busduct + panelboards + 
FAN. € Ad/n Electric Co. swltchbourds * service equipment «+ 


BOX 357, MAIN P. 0. + ST. LOUIS, MO. 
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safety switches + load centers’ + Quikheter 





(Advertisement) 


NEW PRODUCT 





LPI troffers give architects complete freedom in planning lighting arrangements 


New trofters, designed and built by 
Lighting Products, Inc., can be installed 
glass to glass to form a line of light 
unbroken by dividers. These troffers are 
adaptable to any known form of ceil- 
ing, and offer a wide selection of shield- 
ing media, including metal and plastic 
louvers, Holophane lenses (flat and 
curved), Albalite glass (flat and 
dished), and dished Plexiglas. All are 
interchangeable in the LPI troffer 
frame. This frame is quickly and easily 
slipped into place (no tools required ) 
and is secured by a stable floating 
hinge, hidden from view. This elimin- 
ates the need for screws or other fasten- 
ing devices which would mar the neat, 
clean appearance of the trim. 

The unitized boxed construction of 
the LPI troffer body results in excep- 
tional rigidity and assures perfect align- 
ment in long runs. Engineered to pre 
vent light leakage, the LPI troffer will 
accommodate from one to four lamps 
(preheat, rapid start, and slimline). It 
requires less than 8 inches in the ceil- 
ing and is suspended by LPI’s patented 
Flexahanger which permits the contrac- 
tor to install and adjust the troffer with 
complete accuracy. All lengths are 
standardized—24”, 48”, 72”, and 96”. 
They come in 12” and 24” widths. 

For additional information and liter 
ature write Lighting Products, Inc. 


Dept. 3A, Highland Park, Illinois. 


No screws or other devices mar the appearance of the troffer trim 


/ 





























a ° . 3 » 
“U.S.” has all O tapes to give you ©-way profit! 
FRICTION, RUBBER and PLASTIC 


SECURITY® FRICTION TAPE 


For electrical and general purpose jobs. 
Your customers know it’s the strong, rub- 
bery, sticky tape that really grips and stays 
on. The fabric has unusually high tensile 
strength to handle tough jobs. Straight- 
tearing, non-ravelling. No pinholes to 
cause leaks. Rely on Security to turn over 
fast and bring profits. Available also in 
specification grade — U.S. Holdtite® — ex- 
ceeds A.S.T.M. specifications 











SECURITY RUBBER TAPE 
For all general electrical work. This unvul- 
canized rubber splicing compound has the 
necessary physical properties: tensile strength, 
elongation, tackiness, plus the dielectric = SECURITY 
strength needed for durable splices. It is easy ' 
to handle and will fuse into a solid mass with- S RUSSER TAPE 
out heat or undue pressure. Available also in 
a specification grade—U.S. Holdtite—exceeds 
A.S.T.M. specifications. 





ROYALASTIC PLASTIC TAPE 


Does the work of both rubber and friction tape 
in many uses. Many electricians and mainte 
nance men want a tape that makes a thin splice 
and keeps wiring neat and uncluttered. Royalastic 
is the answer. Complete mechanical and elec 
trical protection. High tensile strength and ex 
cellent resistance to abra 

sion and to water, oils 

acids, alkalies and corro 

sive chemicals. Good 

stretch clings tightly 

strips cleanly 


These U.S. Tapes sell speedily and bring 
profits all year. Check your stock. Order NOW! 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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4 or “ 


NEWD 


BRYANT LOW VOLTAGE 
/-MULTI-CONTROL WIRING SYSTEM 


New profit 
opportunities 
for you 


buildings 


The BRYANT MULTI- CONTROL Wiring System is 
the most modern method of controlling electrical 
circuits. Through the use of small relays, usually 
mounted in conventional outlet boxes, which are 
actuated by low voltage switches, lighting and 
appliance circuits may be economically controlled 
from one or any number of desired locations. 
Another outstanding feature, not available in con- 
ventional wiring systems, is the Master Switch 
Control. One or more master switches may be 
installed at strategic locations for the control of 
any number of circuits. 

This switching system operating on low voltage, 
is safer and the use of less costly conductors is 
possible. Flexibility, versatility and economy of 
installation are outstanding features of this system. 


For complete information write — 


THE BRYANT ELECTRIC COMPANY 


New System offers advantages of 
LOW VOLTAGE control of lighting 
and appliance circuits from con- 


Easy, 
Economical 
Installation— 


veniently located points. 


Added 
safety and 
convenience 


HOW LOW VOLTAGE MULTI-CONTROL 
SYSTEM WORKS 


Transformer supplies 24-Volt current 
Relay controls 125-Volt current at outlet 
Push-button switch (momentary contact) 
controls relay, thus outlet 

Standard duplex convenience outlet 


Diagram shows basic circuit of the Bryant system. 


Ih 


ELECTRICAL WHOLESALING—July, 1954 


J-99907 


Bridgeport 2, Connecticut 
Chicago + Los Angeles 





Amprobe_ world’s 


largest-sellin 


snap-around 


volt-ammeter 


AMPROBE 
JUNIOR 

One low-cost 
tester measures 
both volts 


\ ' , :| and ; Ss 
sold only ees 23 - A’ ; and amps. 
through 


wholesalers 


there is an Amprobe AMPROBE 


“300” Se ____ AMPROBE 
model for every job, The ideal \ 600”-""1200 


all-around For 
multi-range extra-heavy 
Amprobe. : loads. 


every budget 


PYRAMID INSTRUMENT CORP., Lynbrook, New York  (Expor 
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HINGED REAR REAR SIGHT , be MAXIMUM 
REFLECTOR CENTERS, REFLECTING 
e SURFACES 


ACCURATELY ~__OF BACK 
POSITIONED ~~ 
WATER 
TIGHT REFLECTOR 


- <— OF ALZAK 
IC GLAND J ’ ALUMINUM 
1500 WATT ' IMPREGNATED 


600 VOLT { ASBESTOS GASKET 


MOGUL SCREW TN 
SOCKET : 
yw SPRING 
f r a LOADED 


Th wns Always a leader ~ 
. 


LATCHES 


No. 12—2 CONDUCTOR 
RUBBER COVERED CORD 


VERTICAL 
INDICATOR 


FRONT 
SIGHT 
iN CENTER 


FIRST TO INTRODUCE OF tans * 3 ceils anes 
A REAR PEEPSIGHT FOR <i HOT DIP GALVANIZED 


VERTICAL ADJUSTMENT 


ACCURATE DAYLIGHT AIMING LENS So AND ROTATION STOP 


Most accurate method of focusing—Eliminates Night Climbing of poles 


AVAILABLE IN 18 INCH (30° and 75°) also 20 INCH (20° and 50°) 


HIGH REFLECTIVE EFFICIENCY enables you to do a better Lighting job with fewer units. 


. EASY SERVICING—Locks in open position. Service man can work 
with both hands. 


- NO LOOSE PARTS to dangle in the wind. 

. GASKETED AGAINST MOISTURE—has watertight packing Gland. 
t. TEMPERED GLASS spun into Reflector. 

. ALL PARTS made of Corrosion resisting Alloys for long life. 

. SPRING LOADED LATCHES for positive seal. 

7. FURNISHED with cord. 


If you have a wide area lighting job coming up be sure to 
investigate the many advantages this No. 2000 Series Rear Service 
Floodlight offers. Write for literature. 

NO. 2000 SERIES 


Floodlight in closed position. Unit is de- REVERE ELECTRIC MANUFACTURING COMPANY 


signed for use with 750, 1000 and 1500 
watt lamps (PS-52 clear bulb) with 6011 BROADWAY CHICAGO 40, ILL. 


Mogul Screw Base. A wide range of Available in Canada thru Curtis Lighting, Ltd. 
mountings are provided comprising clamp, ‘ 
slip, cross arm or pendant (from cable). Leaside, Toronto 


THE COMPLETE LINE OF FLOODLIGHTS AND POLES FOR SERVICE STATION «+ SPORTS 
e AIRPORT «+ STREET « OUTDOOR THEATRE + MARINE AND INDUSTRIAL LIGHTING 
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FEAR OF FIRE AS A PLUS SELLING POINT FOR 


Strike a match... 
help close a sale! 


Here’s a simple demon- 
stration that rings the 
bell with home builders 
home buyers! Light a 
match. Hold it under a 
detector. In seconds, the 
alarm bell sounds off! 
Dramatic proof that 
Edwards Home Fire 
Alarm offers protection 
— permanent, automatic 
—against fire. Sell it as 
a $20 feature that helps 
sell a $10,000 home! 


co 


gem box 
low-cost, 
maintenance, 


Edwards Home Fire Alarm. Catalog ! 
detectors, 
$19.95 
coupon for illustrated literature 


No. F-100. Two 


tained signal unit. List 


NORWALK, CONNECTICUT 
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(UieSLe 
One complete, well engineered unit! 
bell, tranformer, test button are mounted 
and wired together on sub-plate for 
mounting in standard 
Detector 
easily 
no servicing 


Few new homes offer fire protection—yet every buyer wants 
it! Now, with the new Edwards Home Fire Alarm, you can 
offer electrical contractors and home builders this powerful 
selling advantage as a permanent, built-in feature of new 
homes! It’s the first and only compact home fire alarm system 

with transformer, bell, test button, smartly styled in one 
unit! Easy to install—demonstrate—sell! Made and guar 
anteed by Edwards, world leader in fire alarm equipment for 
1872 


schools, hospitals, industry since 


BUILDERS! 











How it works. Two self-contained, auto 
matic, 
140° F 
storage 


listed 


Alarm 


foolproof detectors operate at 

ceiling-installed in furnace room 
area, location. Ul 
Additional detectors available, easily 
aluminum 


fits flush into wall 


> 


}-gang sectional 
only 
bell 


any “hazard 
circuit 


installed 


requires 
No 


added ‘to system. Decorative 


plate covers equipment 


wire 


— — 


EDWARDS COMPANY, INC., DEPT. EW-7 
NORWALK, CONNECTICUT 


Gentlemen 


self-con- 
Mail 


Please send me ful! information about 


the Edwards Home Fire Alarm 
Nome_. 
Firm Nome 
Address 


City 
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THE KEY THAT “OPENS DOORS” 


FOR THE MAN 


WHO SELLS 


Ave 4 


N.E.C. TYPE ar, he 


ROCKGESTOS 


WIRE AND CABLE 


———— 
— AQ )0 1 i T4444 | 
4 ——aaee | 


No matter where you go practically 
every plant, building or piece of elec- 
trical equipment can use Rockbestos 
A.V.C. 

Take for example “hot-spots” 
Rockbestos A.V.C. assures safe, depend- 
able service up to 230°F. Or if protec- 
tion against oil, grease, corrosive fumes 


ROCKBESTOS 


is needed, A.V.C. is the cable. Or need 
of additional current capacity in exist- 
ing circuits, Rockbestos A.V.C. carries 30 
to 50% more current. 

And back of you is Rockbestos, the 
only company that is devoted to the ex- 
clusive manufacture of permanently in- 
sulated wires and cables. 


PRODUCTS CORP. 


CONNECTICUT 


CHICAGO 
NEW ORLEANS 


HAVEN 4, 


NEW YORK « CLEVELAND «+ DETROIT + 
PITTSBURGH * ST.LOUIS * LOS ANGELES « 
OAKLAND, CALIFORNIA + SEATTLE 


N EW 
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Distributors: Steady PROFITS are 
Yours when you sell... 


Stock and Sell BLACKBURN 
Sectional Ground Rods! : 


Show your customers that they give deeper ground- 
ing to the permanent moist earth that gives lower 
earth-to-rod resistance. You'll save them thousands 


of dollars in overhead burn-outs and offer the 
most efficient, low-cost protection for their expen- » 
sive equipment. 

BLACKBURN Sectional Ground Rods will give you 

fast turnover and steady year-round profits! 


@ Nationally Promoted —your efforts backed 

by more than 45 BLACKBURN Field Representa- 

tives; National Advertising in leading trade pub- ; Permanently :4 

lications and direct mail. ‘ Moist : 
. ois 


@ Fast Dependable Service — from our cen- — ; 
trally located St. Louis factory. . WV Soil 
Depend on BLACKBURN for a complete UB 

line of grounding devices and ch 

all your connector requirements. BL A 


JASPER BLACKBURN CORPORATION 


35 Madison Street + St. Louis 6, Missouri 
Phone MAin 1-2821 


Distributed on the West Coast 
by KORTICK MFG. CO. 
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YOULL MAKE MONEY 


And Satisfy All Your Customers 
witH ACME ELECTRIC 


TRANSFORMERS 








STEPDOWN TRANSFORMERS 


Designed to permit operation of standard 115 
volt, 50/60 cycle electrical equipment or appli- 
ances from a 200/240 volt source of supply. 
Available in sizes from 85 watts to 2000 watts. 
Write for Bulletin 179. 


Everywhere today, industrial and commercial buildings 
are using more and more transformers to provide better 
service from electrical equipment and to fulfill a muilti- 
tude of special applications. Acme Electric has kept pace 
with the growing demand by designing and producing 
the widest possible variety of transformer types and 
sizes . . . each one right for the job. Sales possibilities 
for Acme Electric transformers are practically unlimited. 


Acme Electric transformers have an outstanding, proven 
record of dependability, performance and long life. To 
increase your transformer business and insure the com- 
plete satisfaction of all your customers, know and sell 
the Acme Electric line. 

In addition to the popular lines of transformers shown, 
we also manufacture transformers for a wide variety of 
electronic applications, machine tool control transformers, 
warp-stop transformers, dry-disc type battery chargers, 
isolating transformers, voltage regulating transformers, 
insulation breakdown testers and safety transformers. 








AIR COOLED DRY TYPE TRANSFORMERS 


industrial type in sizes from 1/10 KVA to 225 
KVA, single phase and from 3 KVA to 500 KVA, 
three phase. Al! standard primary voltages 600 
and below. Supplied in class A and B insulation 
designs. Write for Bulletin AC185. 








OIL BURNER IGNITION 
TRANSFORMERS 
Heavy duty design for dependable performance. 


Available in a variety of mounting designs to 
meet most installations. Write for Bulletin 1T187. 


LUMINOUS TUBE TRANSFORMERS 


Available in a complete range of capacities and 
voltages in designs suitable for neon signs and 
cold cathode lighting installations. Bulletin 198. 


COLD CATHODE BALLASTS 


CONSTANT LIGHT OUTPUT BALLASTS — Counter- 
act line voltage fluctuation; compensating watt 
increase aut tically intains maximum light 
output of aging lamps. Write for Bulletin CCB193. 
VARIABLE LIGHT OUTPUT BALLASTS—when used 
with Acme Electric Voltrol, permits adjustment 
of lighting level over a range from 30 to 100%. 
May be regulated to dim lighting up to 70%. 
Write for Bulletin CCB191. 











BOOST & BUCK TRANSFORMERS 


Correct low voltage conditions, maintains top 
operating efficiency of air-conditioning compo- 
nents. Provides 230 volt secondary from 208 
volt single phase source. Bulletin BB199. 


Aeme iti Floetric 
T R A N OS Se ae ee FR. S 








BELL RINGING, 
CHIME SIGNALING TRANSFORMERS 


Designed and built for performance — not price. 
These inexpensive transformers are built with 
the some quality materials as large air cooled 
power transformers. Bulletin K184. 








VOLTAGE ADJUSTORS 


For the manual regulation of a high or low 
voltage condition to the normal voitage required 
by the electrically operated equipment. Avail- 
able in sizes from 150 watts to 10 KVA. Write 
for Bulletin VA180. 





ACME 
Main Plant: 


ELECTRIC CORPORATION 
677 Water Street * Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. © 50 North Line Rd. © Toronto, Ont. 
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"ELECTRICAL WIRING CONDUIT 
* * - , 
¥ a 


PAPER PULP and water can’t get at wiring protected by Sealtite Electrica 











| Wiring 


Sealtite Flexible Conduit shrugs off daily dose of 
water, paper pulp, oil and chemicals 


The Sealtite* Electrical Wiring Con- 
duit shown above is hooked up to 
motors which drive machines used to 
make paper. It’s as rough a service for 
wiring conduit as youll find. Air is 
hot and steamy. Floors are wet. Oil, 
chlorine. caustic soda and wet pulp 
come in daily doses. 

Ordinary conduits fail rapidly un- 
der such attack. But Sealtite’s tough 
synthetic cover shrugs it off. Wiring 
cant be damaged. It’s protected 
against foul-up and corrosion. 

Sealtite is light and flexible. It in- 
stalls easily in cramped spaces. It 
absorbs vibration—takes movement. 
It hugs motor contours . . . looks neat. 


Sealtite Type U. A. is the first con- 
duit of its type to be approved by 
Underwriters’ Laboratories, Inc. for 
use where exposed to moisture and 
mineral oils (See N. E. Code, Art 35] 
For tight bends on machine tools and 
industrial equipment, use Sealtite 
Type E. F.+ (Extra Flexible). It meets 
standards set by J. L. ¢ 

Buy Sealtite in easy-to-handle coils 


NAME 
COMPANY 
STREET 
CITY 


then cut without waste Approved 
liquid-tight connectors for use with 
Sealtite are available. Write for Bull 


tin UA-531 


2(S(oSansele 
HewWliyly2 
flexible, liquid-tight electrical conduit 
*" ANACONDA ® Product 


The American Brass Co., American Metal Hose Branch, 
Waterbury 20, Conn. 


Please send me des« riptive booklets on Sealtite Electrical Wiring 








NEWS FOR THE INDUSTRY 





St. Lawrence Seaway— 
Seaport Boom For Midwest 


WASHINGTON, D.C. — President 
Eisenhower has signed the St. Lawr- 
ence Seaway bill authorizing the United 
States to join with Canada in building 
the waterway. The action brought an 
end to nearly 25 years of debate and 
hesitation on a controversial subject 
Work on main dams and navigation 
facilities starts early in 1955. 

Atlantic Gulf Coast 
general, expect a 


and ports, in 


decline in import 
and export business when the seaway 
is completed, say in five or six years. 
Midwest ports, notably Milwaukee and 
Toledo, are laying plans for what looks 
like a boom. By 1960, at the very most, 
Lakes 
outlets to the 
e Electric 
United 


Great ports will have direct 


Atlantic ocean. 
Power — The Northeast 


States will also get a new 


Estimates 


range from 1.9 million to 2.2 


source of electric power. 
million 
kilowatts to be generated by proposed 
power houses built by the International 
Rapids, a relatively short stretch of 
rough water between Ogdensburg and 
Massena, N.Y. The power installations 
will be the most expensive part of the 
project but the generating potential 
will be second only to Grand Coulee 
Dam in Washington state, the largest 
concrete dam in the world. The cost 
to New York and to the Province of 
Ontario is expected to be approxi- 
mately $300 millions each. 

The cost of the power facilities has 
been set about $600 million. Together 








9 Sault St.Marie 








THE ST. LAWRENCE SEAWAY, itself, stretches from M 
burg, N. Y., a distance of about 114 mile 
from dams near Ogdensburg and Massena for Canada and the 
The seaway will have a clear channel 27 feet deep, but only f 
a point often stressed by its opponents 
S. S. United States and the Queen Elizabeth, will not drop anchor in Mil 


a year 


waukee or Cnicagc 


with another $273 million for the 
Seaway, the entire project is expected 
to run to $873 million dollars (early 
1954 prices). 
e 1941 Drawings—The U.S. Army’s 
Corps of Engineers prepared naviga- 
tion facilities, drawings and specifica- 
tions in 1941. If Canada agrees, these 
drawings can be updated quickly. The 
new law passed by Congress requires 
that locks and canals be “in United 
States territory,” but current Canadian 
plans pertain to the Ontario side of 
the river. 

The St. Lawrence is to be dredged 
so that ocean going ships can steam 
from the Atlantic as far as Toledo on 


OFFICE AND WAREHOUSE of Dauphin Electrical Supplies Co., Harrisburg, 
Pa., are located in this recently renovated one-story building. According 


to president and general manager Andrew J 
are in line with the company’s continued growth 


(27,500 sq. ft 


Musser, the expanded facilities 


harbors. They draw 


ntreal to Ogden 
be generated 
United State 
r eight month 


Electric power will 


Big ocean liners, such as the 


handled 


too mucn water fo De 


Lake 


extended so ocean going vessels could 


Erie. Later the channel may be 
proceed as far as Duluth on Lake Su- 
perior. This would require further Con- 
gressional legislation. Pressure at this 
time is still strong for Ottawa to go it 
alone. Canada has already spent about 
$500 million improving the inland 
between the Gulf of St. 
Lawrence and the Lakes compared to 
the United States’ $50 million. It is 
considered that Canada will insist that 
the rights of both parties in the Sea- 
way, wherever situated, will be equal 
and in perpetuity 

e Bond Issue—The St. Lawrence Sea- 
way Development Corp., which will 
represent the United States in the proj- 
ect, will issue $105 million worth of 
bonds. Canada is said to be ready to 
spend $200 million. The bulk of this 
country’s work will be done between 
Ogdensburg and Massena, a 46 mile 
distance. Apart from deepening the 
Welland Canal, links Lakes 
Erie and Ontario, Canada will chiefly 
be concerned with dredging, canal and 
lock construction in the 68 miles of 


waterway 


which 


river, downstream in the International 
Rapids, from Montreal. 

e Gain For Midwest—Many large 
and small Great Lakes ports will bene- 
fit, together with the area for many 
miles around them. Chicago, Detroit, 
Milwaukee, Cleveland, Toledo, Buffalo, 
Duluth, are all making plans to take 
care of ocean traffic. Toledo, terminus 
of the Seaway, appears to have a head 
start. It also lays claim to being the 
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T 
FABRICATION 


PUBLIC 
UTILITIES 


FOUNDRY 


PROVED ON THE JOB! 
Style HCI is the choice of leading industrial buyers 


and heat dissipating de- 


Five years ago Style HCI was a revolutionary develop- 
ment in safety switches. It is still the most genuinely 
new switch on the market, and it has proved its superior- 
ity the hard way — on the job, coast to coast, where the 
loads are heaviest and the usage most severe. 


Now you can offer a safety switch built to take more 
electrical punishment than present loads will give it... 
rugged enough to be as good as new years from now 
when its full capacity is needed .. . 
in switch safety, dependability and long range economy. 
For more information, see your General Electric Assem- 
blies and Components Sales representative or write 
General Electric Company, Trumbull Components 
Department, 51-62 Woodford Avenue, Plainville, Conn. 


a proved investment 


Front Operated for compactness. Both handle and cover 
can be locked, on or off, with a single padlock. If desired 
up to four padlocks can be used. 


G-E Pole Units of exclusive circuit breaker arc quenching 


sign. Visible contacts. 
Quick make-quick 
break — will withstand 
heavy shorts. 


Line Shield as standard 
feature — no exposed 
live parts when switch 
is OFF. Quickly remov- 


able interiors and am- 





ple wiring space for 
easy installation and 
maintenance. 


Semi Dust Tight Enclosure (NEMA 1-A) at no extra cost. Bonderite® 
treated for increased corrosion resistance. New 70% 
lighter Water-Tight and Dust-Tight lead plated enclo- 
sures available (NEMA 4 & 5). AMPERE RATINGS 
30-60-100 & 200 fusible and no fuse. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


* T. M. REG. PARKER RUST-PROOF CO, 











GRANITE CITY ELECTRIC SUPPLY CO., was one of the stops of a traveling 
salesroom which demonstrates Fresh’nd-Aire air conditioners for potentia 
distributors and dealers throughout New England. Left to right, Nicholas 
Papani, of the Quincy, Mass., distributor, Dick ‘‘Carload’’ Russell, New Eng 
land sales representative and his son, Richard, Jr. 





‘ =) 

NEARLY FOUR MILES of Spang conduit have been installed in the Memorial 
Tunnel now being built as a part of the West Virginia Turnpike. Included i 

ft. of 1 Yo inch conduit in the ceiling slab for 426 regular and emer 
gency tunnel lighting outlets, and 8,05 ft f 3'2 inch conduit in one 
tunnel wall for high tension feeders. Westinghouse Electric Supply Co 
Clarksburg, W. Va., supplied the Spang conduit. The West Virginia Turnpike 
will extend 87 miles, from Princeton to Charleston. It is scheduled for com 
pletion this summer 


eres ppt 


tA. 


CORD SETS AND DEVICES handled by the recently opened Gesco Bridge- 
port, Conn., house are looked over by: (I. to r.) E. E. Fournier, Springfield 
branch manager; A. R. Cobb; B. A. Propert, Hartford branch manager; and 
R. C. Porter, New Haven branch manager. Mr. Cobb is G.E. construction 
materials division representative. The occasion was the open house held 
to celebrate the formal start of business at the new quarters on 1899 
Seaview Ave., Bridgeport 


104 


last port to freeze over in winter. Mil- 
waukee is the only major Lake city 
with a port authority. Cleveland only 
named its port director four days be 
fore the bill was signed into law 
Chicago, with the largest freight yards 
in the nation, could be a sea outlet 
for as far west as the Rockies. The 
comparative cheapness of seaborne 
transport (about 7 to | decrease in 
transportation cost over rails) is a ma- 
jor factor. In Cleveland there is already 
a revived plan to build a 103 mile 
conveyor belt from Cleveland to East 
Liverpool, Ohio. Iron ore from Labra 
dor would move south on the belt 
while coal for Great Lakes shipment 
would go north 

e Losses To Some—At the time of 
the signing, various ocean cities off- 
cials took different views in most cases 
New York expects a 20 per cent drop 
in port trade upon completion of the 
Seaway, while some city authorities 
say it would continue to grow so that 
the loss would not be noticed. Boston 
saw a 30 per cent drop. Municipal 
business and shipping officials in Phila 
delphia agreed the new project would 
be a blow to the port. Baltimore gen 
erally opposed the Seaway. Houston 
Tex., a steadily declining port, expects 
to lose 40 per cent of port business 
Mobile, which gets a big percentag 
of its import and export business from 
( hicago and surrounding territory, Saw 
losses due to the shorter rail hauls 
New Orleans, which also opposed the 
St. Lawrence project, said it would 
redouble its efforts to retain Gulf busi- 
ness. Various railroads and trucking 
companies, serving the Northeast and 
New England, also saw a rather large 
drop in business by 1960 and there- 


after 


See Record High 1954 
Construction Levels 


WASHINGTON, D. C.—New con- 
struction expenditures are expected 
to reach a new record high of $36 
billion in 1954, 2 per cent above the 
1953 record level of $35.3 billion. The 
revised estimated is $2 billion higher 
than the $34 billion level projected 
for 1954 

Present expectations of a 2 per cent 
increase in 1954 construction activity 
over 1953 contrasts with a 2 per cent 
decline that had been anticipated. The 
more optimistic construction outlook, 
at the present time, results largely 
from a higher level of new home 
building so far this year than was 
expected last November. Most other 
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types of civilian construction are also 
showing greater activity than previous- 
ly anticipated, and are expected to 
reach record or near record levels. 
Estimate prepared jointly by the 
building materials and construction 
division of the U. S. Department of 
Commerce and the U. S. Department 
of Labor's Bureau of Labor Statistics. 


Three Lines Dropped 
By Arvin Industries 


CHICAGO, ILL.—Arvin Industries, 
Inc., is dropping coffee percolators, 
irons and toasters from its electric 
housewares line. The firm is substi- 
tuting three new items to replace 
those being discontinued. 

Gordon T. Ritter, electric house- 
wares division sales director, explained 
that one new product, a window fan, 
already has been introduced to the 
trade. An out-and-out new item will be 
presented in July. A third new prod- 
uct will make its appearance in Octo- 
ber. 

In disclosing the new policy, Mr. 
Ritter stated that the increasing mar- 
ket potential for Arvin portable elec- 
tric heaters, grill-wafflers and electric 
fans faced the company with two al- 
ternatives: to provide new plants and 
equipment for its line of products; or 
to convert to other uses, facilities now 
being employed in the production of 
slower moving items 


Okonite Plans Warehouse, 
Offices In Alabama 


PASSAIC, N. J—The Okonite Co., 
electrical wire and cable manufacturer, 
has authorized construction of a ware- 
house and sales office at 31st St., South, 
and Avenue G in Birmingham, Ala. 
The new building is to serve the com- 
pany’s distributors and customers in 
10 southern states. 

The new air-conditioned facilities 
at Birmingham will complement the 
firm's other warehouses in Chicago 
and Los Angeles, as well as factory 
stocks in Pennsylvania and New 
Jersey. 


EE! Elects Californian 
Quinton President 


ATLANTIC CITY, N. }.—Harold 
Quinton, president of the Southern 
California Edison Co., Los Angeles, is 
the new president of the Edison Elec- 
tric Institute. He succeeds Walter H. 
Sammis, president, Ohio Edison Co. 

Other officers named were: Harllee 

(Continued on page 110) 
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SyARROT> oranros 


This Trademark shows fhaf you have 
the finest in drilling and anchoring 
devices when you use ARRO. 


Mlways Spreeyy ARKO 
esses} 


ARROFIUTE CARBIDE MASONRY DRILL 


CRS 


LAG SCREW EXPANSION SHIELD 


2 md) 


Two WING 
SPRING.-TYPE 
TOGGLE BOLT 


PAPE LD 


(PTS ie 
DD Tie 
wT Itis v 
* 


ee 


A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SdIELD 


- SPRING HEAD 
STEEL TOGGLE BOLT 


RIVETED HEAD 
TOGGLE BOLT 


4 <) 
CO cemes< 
LITTLE MAJOR TURNBUCKLE 


= —_————— » 


FOUR-POINT HAND STAR DRILL 


=e 


THREE-POINT DRILL POINT 


—S-—-—=_ —__ 


FOUR-POINT DRILL POINT 


Cg 


TWIST DRILL POINT 


vel t 
bd 
, RUBBERGRIP 


DRILL POINT HOLDER 


O-E EXPANSION SHIELD 


MACHINE SCREW ANCHOR 


STUD BOLT ANCHOR 


LEAD SCREW ANCHOR 


MAL-LEAD BOLT ANCHOR 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1440 Boone Ave., Marion, Ohio 





RETIRING VIC SINCLAIR, left, poses with Miss Emilie Schuchardt, sec- 


retary, C. W. (Bud) Johnson, Jr 


president, and Willard B. George, vice 


president in charge of sales, The Johnson Electric Supply Co. Miss Schu- 


chardt, who doesn't 


Never Hired, 


ften admit it, has been around almost as long as Vic 


Now Retired 


Vic Sinclair, who claims to be the only employee that 
Johnson Electric Supply Co. never formally hired, re- 
tires as vice president at the end of his 47th year 


HE fellow who claims he was the 

only employee that The Johnson 
Electric Supply Co. never hired, re- 
tired last month after 47 years with 
the Cincinnati, Ohio, electrical whole- 
saling firm. He is Victor M. Sinclair, 
vice president in charge of purchasing 
and director of the employee-owned 
Johnson company 

Back on June Ist, 
Johnson, Sr., 


partner, opened 


1907, Claude W 
together with a silent 
an electrical supply 
house in downtown Cincinnati. Six 
days later, a somewhat younger man 
who was a family friend and who 
worked with the senior Johnson in 
an electrical contracting firm, walked 
into Johnson's office, and asked for a 
hammer and a nail. He drove the nail 
in the wall and hung up his hat and 
coat, and stated unceremoniously—"‘I 
work here now Claude 

He worked there until last month, 
when, on the occasion of his 47th 
year, he announced his retirement. 

This just wasn't an ordinary retire- 
ment of an old employee. Vic Sinclair 
had had quite a hand in building the 
business and, through his association 
with the company as_ purchasing 
agent, had run up a host of personal 
contacts throughout the industry. 

Old friends among suppliers, cus- 
tomers, employees and friends couldn't 


let such an occasion pass unnoticed 
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Plans were laid several weeks in ad- 
vance by members of the “old guard 
for a celebration. 
Whispers began 
among factory 


around 
representatives and 
agents. Checks and bills were surrepti- 
tiously slipped into the pockets of the 
“Goodbye Vic” committee members. 
Contributors seemed to enjoy becoming 
a part of the celebration, not only be- 


passing 


cause of their long association with 
Sinclair but also because The Johnson 
Electric Supply Co. had indicated its 
intention of matching the _ total 
amount collected so that the dollars 
were going for double. The results 
were most gratifying to the older em- 
ployees of the company—all of whom 
insisted on taking part in the activi- 
cles. 

On June Ist, old friends started 
dropping in in the middle of the after- 
noon. Sinclair began to suspect some- 
thing more than just 
dinner party 
prehensions were correct when, at 5 
p.m. on the dot, a cocktail party liter- 
ally rolled out of the lamp stock room 
on the second floor showroom. Clus- 
tered around the table were many of 
Sinclair's old 


“a quiet little 
was brewing. His ap- 


friends, cronies and 
associates who came from distant areas 
to pay tribute to the Johnson purchas- 
ing agent who, like the man who came 


(Continued on page 108) 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


. ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 
hose combined circulation 
pena many of your 


important customers 


h 
ADS LIKE THESE every mont 
.. plus DIRECT MAIL 
plus pRODUCT SAMPLING 
explain and point out to them 
T & B product features. 


B 
REMINDS THEM, TOO. that 
roducts are avoilable on y 
ee! you... ovr authorized 


7312 
distributor. 


General Soles Monager 


The THOMAS & BETTS CO. 


incorporated 
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T&B's new Insulated Throat E.M.T. Connector 
meets NEC requirements for protecting cable 
sheath or wire insulation against damage 
from burred or unevenly cut conduit. Sizes 
Yq to 2 inches. 


A bright blue, factory-inserted insulating liner com- 
pletely covers the area inside the connector throat 
and provides a rounded, burr-free passage for wiring. 
The liner is extremely tough with a smooth, resilient 
surface... unaffected by common acids, solvents, mois- 
ture, and fumes. A lip protrudes slightly beyond the 
connector body forming a tell-tale bright blue ring — 
similar to her T&B “blue” fittings > visual assurance 
for an inspector tha e connection is insulated. 
There’s no other fitting comparable to T&B’s new 
Insulated Throat E.M.T. Connector! No separate in- 











Ally 
My 


“SN 











sulating bushing needed. Installs just like a conventional 
connector. Same wrench size fits both body and gland 
hexes. 

And it’s up to 50% longer than conventional connec- 
tors! The extra-deep body provides a much greater area 
of firm, rigid support for the tubing. Conduit has to 
line up properly. Runs are straighter. Steel body, gland, 
ring and locknut are your assurance of uniform strength 
and dimensional accuracy. A free sample and descrip 
tive literature will be sent to you with no obligation 
Write to T&B today. 


LOOK FOR THIS SIGN — IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 


The complete line of 7&8 fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. it's our way of assuring you the service and 
savings of a friendly local source. Call him for all your electrical needs 


THE THOMAS & BETTS CO. 


INCORPORATED 
28 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 


MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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LO 7 SIZES 


#1000 MCM — #14 





SLU 11 SIZES 


#1000 MCM 





TERMINAL BLOCKS 


XT. 6 SIZES 


# 500 MCM — #14 





CAN NEUTRAL 


60, 100 & 200 AMPS. 


VT 6 SIZES 


# 600 MCM — #14 





FUSE CLIPS 


MANY SIZES AND TYPES 





MU xe) 4 3.) 


#500 MCM — ¥#6 





WR .E FOR 80-PAGE CATALOG 


Tetee) §=65746 EVN S14 le) hee O a: 


CINCINNATI 27, OHIO 


NEVER HIRED... 


(Continued from page 106) 


to dinner, stayed on, and on, and on. 

A party of 51 friends of Sinclair 
moved on to the Sinton Hotel in Cin 
cinnati to attend a banquet in his 
honor. After the anecdotes, the stories 
and the testimonials the room was 
darkened and a color-and-sound movie 
entitled, “Viva Mexico,” an American 
Airline production, was projected on 
to a screen across from Vic. At this 
point Johnson President C. W. (Bud) 
Johnson, Jr., explained that everyone 
present had chipped in and set up a 
special trip for Mr. and Mrs. Sinclair 
—a round trip flight to Mexico City 
for a complete two-week vacation in 
the best hotels, with a private chauffer 
to drive them to such glamorous spots 
as Acapulco 

Actually Vic Sinclair will not be 
completely retired since he will con- 
tinue to attend four director meetings 
a year and has offered his services as 
a pinch hitter for Herb Thomas, his 
successor ‘in the Johnson company, 
when the latter takes his vacation 

As for Vic Sinclair's reactions to all 
these testimonials and activities on 
his behalf, he had only this to say: 
“Retiring can be fun 


LET’S SELL SELLING 


(Continued from page 64) 


the salesmen. Selling will be regarded 
as a profession by the general public 
as quickly as all salesmen regard them- 
selves as professional men. Some peo- 
ple still think of the word “salesmen” 
as a fourth in the expression “wine, 
women, and song.” When all salesmen 
behave on the road as they would at 
home—and most salesmen do today— 
the public will realize that they travel 
only because it’s part of their jobs and 
that they really want to be at home 
with their families 

Salesmen, preoccupied with their 
work, are perhaps too likely to ignore 
public appraisal of what they do; and 
this is why they are another group to 
whom selling must be sold—so that 
they are better equipped to sell others. 
They must be reminded of the com- 
plexity of their jobs, of the many pro- 
fessional qualifications they must 
possess. And they must be reminded 
that, as in any of the other profes- 
sions, high regard must be had for the 
ethics of their profession. 

The days of “bottle-selling” are fin- 
ished. Bottle-selling lowered the value 
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of salesmen—to themselves and to 
their companies. It wasn’t creative sell- 
ing or service, and it lowered sales- 
men’s positions in the communities in 
which they worked. All these things 
contributed to making this type of 
salesman little more than a huckster 

His professional position is imme- 
diately recognizable by customers, co- 
workers, and the community. He has 
sold himself on selling and has sold 
those with whom he deals. 

e Matter of Emphasis—Selling man- 
agement is another problem. Since the 
outbreak of World War Il—and even 
before that in some companies—the 
emphasis has necessarily been placed 
on engineering and production. The 
artificial factors of war, post-war short- 
ages and “police action” created a 
seller's market such as had been sel- 
dom seen before. Primary attention 
was focused on getting out the goods. 

One of the most unfortunate prov- 
erbs ever written is the one which 
says: “ build a better mousetrap 
than your neighbor, the world will 
beat a path to your door.” This is not 
true. Without sales and sales promo- 
tion, the best solid gold, diamond- 
encrusted, guaranteed-to-catch _ trap, 
priced at 10 cents, would gather dust 
in the warehouse. No one wants a 
product he knows nothing about. 

So the salesman, and sales manage- 
ment, have to prove to their companies 
that there are no waiting lines at the 
factory doors. They have to prove that 
a market needs to be developed and 
maintained by professionals who have 
market know-how — the company’s 
own sales force. 

To sell selling to everybody, we at 
National Electric would like to sug- 
gest a Salesman’s Association, an ad- 
junct to the nation’s Sales Executives 
groups. We would provide a code of 
ethics or a creed to be developed by 
sales executives and improved by 
salesmen. We think it would result in 
organizations where salesmen could 
hang their hats and exchange an idea 
or two. We believe that organizations 
of this type could help to secure the 
approval of top-level management, of 
customers, and of the public at large. 
e What about a Code?—Sales ex- 
ecutives, and salesmen, working to- 
gether, can develop a_ professional 
code. Here’s a suggested creed for 
salesmen: 

1. I shall always recognize the im- 
portance of the customer, without 
having to elaborate on what a cus- 
tomer means to me and my company, 
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TROUBLE-FREE 


PROTECTION. 


YOU COULD 
INSTALL! Pierce 


Fuses Operate 
10 to 40% Cooler! 


Unique screened venting 
permits air to circulate 
freely through Pierce Fuses. 
This allows free escape of 
excess heat — prevents rapid 
charring and deterioration 
of the fuse case, as 

in ordinary fuse 


e 
Pierce construction. 


Fuse Cases 
Last 6 to 8 
Times Longer! 


Yes, this venting actually 

makes Pierce Fuse cases last 

6 to 8 times longer! No 

wonder these time- 

proved, renewable 

fuses are so Unnecessary 
popular! Blows! 








Pierce Screened vent- 

ing and balanced lag 

links prevent wasted links 
during safe overloads. 


No More Danger of Afterblows 














Since dangerous gases and heat 

have free escape, Pierce Fuses 

are your insurance against 
afterblows. 


EASY TO SELL! “REPEAT” BUSINESS ! 


Pierce quality construction — its reputation for 
safety, long life and freedom from the troubles 


gAT of ordinary fuses reflects prestige — helps you 
build soundly for future business. 





. 
Brows 1° ' 
aril 
Une cess! WRITE TODAY for this factual bulletin. Start now 
’ to enjoy Pierce profits. (Also a complete line of 


quality non-renewable fuses 


IERCE RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 





because if I don’t know this I shouldn't 
be a salesman. 


2. I shall alway be honest in my 

| dealings and ethical, not tearing down 
| competition but building up my own 

company. I shall never make promises 


which I do not believe we can fulfill. 
4. I shall never be a one-shot sales- 


Efficient, Easily Installed man, getting the order and forgetting 


the service 
1. I shall behave while on the road 
0) R 0 p F [ [ t # FA hy S$ or while selling as I would in my own 
community so as not to lower the 
‘i . esteem of industry for my company, 
for Factory Ventilation I the sales profession, or myself. 

5. I shall make it my business to 
understand management's __ over-all 
problems and to coordinate these with 
customer problems. In doing this, | 
will bring back suggestions and con- 
structive criticism which will help my 


company and my profession 
New 6. I shall not be weak or easily 
dominated by unreasonable customers 


NV-BREEZO I shall not prostitute myself for an 


order but will be a leader in my in- 
Line dustry confident of my company, my 
own knowledge, and morally behind 
our decisions. I shall not make excuses 
or criticize my company to the cus- 


in Size 
tomers 


Range 7. In following this creed I shall 
Up to help to make my profession important, 


120” fellow salesman, those to follow, my 


respected, and more effective for my 


company, and last but not least myself 
I shall sell selling everyday 


or 


250,000 NEWS 
CFM (Continued from page 105) 


Branch Jr., president of the Georgia 
Power Co., vice president; H. S. Ben- 
nion, the Edison Electric Institute, 








Heavy Duty 54” Design 65 
“NV” Disk Fan vice president and managing director; 
H. S. Sutton, treasurer, Consolidated 
These new, larger “Buffalo” Direct or V-belt types available 73 ( New York. treasure 
Package Units are specifically designed in sizes from 24” to 120”, or from cison Co., of New York, eres 
to solve practically any factory venti- 4,000 to 250,000 CFM. They're A. B. Morgan, Edison Electric Insti- 
lating problem. Often, they can handle huskily buile in the “Buffalo’ tute, secretary and assistant managing 
jobs that formerly called for much tradition for long-run performance , 
more expensive units. And, they pro- with practically no maintenance 
vide steady performance with minimum Get FULL DETAILS TODAY on 
power pull, either on free air delivery this new line of “Buffalo” Breezo NAED Elects Members 
or against pressures of up to 1”. Special Fans. You can cash in on sizeable 
models for high temperature and/or profits by recommending them To Board of Governors 
corrosive fume applications. Write now. = = weep _ = ; 
ATLANTIC CITY—Elections 


director 


for 

the Board of Governors were held at 

Send NOW for Complete Data on New “Buffalo” “NV” Propeller Fans the recent NAED convention in this 
city 

B U FE A L oO F oO R 4 E . ©] M ee A N Y Members elected to the Board of 


214 Mortimer St. ° Buffalo, New Yort Governors are: George I. Cohen, 
Northeastern Distributors, Inc., Bos- 
} SHE "FAN ENGINEERING” OK 
rome a OF “FAN ENGINGERING” HANDSOOK ton, elected to represent the appliance 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “LY BREEZO FANS “NV” BREEZO FANS 


division from Zone 1; Herbert Metz, 
Graybar Electric Co., Inc., New York, 
to represent apparatus and supply di- 
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vision from Zone 2; Thomas F. Joyce, 
Raymond Rosen & Co., Inc., Philadel- 
phia, representing appliance division 
from Zone 3; C. P. Andrew, Noland 
Co., Newport News, Va., member at 
large, Zone 3; L. E. Salmon, Tennes- 
see Valley Electric Supply Co., Mem- 
phis, representing the apparatus and 
supply division members from Zone 4; 
J. A. Meier, Florida Electric Supply, 
Inc., Tampa, Fla. member at large 
from Zone 4; E. D. Knight, Virginian 
Electric Inc., Charlestown, W. Va., ap- 
pliance division, Zone 5; George W. 
Provost, Doubleday-Hill Electric Co., 
Pittsburgh, member at large, Zone 5; 
R. A. Jeffirs, West Michigan Electric 
Supply Co., Benton Harbor, Mich., ap- 
paratus and supply division, from 
Zone 6; W. W. Metzenthin, Kansas 
Electric Supply Co., Topeka, Kan., 
apparatus and supply division, from 
Zone 7; W. E. Durin, Terry-Durin 
Co., Cedar Rapids, Ia., representing the 
appliance division members from Zone 

Austin Watson, Watson Electric 
Supply Co., Dallas, Tex., representing 
the apparatus and supply division 
members from Zone 8. J. P. Hamblen, 
Southern Electric Supply Co., Houston, 
Tex., was elected member at large 
from the apparatus and supply divi- 
sion. N. B. Williams, Williams, Inc., 
Peoria, was elected member at large 
from the appliance division. Elected 
to the executive committee were 
R. S. Brown, General Electric Supply 
Co., Bridgeport; R. B. Sayre, Graybar 
Electric Co., Inc., New York; Francis 
E. Stern, Stern & Co., Inc., Hartford, 
Conn. 

Elections for Zone 9 will take place 
in the fall. 


HERBERT F. REICHARDT (left) con- 


gratulates Earl P. Edgely, his successor as 


president of the Reichardt Electric Co., 
electrical distributing firm of Houston 
Texas. As of Jan. 1, Mr. Reichardt be 
came chairman of the board of the com 
pany, which he founded in 1932. Mr 
Edgely was formerly secretary and assist 
ant general manager 
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ARMORED BUSHED CABLE 


TW BUILDING WIRES 


WEATHERPROOF WIRES 


THERMOSTAT CABLES 





ANNUNCIATOR CABLE 


MACHINE TOOL, CONTROL AND 
SWITCHBOARD WIRE 


MINE SERVICE WIRES AND CABLES 
PARALLEAD TV LEAD-IN WIRES 
ARMORED GROUND WIRE 


A.A ASB A 





FLEXIBLE CORD 


FIXTURE WIRE 


HEATER CORD 





TELEPHONE WIRES 


ALARM AND SIGNAL WIRES 


UNDERWRITERS’ LISTED ARMORED 
THERMOSTAT CABLE 


ARMORED BUSHED LEADED CABLE 
Oil BURNER IGNITION CABLE 
NEON SIGN CABLE 





FULLMAN y 


PLERI)IYS 


micYeistee) Products 


0 Lins 


ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


ADJUSTABLE 
GANG FLOOR BOXES 
1-2-3 AND 4 


NOZZLES aNp 
ACCESSORIEs 


Boxes 


INSULATOR 
SUPPORTS 


a ono" 
pipe SA ANGERS 


ARMORED 
CABLE SUPPORTS 


CABLE CLips 


STAPLES 


Pullman Manuracturing Co. 


1209-1215 


W7-% >. 
<I ON 


” 


For long smooth service “Latrobe’ 
Floor Boxes and Wiring Specialties 
are tops. Years of performance have 
proved that. And, “Latrobe” Boxes 
are designed in a way that permits 
fast, easy installation. 


ADJUSTABLE—WATERTIGHT 
FLOOR BOXES 


All “Latrobe” Adjustable boxes are now 
equipped with a positive electrical bonding 
wire, which makes them fire-proof. Come in 
single, two, three and four gang types. 


‘BULL DOG’ 
PIPE OR CONDUIT HANGER 
Sturdy and dependable for hanging pipe to 


conduit 4%”, 34”, and 1” to steel beams up 
to %” thick. Larger sizes for larger pipe. 


Sold only thru Wholesalers 


Write for catalog and 
price list. 


JEFFERSON STREET 


; 
LATROBE. PA 
aa se - - 





New Gesco Division 


Headed By Edenfield 

NASHVILLE, TENN.—T. K. Eden- 
field is manager of the new General 
Electric Supply Co. division in this 
city. He had been manager of the 
Memphis district 

T. P. Pruitt, of Bridgeport, Conn., 
is Nashville district manager for con- 
sumer goods. 

These new appointments come as a 
result of a territorial change for Gesco. 
There had been two districts. Mr. 
Edenfield had headed the west Ten- 
nessee and Mississippi territory. The 
second was headed by R. A. Shackle- 
ford, now retired. It comprised eastern 
Tennessee. The new division includes 
all of Tennessee and Mississippi. 


Channel Master-Nikoh 

ELLENVILLE, N. J.—Channel 
Master Corp., has reported that it has 
successfully concluded negotiations 
with the Nikoh Tube Co., to market 
a major portion of Nikoh electric 
welded steel tubing for TV masts. 
The masting will be shipped F.O.B. 
Chicago. The arrangement makes 
Channel Master a one-stop source for 
the various types of masting. 


BBB Trade-in Standards; 
TV, Major Appliances 

NEW YORK, N. Y. — Recom- 
mended Better Business Bureau stand- 
ards for trade-in allowance advertising 
of television receivers and major ap- 
pliances have been formulated. 

In the interest of promoting justi- 
fied public confidence in the advertis- 
ing and selling of television receivers 
and major appliances, and of avoiding 
the deception of the public and unfair 
competition, the Better Business Bu- 
reau respectfully recommends that: 

1) If trade-in allowances are used, 
they should be used in good faith, ie., 
they should approximate in amount 
the commercial worth to a dealer of 
the article traded in. 

2) Unless clearly disclosed other- 
wise, trade-in allowances should rep- 
resent an amount deducted from the 
advertiser's bona fide current selling 
price for the advertised article with- 
out a trade-in. 

3) Trade-in offers such as “Fifty 
Dollars For Your Old Set Regardless 
of Age, Make or Condition” and 
“Double Trade-in Allowance” should 
be avoided. 

4) If a range of prices is quoted 
for sets to be traded in, the offer 
should be qualified by wording such 
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s “Depending upon Make, Age and 
Condition” and the current selling 
price of the article without a trade-in 
should be specified. 

5) Trade-in allowance offers should 
not be used to disguise bona fide price 
reductions. 

6) Trade-in allowance offers should 
not be used as a device to create ficti- 
tious price reductions from prices 
especially inflated to accommodate the 
trade-in. 


Dan Dunne New President 


Of Penn-Union Electric 

ERIE, PA.—Dan E. Dunne is the 
new president of the Penn-Union 
Electric Corp. He succeeds Charles L. 
Stoeltzlen, who had been president and 
general manager of the company since 
its start in 1928. 

Mr. Dunne previously had been 
vice president and director of sales of 
Lighting Products, Inc., Highland 
Park, Ill. His background includes five 


Dan E. Dunne 


years with a leading electrical whole- 
saler in the Chicago area, followed 
by several years as manufacturer's rep- 
resentative in the Middle West. Dur- 
ing World War II Mr. Dunne served 
as an ordnance officer in the Navy. 
Upon his return from the service he 
became associated with Lighting Prod- 
ucts. 

The new Penn-Union president has 
been active in committee work with 
the Illuminating Engineering Society 
and as vice chairman of NEMA’s 
section on industrial and commercial 
lighting. He has also served on 
NEMA-NAED joint committees. 

Mr. Stoeltzlen founded the company 
a quarter of a century ago. While now 
he is retired from the presidency, Mr. 
Stoeltzlen remains in the capacity of 
consultant and advisor. 


Westinghouse Elects 


3 Vice Presidents 

NEW YORK, N. Y.—Gwilym A. 
Price, president of the Westinghouse 
Electric Corp. has announced the 
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WIREMOLD one-piece 
construction MAKES 
WRING ———— 
EASIER eS 


Noy ol-talo] Miele) Mel me lelele( tr Mul-t-te (te Olio 
piece construction makes vertical runs and 
overhead installations far easier! Four sizes 

for every wiring job, whether new wir- 
ing or modernizing present wiring. Defi- 
nitely the BEST way to wire most buildings, 
and the ONLY way to wire many buildings! 
Write for ful] information! 


WIREMOLD builds \ 
better business for you | 


. at a profit! 


WIDELY ADAPTABLE 


mitlola-tira-llmelale me) iiililal-m ellis 


——— el 


Cy 

For cove, cornice or valance lighting . . . 
or supplementary lighting on shelves, 
counters and display cases, you'll find 
these Wiremold Units the most useful you’ve 
ever worked with. Easily and quickly in- 
stalled . . . small cross section. Write for 
full information. 


WIREMOLD products are backed by a firm guarantee. See page 7 of Wiremold 
Catalog No. 19. 


The WiREMOLD company 


HARTFORD 10, CONNECTICUT 


113 





+. you are with 


DIAMOND 
NON-METALLIC SHEATHED CABLE 


@ Diamond DTX is 
really white! Non- 





e Walls stay clean! 
¢ Hands stay clean! | 
mao gies pesca’ Does not flake off! 


for fan, deem Seale . get 











DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINOIS 


election of three vice presidents and 
a mew corporation secretary 

Vice presidents elected are: Walter 
J. Maytham of San Francisco, Pacific 
Coast regional manager of the appara 
tus divisions; Dale McFeatters of 
Pittsburgh, director of information 
services for the corporation; and Otis 
O. Rae of Atlanta, southeastern re 
gional manager of the apparatus divi 
sion 

E. V. Huggins, of New York, vice 
president corporate affairs, has also 
been named secretary of the corpora 
tion. He succeeds C. W. Pomeroy who 


has ret ired 


6% Of Railroad Expenses 
For Electrical Products 
WASHINGTON, D. ¢ Nearly 


$125 million was spent by the nation’s 
Class | railroads for electrical products 
in 1953. Some $5 million was ex- 
pended for such electrical equipment 
as wiring, switcnes motor and gener 
ator parts, including those which go 
ints diesel locom«¢ tives 

Data on railroad expenditures com 
piled by the Association of American 
Railroads includes another $52 million 
paid out for interlocking and signal 
material and an additional $17.3 mil 
lion for telegraph, telephone and radic 
materials 

The combi su spent last year 
by th roa wr all things 
used in dé rati aggregated 
$1,920 milli more tha ) per cent 
of which was account wr by the 
purchase of electrical 

The American 
also originated million tons of elec- 

These shipments in 

cluded 1 nillion tons of electrical 
equipment and parts, one million tons 
of refrigerators, freezing apparatus and 
parts, m« than one-half milli tons 
of laundry equipment and 6,000 tons 
of business and office machines 

Over and above the large amount 
of money spent tor the various mate 
rials needed in their operations, the 
railroads in 1953 invested more than 
one billion dollars in new and im 


proved plant, equipment and facilities 


Mullenbach Sold 

LOS ANGELES, CALIF Mullen 
bach Electrical Mfg. Co., was pur 
chased by Electric Machinery Mfg 
Co., Minneapolis, a subsidiary of the 
Worthington Corp., New York City 
Charles F. Mullenbach is now execu 
tive vice president in charge of all op 
erations. Robert J. Mullenbach is vice 


president, electrical equipment 
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Color Coding identifies 
Various Wire Types 


HILLSIDE, N. J—A new con- HERE iS BETTER y 


cept of wire packaging has been 
adopted by the Hatfield Wire & Cable 
division. The method is designed to 
make the handling, stocking and sell- 
ing of wire faster, easier and more 
economical. 

By the use of color-keying, different 
types of Hatfield wire are readily 
identified. Every type of wire has been 
assigned a color for its label and wrap- 
ping. Louis Grotta, vice president, 
states, “You don’t even have to know 
how to read when you have Hatfield 
tell-at-a-glance color keys to guide 
in Eee 

The firm is a division of Continen- 
tal Copper & Steel Industries. Inc 


Recent Changes 
Announced By Graybar 
NEW YORK, N. Y.—F. M. Shold- 


ers is district sales manager for the 
Kansas City district of the Graybar 
Electric Co., Inc., effective July 16. 
He joined the company in 1936 as a 
salesman at Oklahoma City. 

Mr. Sholders was transferred to 
Kansas City in 1941 and became man- 
ager of lamps and lighting sales there 


rior product 
quality 


in 1945. Two years ago he was made 
manager of the Omaha branch. He is 














There is an Atlite 
incandescent and 
fluorescent re 
cessed light for 
every commercial 
& residential use 


— ATLITE’S A/ZW PRE-WIRED ASSEMBLY 


ReeNGS Se: "Sree a Aaeeeies Installs Faster — Easier . . . Reduces Your Inventory 
chapter of the Illuminating Engineer- 


ing Society and board member and ‘ : 
8 oe : 7g Drive four nails . . . turn the screws! 
vice president of the Electric Associa- 


tion of Kansas City. It’s up — without carpentry. R, T or 

C. C. McGraw replaces Mr. Sholders , TW wire pulls directly into the J-box. 
as Omaha manager. He had been man- No additional pull boxes, asbestos or 
ager at Knoxville, Tenn., since 1948 slow burning wire are required. J-box 
Before that Mr. McGraw was Savan- is always accessible. Available in six 
nah manager for a year. He joined the A sizes for 60, 100, 150, 200-300 watt 
company in Birmingham, Ala., in Th ts fixtures. Carry only what you need. 


937 2 ing a le 4 a . . . 

1937, becoming a salesman at Knox Avoid stock duplication. 
ville in 1939. He was appointed sales 
manager at Chattanooga in 1940 and : 
manager of inside wiring sales at A Sly 


—-— B in succeeds Mr. McGraw ATLAS ELECTRIC PRODUCTS co. 


as Knoxville manager. An employee ' 317 Ten Eyck St., Brooklyn 6, N. Y. 


Send for your illustrated catalog of the complete Atlite line. 
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The PARAGON 


from 


Poultry House 


\ Lightin 


* pee: / 


Attic Fan 
Timer 


¥ 


o> orien arm one ep ets aainane ole atte eamaniiam eee nineteen 


Interval Timer / . 


c (2900 Series) / 


"Memory Master" time switch is 


ependable 


INSTANT CHECK of 
motor operations 
through Moto-Vu oper- 
ating window. 


INSTANT ADJUST- 
MENT—aodd or remove 
quick-change dial trip- 
pers any time without 
removing dial. 


“TORSION-CLUTCH” 
DIAL DRIVE — dial 
turns freely for man- 
val check of **on-off'* 
switch operations .. . 
yet has positive, no- 
slip drive. 


“QUICK-OUT MOVE- 
MENT" positively locks 
in case. Rattle-proof. 
Movement swings out 
when unlocked. No 
loose parts. 


SIMPLIFIED HOOK 
UP — with new easy 
access terminal block. 


FULL-DEPTH TERMI- 
NAL BLOCK INSULA- 
TOR PLATE. 


$10.50 list 


... used wherever a 24-hour 
ON-OFF time switch is needed 


Men in the electrical field are unanimous in 
their praise of the new 3000 Series Memory 
Master. It is 100% dependable for control- 
ling “ON-OFF” operation of bill board lights, 
store illumination, poultry house lighting 
stoker operation and hundreds of other plant 
applications. It’s the switch that remembers 
. . - lets you forget. 


More than 40 profit opportunities 


You can offer your custom- 
ers more than 40 modern 
Paragon time switches for 
every purpose — in addition 
to the popular 3000 Series. 
And they’re all supported by 
an aggressive merchandising 
program to make sales easier 
for you. Stock and sell Pur- 
agon’s complete line for 
complete profits. For full de- 
tails write Dept. 1630. 


g 


fs day Calendar 
Time Switch 


Outdoor Time 
Switch 
{330 Series) 


' Ss / 


PARAGON 


T 


ELECTRIC COMPANY 


WO RIVERS, WISCONSIN 


of the company since 1937, Mr. 
Owens has had both operating depart- 
ment and sales department experience. 
He had been Savannah manager since 
1951. 

L. L. Black replaces Mr. Owen as 
manager at Savannah. A_ salesman 
there since 1946, Mr. Black joined the 
company at Jacksonville, Fla., as a re- 
ceiving and shipping clerk in 1940. 
He became operating manager at 
Miami in 1942 

W. A. Arthur is the new Flint, 
Mich., manager. He had been manager 
of the Oklahoma City branch since 
1935. Mr. Arthur joined Graybar as 
a salesman in Kansas City in 1928 
He became supply and line material 
specialist there in 1934. 

J. L. Ringwalt succeeds Mr. Arthur 
as manager at Oklahoma City. He has 
been with the employee-owned com- 
He began as a 
merchandise serviceman at Kansas 
City. In 1945 Mr. Ringwalt became 
product service manager, advancing 
later to manager of Hotpoint sales and 
then manager of major appliance 
sales. In 1950 he became appliance 
sales manager at Tulsa 


pany for 18 years 


Fan Selling Season 


Should Show Increase 

NEW ORLEANS, LA.—The pres- 
ent fan selling season should show a 
healthy increase, according to C. Epsy 
Reed, newly elected president of the 
Power Fan Manufacturers’ Assn. He 
cited as indicators the pre-season orders 
by distributors for domestic type fans, 
which are well ahead of 1953, and the 
increased consumer interest. 

Mr. Reed, president of Reed Unit- 
Fans, Inc., New Orleans, stated that 
technical advances and improvement 
in industrial ventilating products has 
opened many new fields of application 
for this segment of the industry. Con- 
sequently there has been a notable in- 
crease in volume of sales. 

Highlights of the annual meeting 
were the adoption of plans for an in- 
dustry advertising and publicity pro- 
gram, for domestic type attic and win- 
dow recommendations for 
the continued maintenance of high 
standards of performance of all types 
of ventilating equipment. 

Other officers elected are: John F. 
Snow, chief fan engineer, Davidson 
Fan Co., Newton, Mass., lst vice presi- 
dent; E. C. Englert, sales manager 
Hartzell Propeller Fan Co., Pique, 
Ohio, 2nd vice president; and G. W. 
McCormick, Jr., secretary-manager. 


fans and 
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Wesco’s Pawson Directs 


Industrial Relations 

NEW YORK, N. Y.— Byard M 
Pawson is manager of the new indus- 
trial relations department of the West- 
mghouse Electric Supply Co. 

In his new post Mr. Pawson is re- 
sponsible for labor and employee re- 
lations, administration of wages, 
salaries and employee benefits, super- 
visory training, personnel services, 
community relations and other allied 
activities. 

Mr. Pawson joined Westinghouse in 
1925 as a member of the lamp divi- 
sion’s drafting department, Bloom- 
field, N. J. He entered industrial rela- 
tions work in 1932 and five years 
later was appointed supervisor of wage 
administration at the Bloomfield plant. 
In 1943 he was made supervisor of 
industrial relations for the lamp divi- 
sion at Fairmont, W. Va. He was 
appointed manager of industrial rela- 
tions at the Westinghouse elevator 
division, Jersey City, N. J., in 1948. 


Fairbanks, Morse Starts 


Electronics Division 

DAVENPORT, IA. — Fairbanks, 
Morse & Co., Chicago manufacturers, 
has organized a new electronics divi- 
sion for the company. This division is 
responsible for research, development, 
application engineering, and manufac- 
ture of electronic devices and appara- 
tus used in conjunction with various 
company products, principally scales. 

President Robert H. Morse, Jr., an- 
nounced that L. J. Maguire is manager 
of the new division. 





NEW PRODUCT FOR NEW DEPART- 
MENT—A new department handles 
major appliances for The H. Leff Elec- 
tric Co., Cleveland. Signing the con- 
tracts are (left) Phillip Leff, president 
and G. F. Forsthoefel, Revco president. 
Watching are (left) Lester Braun, 
Leff’s new major appliance sales man- 
ager, and Sidney Leff, executiye 
secretary. Firm handles new Revco 
custom-built freezer and refrigerator 
combination. 
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... the line with PLUS VALUES 


One Source for all of your require 
PLUS ments in hanging and fastening 
VALUE devices. Saves you paper work — 
can save you on freight. 


PLUS Top-Flight Quality. The newest and best in manu- 
VALUE facturing methods and quality control give you flaw- 
less products your customers like to use 
PLUS Strong, Colorful Cartons with complete easy 

VALUE reading content identification. 
Customer Demand stimulated 
PLUS with abundant promotion that 
VALUE includes advertisements like 
this 


F lamp: 
E % Close clams 


t stove 


set 
Just one mpo 
of Paine's 
family of 
products. 


For a line’ 
on the full 
line write 

for catalog. 


Send me complete literature and details on the Paine 


story for distributors and dealers 
Name— 
Company 


Address 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 





FAR MORE 
FAR BETTER LOOKING 


FAR LESS NOISE 


AND ALt-THESE.NOW 
FOR AN-EXTRA-LOW PRICE 


AXIAL FLOW 


( ) 

Trade-Wind’s new-Axiat-Flow-Ventilator\is sweeping 
the light construction Market--tt gives builders, architects 
and owners everything they want to do a thefough ventilat- 
ing job economically. / 

Pricéd with the lowest... outstanding in appear- 
ance ... performafice that equals the ‘best . /. and unbe- 
lievably quiet in operation, That's the story off Trade-Wind's 
new Axial Flow Ventilator: a 


Write for completedetails today. ) 


Grae-DWiied MN tlorfiens, Swu. 


7755 PARAMOUNT BLVD., DEPT. EW, RIVERA, CALIFORNIA 





| 


JOHN A. WRIGHT, center is con- 
gratulated by former president Darwin 
Curtis, right. Dr. Ward Harrison, who 
continues as chairman of the board, 
looks on. The new president of Curtis 
Lighting, Inc., attended Dartmouth 
and is a graduate of Harvard Law 
School 


John A. Wright President 
Of Curtis Lighting 

CHICAGO, ILL—John A. Wright 
is the new president of Curtis Light- 
ing, Inc. He was elected at a meeting 
of the board of directors in June 

Mr. Wright has been associated with 
Curtis Lighting for several years as 
the corporation's attorney and has been 
actively engaged in corporate and gen- 
eral administration legal work, corpo- 
rate finance, personnel and adminis- 
trative practice 

Mr. Wright succeeds Darwin Curtis, 
who remains a member of the board 
of directors. Dr. Ward Harrison con- 
tinues as chairman of the board. 
New Houses May Get 
100-Ampere Capacity 

NEW YORK, N. Y.—Relief may 
be ahead for new-home buyers on the 
problem of getting adequate electrical 
capacity built in their houses at the 
outset. It is a result of recent action by 
the nation’s organized builders. 

The National Association of Home 
Builders has adopted a _ voluntary 
standard on electric service entrance 
capacity. If followed widely by the 
country’s builders, it will give the 
householder 100-ampere capacity in 
place of the generally found 30 to 60- 
ampere capacity. This new suggested 
capacity agrees with the recommenda- 
tion of an electrical industry commit- 
tee which is drafting new national 
standards of residence wiring ade- 
quacy 

What the home owner will get 
where this new NAHB voluntary 
standard is applied by the builder, is 
three-wire no. 2 service entrance cable 
or 14-inch service conduit containing 
three no. 2 wires. The greater wire 
size has direct bearing on the ef- 
ficiency of an electrical system. At 
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least eight circuits and preferably 10 
or 12, will be furnished, and so de- 
signed that a minimum of two of 
these may be three-wire circuits, 
equipped with circuit breakers or fuses 
of up to 50 ampere capacity. 

With an average of 14 electrical ap- 
pliances predicted for the home in 10 
years, the 100 ampere capacity is a 
readily apparent needed development. 
Householders are already using about 
2,330 kilowatt hours in each home. 
By 1963, on the basis of one million 
new homes a year, the average KWH 
consumption is estimated at 5,000. 
Steel Business Rising; 
Good For Metalworking 

NEW YORK, N. Y. — Although 
the metalworking business is just 
about holding its own, the general 
tone of business in the industry is 
healthy. Inventories are down to the 
lowest point in years. Especially in 
steel where long-absent customers are 
once more ordering steel from jobbers. 

American Machinist, McGraw- 
Hill publication, reports sales which 
are down and have not yet stabilized 
at any given level, are running uni- 
formly behind production. It is point- 
ed out that the gray iron industry (a 
sort of bellwether of metalworking 
activity) will produce about 12 mil- 
lion tons of castings this year, making 
1954 one of the top five or six years 
for this industry. Steel men also are 
decidedly optimistic about third quar- 
ter prospects. 

Tool and die business, as a whole, 
is roughly 15 per cent less than 1953. 
The automotive industry is taking up 
a lot of slack caused by a drop in 
defense and appliance tooling. Con- 
struction machinery makers are hav- 
ing a good year; total sales during 
1954 may exceed all predictions. 


Electronics Failures Up— 


Distributors On Rise 

CHICAGO, ILL.—Business failures 
of electronic equipment makers were 
twice as high in the year ended May 
31st, as in the previous 12 month 
period. Thirty-three electronics firms 
failed in the year's time compared to 
16 in the foregoing year. Twelve pro- 
ducers of radio and TV sets were 
among those failures listed by the 
Radio - Electronics - Television Manu- 
facturers Assn. 

With respect to distributors of elec- 
tronic parts, the credit report noted 
that of more than 1,300 companies, 
only eight experienced financial difh- 
culty. Their liabilities totaled $1.3 mil- 
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Your Salesmen Know 


Foreelain Poducts 


Wireholders 
Sell Best | 


1933 
Popular 
Light Duty 
Size 


1929 

Popular 
Standard Duty 
Size 


ALL PORCELAIN 


1980 
Copper-boil 
reinforced. 
Round Base. 


1927 

One-piece 1982 

screw and Copper-bail 

boil. reinforced. 
Oval Base 


1984 7 

Steel-boil Steel-bail 
reinforced. reinforced. 
Screw-assembled Rigid screw. 
“Semi-Float” action. ’ 


METAL REINFORCED 


45 STYLES AND SIZES TO CHOOSE FROM 


The best and broadest line 





boosts volume — profits! 


Your customers get what they conductors. A name that sells! 


want, in Porcelain Products’ All this at low cost! 


wireholders—45__ styles 


and Accepted everywhere, known 


sizes to choose from! Quality, everywhere! You profit from 


too—sharp, clean threads, that the value of the old established 


speed installation—large, name—Porcelain Products, 


smooth wire-ways that protect Inc. A good name is priceless, 


ELECTRICAL PORCELAIN SINCE 1894 
Porcelain Products, tae. 


FINDLAY, OHIO 





You Sell Customer Satisfact 





for correct lighting of shelving, bins, or 
similar requirements 


This specialized type of lighting unit has gained wide favor 
because of its effectiveness. It can be a source of profitable 
sales for you. 


There's a wide spread of light downward and outward to each 
side of the aisle due to the scientific arrangement of the reflect- 
ing surfaces. This QUAD design also assures lighting for the 
upper tiers of shelving. An eye shielding feature results be- 
cause of a lower light cut-off angle at each end of the reflector. 


QUADRANGLE MFG. CO. 


323... 0V8@824 SI. eS eee Re 





lion. The report of RETMA’s credit 
committee pointed out that more than 
50 new distributors of electronic parts 
entered business in the 12 month 
period. Many established wholesalers 
had to seek larger quarters to accommo- 
date the heavier inventories necessi- 
tated by growing sales. 

H. A. Pope committee chairman, 
said, “Declining sales in many cases 
may have been the final contributing 
factor—(in the failures)—but it 
would not be realistic to conclude 
lower sales was the fundamental rea- 
son. Most had been doing a volume 
out of proportion to working capital; 
had high fixed expenses such as rent 
and interest, which could not be cut 
back; and had accumulated inventory 
excessive in terms of sales.” 

Another reason cited for the failures 
was that some performed long-term 
contracts for the production of com- 
plex military equipment or commer- 
cial communication equipment. The 
contracts had apparently been taken 
at too low a price 


May Housing Starts 
Decline Slightly 


WASHINGTON, D. C.—Nonfarm 
housing starts declined about 4 per 
cent between April and May to a total 
of 106,000. Most sections of the coun- 
try shared in the decline. 

The total volume of new private 
housing, however, was at about the 
same level as in May 1953. 

An abnormal amount of inclement 
weather which prevailed in many 
states during May apparently hindered 
activity in these areas. Some delay may 
have also resulted from scattered work 
stoppages, although these were not as 
numerous OF as large as a year ago 
when both weather and strikes con- 
tributed to the first April-May decline 
since the start of World War II. 

The volume of privately owned 
housebuilding, which had advanced 
to a 344 year peak of 109,100 units 
in April, declined to 105,500 units 

A total of 452,000 new dwelling 
units (private and public) put under 
construction during the first 5 months 
of 1954 was 5 per cent below the 
comparable 1953 period because of 
the reduction in public housing. 

Privately-owned housebuilding thus 
far in 1954 (446,900 units) was about 
the same as the year ago estimate. 

Estimates were made by the US. 
Labor Department's Bureau of Labor 
Statistics 
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Rushin’ Troubles 


Yes, you were right. Nelson Electric 
Supply Co. doesn’t stock “rigid alu- 
minum cable, up to and including 4- 
inch,” as reported on page 41 of our 
June issue. What we meant to say 
was conduit. And that picture on 
page 51 in the same issue certainly 
was not Mr. Riley's living room—as 
anyone who can recognize dining 
room furniture should know. How 
did it happen? We figure that in 
rushing the issue through so that we 
could get down to Atlantic City to 
cover the NAED convention (which 
you'll read about on pages 37-50 of 
this issue), our usually extra-careful 
job of proofreading suffered. 





Burndy Commends Reps 
With 25 Years Service 


NORWALK, CONN.—Atr a- recent 
sales meeting Burndy Engineering Co., 
Inc., awarded seven of its sales repre- 
sentatives certificates of recognition 
for 25 years association with the 
company. 

Those honored were (seated in pic- 
ture, left to right): C. B. Brosehart, 
Bradley Co., Inc., Philadelphia and 
Washington, D. C.; V. J. Brown, Vin- 
cent J. Brown Co., Buffalo and Syra- 
cuse; J. J. Costello, J. J. Costello Co., 
Boston and New Haven; H. H. Har- 
rington, The Harrington-Fishel Co., 
Cleveland; G. P. Russel, representing 
Muller Harper and Assoc., Hunting- 
ton, W. Va., and Pittsburgh 

The Burndy 
tended the presentation. Standing 
(left to right): S. N. Loomis, control- 


board of directors at- 


ler; M. Lee, executive vice president; 
S. Wolberg, director of purchases; J 
Rogoff, chief engineer; B. Dibner, 
president; and E. E. DeMarsh, vice 
president-sales, who made the awards 

AIEE President E. B. Robertson, 
Elgin B. Roberton, Inc., sales repre- 
sentatives for Dallas and Houston, was 
absent when the photograph was 
taken 


BURNDY REPS, seated, who were 
honored last month on the occasion 
of 25 years association with the firm 
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WESTINGHOUSE 
and 
THE BARTON CORP. 
just two of the leading 
electric dryer 
manufacturers who 
recommend 











Rodale’s 


30-AMP, 3 - WIRE 


Dryer Cord Sets 


with - L’” Shaped 
Grounding Contacts 


Rodale’s complete new 
30-Ampere, 


3-wire devices especially designed for 


It's here... 
line of Dryer Cord Sets... 


electric dryers, and endorsed by the 
nation’s leading electric dryer manu- 
facturers. No more makeshift installa- 
tions... now you can be sure, you can 
be safe, you can save on time and 
money...use the units manu- 
facturers recommend! 


AVAILABLE NOW 
FROM JOBBERS 
COAST-TO-COAST 


Rodale 


MANUFACTURING COMPANY, Inc. 
EMMAUS, PENNSYLVANIA 


Warehouses in CHICAGO and LOS ANGELES 
Sales representatives in all areas 
selling through your favorite wholesaler 


WRITE FOR YOUR FREE 
COPY OF “THE DRYER UNIT 
YOU'VE BEEN WAITING FOR!” 


Cat. No. 542-5 — pirates oe a 
Cat. No. 542-6 — 6 foot length — 





CERTIFIED 


— 60% 


NEOPRENE BY WEIGH 


Code interpretations By 
Fire Protection Assn. 


BOSTON, MASS.—A series of six 
official interpretations of the 1953 
National Electrical Code have been 
released by the National Electrical 
Code Committee of the National Fire 
Protection Assn. 

Subjects dealt with were: hospital 
operating room circuits; use of therm- 
ostats; clearance of conductors over 
roofs; ventilation of transformer 
vaults; sales required in conduit runs; 
and circuit breaker trips 

Summary of the texts follow: 

Hospital operating room circuits. 

Paragraph “f” of section 5135 of 
the 1953 edition of the National Elec- 
trical Code, requires that cach circuit 
within an anesthetizing location be 
supplied from an ungrounded dis- 
tribution system which shall be iso- 
lated from any distribution system 
supplying other areas. 

Interpretation — Each circuit does 
have to have separate isolating means 
One isolating means may be used to 
supply more than one Circuit in a 
single location. It is permissible to use 
one isolating means to supply more 
than one location but subject to the 
current limitation of 2 milliamperes 
required in subparagraph 4 of para- 
graph “f” of section 5135 

Use of thermostats. 

In a 115 volt ac. two-wire, oil 
burner circuit supplied by a properly 
grounded service, it is proposed to in- 
corporate a single pole line voltage 
thermostat in the grounded neutral 
wire. The oil burner is properly con- 
nected by safety controls, so that it 
will be disconnected in the event of 
abnormal operation. The thermostat 
complies with the requirements of 
paragraph “b” of section 4277 in that 
it does not have “on” and “off” posi- 
tions. 

Interpretation—The location of this 
single pole thermostat in the grounded 
circuit conductor is not contrary to the 
intent of section 3801 of the code. 
Section 2599 is not applicable to the 
proposed use of this thermostat. 

Clearance of conductors over 
roofs. 

In a building with a flat roof with 
no ready access such as by means of a 
permanent ladder or a scuttle hole, 
service conductors operating at a volt- 
age between them not in excess of 300 
volts would not meet the intent of 
paragraph “a” of section 2322 if they 
had a clearance of 3-feet from the 
roof. 
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The answer is also no to the follow 
ing question. In a building with a flat 
roof, but with a scuttle hole and 
permanent ladder attached to the wall 
adjacent to the scuttle hole, would 
3-foot clearance of service conductors 
operating at a voltage between them, 
not in excess of 300 volts, be in com- 
pliance with paragraph “a” of section 
2322, where only roof maintenance 
personnel would have reason to work 
on the roof? 

Ventilation of transformer vaults. 

It is not the intent of article 450 to 
require ventilation in a vault housing 
a water-cooled transformer where the 
design of the transformer and the flow 
of water are judged adequate to keep 
the transformer temperature well with 
in safe operating limits under normal 
operation conditions for the installa- 
tion. 

Seals required in conduit runs. 

A 3-inch conduit containing four 
250 mcm. conductors, 120-208 volts, 
leaves a transformer room and extends 
120 feet to a power distribution panel. 
No fittings other than couplings are 
in the run. Walls will be erected be- 
tween the panel and the transformer 
vault to enclose a room through which 
the feeder will run. This room will be 
a hazardous area, containing gasoline 
vapors 

Interpretation—Article 500 of the 
code does require that this conduit 
run, which passes through but does not 
serve anything in the room, be dis- 
mantled and sealed fittings inserted 
the walls of the hazardous area 

Circuit breaker trips. 

A manually-operable circuit breaker 
is equipped with a handle for closing 
and a push button for tripping, both 
of which are for mechanical operation 
by the hand. The tripping mechanism 
is entirely mechanical. 

Interpretation—It is not the intent 
of section 2354 to prohibit the use of 
such a circuit breaker as the service 
disconnecting means. 

The announcement of the six official 
interpretations was by Charles L 
Smith, secretary of the code commit- 
tee; NFPA electrical field engineer. 
NEMA Adds Section 

NEW YORK, N.Y.—The National 
Electrical Manufacturers Assn., has 
formed an electric house heating 
equipment section. Officers of the sec- 
tion are: chairman, James E. Goff, vice 
president, Ceilheat, Inc., Knoxville, 
Tenn.; vice chairman, H. O. Anderson, 
vice president in charge of sales, Rock- 
bestos Products Corp., New Haven. 


MEBELL 


3 and 4-wire 


ELECTRICAL 
CONNECTORS 


Wherever motor driven tools or 
portable electrical apparatus 
are used, Hubbell Twist-Lock 

is récommended for 2, 3 or 
4-wire systems . . . for increas- 
ing electrical capacity . . . 
safety . . . modernization, or 
for grounded protection. 


SF awe wdinat 


MOLDED INSERTS 
Add Strength and Safety 


base, imbedding 
them in the rugged 
composition and 
assuring positive 
“wobble-free” con- 
nections, 





This mony 
Hubbell rsvelity fo features 
thet make Twist-Lock first 
and still the finest with 
these who know. 


Twist-Lock 3 and 4-wire 
sizes are available 
grounded or not 
grounded. 


HEAVY DUTY 


HARVEY HUBBELL, Inc. 


BRIDGEPORT, | CONNECTICUT 








M&W 


SERVICE ENTRANCE MAST 


FITTINGS 


FOR 


SERVICES THREE NO. 10 


TO THREE NO. 2 INCLUSIVE 





TYPICAL ENTRANCE MAST 
INSTALLATION 


Make Installations EASIER, FASTER 
with these TIME-SAVER KITS! 


NOW you can obtain ALL IN ONE PACKAGE all needed fittings for 


quick, complete entrance mast installations. Including (A) 144” Service 


Entrance Head, (B) Threadless Top 


Fitting 2” or 22” to 14”, (C) Heavy 


Duty Mal. Iron H.D.G. Ins. Bracket, (D) 2” or 22” One Hole Strap, (E) 


Threadless Bottom Fitting for inside 


of 2” or 22" conduit or pipe to 1” or 


1%”. The one-bolt Insulator Bracket made of galvanized malleable iron. 
Insulators feature wet process porcelain spools with 2” pin and brass 
cotter. For fast, time-saving installations, order these M & W Kits: 


FOR 2” Pipe or Conduit SM- 
200 Kit Consists of 114” Entrance 
Head, Pole Top Fitting, 3 Pipe Straps 
and Pole Bottom Fitting with 14” to 
1” reducer. 


SM-200-I Kit. Same as above 
except also includes three Insulator 
Brackets. 


FOR 2'4” Pipe or Conduit SM- 
250 Kit Consists of 114” Entrance 
Head, Pole Top Fitting, 3 Pipe Straps 
and Pole Bottom Fitting with 1%” to 
1” reducer. 


SM-250-1 Kit. Same as above 
except also includes three Insulator 
Brackets. 


All parts furnished in kit form or separately. Ready for im- 
mediate delivery. See your jobber or write for 1954 Catalog. 


@ MANUFACTURERS OF WATERTIGHT SERVICE ENTRANCE CONNECTORS — 
GROUND CLAMPS & RODS — BX-ROMEX CONNECTORS — WIRE HOLDERS — 
SERVICE ENTRANCE FITTINGS — CONDUIT HANGERS & INSULATOR SUPPORTS. 


EAST 


ee 





SHORT SHOTS 











Barbecue pits, swimming pools 
and other luxury items are no 
longer eligible for FHA home 
modernization and repair financ- 
ing. Other newly-banned items 
specifically include: tennis courts, 
kennels, flower boxes, grading and 
landscaping, penthouses, photo- 
murals, steam cleaning of exterior 
surfaces, stands, tree surgery, val- 
ance or cornice boards, green- 
houses, venetian blinds, fire alarms, 
fire detecting devices and burglar 
alarms. 

A Salt Lake City appliance dealer 
reports sales were disappointing when 
he offered to throw in for one cent 

l¢) a used car of 1940-42 vintage 
with each purchase of a TV set, re- 
frigerator or range 

The large, modern office build- 
ing, with its spiraling power re- 
quirements, can be more economi- 
cally served by a 480-volt system 
than by the 208-volt widely used 
now. Cost comparison studies un- 
dertaken by Power, McGraw-Hill 
publication, based on assumed costs, 
show savings with higher voltage 
can reach $30 per kilovolt-ampere. 

Dave Beck's Teamsters ran a nation 
wide spot check on all trucks on the 
highway last month. Officially it was 
to see whether equipment and employ 
Federal 
standards. However, some labor sources 


ment terms met state and 


said the checkers also talked up, to 
non-union drivers, the advantages of 
joining the Teamsters 

Transistors that have complete 
stability have been developed by 
Sylvania Electric Products Inc. The 
company has also announced the 
development of germanium-silicon- 
alloys that will permit transistors 
to operate effectively at high heat 
levels. The transistor is the tiny 
crystal device that is opening up 
many advances in the field of elec- 
tronics. 

Discount houses still surge upward. 
In some areas there is predicted a 
doubling between now and the end 
of the year in the number of the cut- 
price operators. They are already esti- 
10,000 to 12,000. The dis- 
selling on a limited 


mated at 
counters, now 
scale by mail, are said to be planning 
bigger mail order operations out of 
Washington, D.< 
laws exist. A Senate subcommit- 


where no “fair 


trade 
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tee is holding hearings on a proposed 
“fair trade” law in the capital. Last 
month, in Chicago, wholesale jewelers 
urged their retail customers to trim 
mark-ups as one counter measure. A 
New York City discount house adver- 
tises in its windows that it will under- 
sell any competitor. 

Why do the British, who have 
had TV since 1937, prefer the 17- 
inch picture tube size while the 
American preference is 21-inches? 
A British electronics specialist of- 
fers this explanation. Americans, 
with central heating in their 
homes, can spread out in their liv- 
ing rooms and watch television 
from a distance. In England, he 
said, the common living room coal 
fireplace tends to group people 
more closely, making the smaller 
screen size preferable. 


Appliance, radio and TV dealers 
the number of failures in 1953 climbed 
to 348, the largest on record for any 
year in this field, and 65.71 per cent 
above the previous year. The failure 
rate was 116 for each 10,000 concerns 
Also a higher ratio. Dun & Bradstreet, 
in a just completed analysis, points 
up one basic fact. The underlying 
cause of failure in approximately on« 
third of the cases was due to either 
unbalanced experience or lack of man- 
agerial experience. 

“Price Pirates” are the subject of 
more than just talk. Some 84 court 
actions have been instituted or con- 
cluded successfully by the General 
Electric Co., since the beginning of 
the year against violators of the 
various fair trade laws. 


Letterhead” wholesalers are said to 


be on the increase. These operators 
have little in the way of assets, except 
stationary plus a desire to get goods 


at a discount. 


Here are some more items that 
have been banned under FHA's 
Title 1 program: Lawn sprinkling 
systems, door opening and closing 
devices, fire extinguishers, radiator 
covers, burglary protection bars, 
dumbwaiters, outdoor fireplaces, 
hearths, airplane hangars. 

Cuba’s newest multi-million dollar 
industry is TV—but it's skidding down 
the road to bankruptcy. The tropical 
island is the second largest TV country 
in the world, surpassed only by the 
United States, but it cannot sustain five 
channels. A conservative estimate 


places the monthly loss at $100,000. 
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MONEY 


COU CUSTOMERS 


PRICING ERRORS 
OUT-OF-DATE PRICES 


DELAYED QUOTATIONS TIME 


YOUR BEST SOLUTION 
IS TO ORDER A 


On TODAY! 


THE ELECTRICAL WHOLESALE 
PRICE BOOK SERVICE PUBLISHED 
BY TRADE SERVICE PUBLICATIONS, INC. 


¢ PROOF / 
HERES = WHAT TYPICAL DISTRIBUTORS SAY 
ABOUT TSP: 


«_—eut down on 


co 


Electric Sup 
Boston, Mass- 


was one of the first 
A! : fos ordered for our 
new ranch.”-——Edward 
Annixter, Englewood 
Electrical Supply Co., 
Chicago, Hlinois. 








You, too, can get the benefit of our 20 years experience. Distributors 
from coast to coast rely on TS P for latest up-to-date price information. This 
detailed price information service is designed especially for your operation 
as an electrical wholesaler. It is supplied in loose leaf form and kept up to date 
with latest revised price sheets mailed weekly. Net prices are calculated to save 
you time and are tailored to your own individual location. This saves you time 
and avoids errors. The basic price book is thoroughly cross indexed with 
specific page numbers given for every manufacturer and item listed in the 


2,500 pages. 
sade 


ersuice 





WRITE TODAY FOR FREE 
DETAILED INFORMATION 
ON HOW YOU, TOO, 

CAN BENEFIT BY USING “ 
TSP SERVICE! 


tonud 


INCORPORATED 


673 No. Wells St. 
Chicago 10, il. 











LIGHT AS YOU WANT IT CALENDAR OF EVENTS | 


MEW for Machine Tools, Assembly } 
and Inspection Benches Los Angeles Trade Fair, Inc. 


Sixth Western Housewares Show 
/ 54 Shrine Auditorium 
F ©] S T © ] 4 : A Los Angeles, Calif 
MODELS August 1-4 
Trade show, exhibits 
Houston Gift & Housewares Show 
Chamber of Commerce Trade Show 


Ben Milam Hotel 
Houston, Tex 


FINEST OF ALL August 15-18 
LIGHTING Exhibits 


Western Electronic Show & Convention 


MODEL 2-MH-700 
Overall length 35” S 04 in std. Pan Pacific Auditorium and Ambassador 


Each Pko- of 8 Hotel (Convention Hdatrs. ) 
Less $8.80 ea. Los Angeles, Calif 
Reflector—5” long x 374” wide x 3” deep. Rotates August 25-2 
360°. Accommodates 100 wate A-21 or 60 watt . ly | 
A-19 lamp. Show, convention sponsored jointly by 
aa Arm Joints—New patented tension disc design. West Coast Mfrs. Assn. and Los 
w : . ? , = - 
Links s mcm 5 apo with only one hand. Available Angeles. San Francisco I.R.E. sections 
Exact! La dindts / . , —— P a 
Se acd Base—Universal for vertical or horizontal mount- Int'l Electrotechnical Commission 
Ane adaptable to outlet boxes. Collet revolves Golden Jubilee Meeting 
oft J e lvan 
Wiring — McGill industrial socket 4101-FL with Cais. of Puneyeesan 
Levolier switch. 8 ft. POT-32 18-2 heavily insulated Philadelphia, Pa 
oil resistant wiring with molded plug. ‘ September 1-16 
Finish—Gray baked enamel. Reflector interior, high Fee 
temperature White. Meetings 








Rocky Mountain Electrical League 
Fall Convention 


WRITE for complete catalog of 1 os : Sean! Hotel 
Localite models for every indus- stanley fiotel 
trial use. Estes Park, Colo 


THE FOSTORIA PRESSED : Sept. 12-15 

aang ~~ ~*ertcaaae ticcale Speakers, committee meetings, demon 

estevin, Gite for Light ON the Job strations, banquet, golf, entertainment 
~~ 


Localites available through 
wholesalers everywhere foe U.S Pot On Illuminating Engineering Society 
Nat'l. Technical Conference 


Chalfonte-Haddon Hall Hotels 
Atlantic City, N. J 
September 12-16 
Meetings, conferences 
Lake Michigan Club 
Nippersink Manor 
Genoa City, Wis 
September 14-16 
Meetings, tournament golf 
Porcelain Enamel Institute 
Annual Meeting 
The Greenbrier 
White Sulphur Springs, W. Va. 
September 29-October 1 
Meetings 
International Association of Electrical 
Leagues 
The Bellevue-Stratford 
Philadelphia, Pa 


SAVE TIME ON WIRING INSTALLATION JOBS WITH September 29-October 2 
KEYSTONE WIREWAYS AND AUXILIARY FITTINGS! ain eee 


) 


National Electronics Conference 
10th Annual Conference 
Hotel Sherman 
Chicago, Ill 
October 4-6 
Meetings 


Next time you’re figuring a wiring installation job, you'll 
find it pays to specify Keystone Wireways and Auxiliary 
Fittings. They’re quality built from end to end .. . designed to 
permit quick, easy, economical installation of wiring for main 
power lines, feeders, branch circuits, meter boards, service 
boards, loadside switches, etc. And they’re available in both National Association of Electrical 


Distributors 
(Pacific Zone Convention ) 
Mark Hopkins Hotel 
< : 
FREE CATALOG describes and _— Francisco, Calif 
illustrates the entire line of Keystone October 3-6 
Meetings, speakers 


Wireways and Fittings, Cutout Boxes 
alls oe gon! yay Ry KEYSTONE MANUFACTU RING COMPANY Indiana Electric Association 
; 23328 SHERWOOD AVENUE Annual Convention 


Contains complete specifications and 2 ; 
prices. Send for your free copy today! CENTER LINE (Detroit), MICHIGAN French Lick Springs Hotel 
French Lick, Ind., 


October 6-8 
Meetings, golf 


flanged and flangeless styles in the most complete range of 
sizes and lengths ... 21%” x 214" x 1’ through 8” x 8” x $’... 
to meet your exact requirements. 


Sold Through Leading Electrical Distributors Coast-to-Coast 
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Eastern Canada All Electrical Show 
Show-Mart Exhibition Hall 
Montreal, Quebec 
October 6-10 
I xhibits 


National Hardware Show 

Navy Pier 

Chicago, IIl. 

October 11-15 

Exhibits 
New Jersey Council of Electrical Leagues 

18th Annual Convention 

Ambassador Hotel 

Atlantic City, N. J. 

October 15-16 

Exhibits, meetings, banquet 
National Safety Council 

i2nd National Safety Congress & 

Exposition 

Chicago, IIl. 

October 18-22 

Exhibits, meetings, awards 
National Association of Electrical 

Distributors 

Board of Governors 

Hershey Hotel 

Hershey, Pa. 

October 24-27 

Meetings 


National Electrical Contractors Assn. 
Jung Hotel 
New Orleans, La 
October 27-30 
Conferences 
National Motel Show 
Morrison Hotel 
Chicago, III. 
November 1-3 
Exhibits of construction and maintenance 
of motels, recreational, restaurant, 
laundry facilities, furnishings, cleaning 
equipment 


National Hotel Exposition 
39th Exposition 
Kingsbridge Armory 
The Bronx, N. Y. 
November 8-12 
Exhibits 


American Standards Association 

Fifth National Conference 

Hotel Roosevelt 

New York, N. Y. 

November 15-17 

Industry, national engineering associa- 
tions, technical 
groups 


societies, consumer 


National Retail Show 

Store Modernization Institute 

Ist Show 

Madison Square Garden 

January 7-11, 1955 

Fixturing and equipment exhibits 
Essex Electrical League 

9th Electrical Industrial Exposition 

Olympic Park 

Newark, N. J 

March 8-10, 1955 

Exhibits 


Materials Handling Exposition 

International Amphitheatre and Exhib'- 
tion Hall 

Chicago, Ill 

May 16-21, 1955 

Theme is “Obsolescence,” includes ex- 
hibits on automatic factory, displays, 
conferences 
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a hrand ndw slant 


on cove hehting 


beams 80% of light directly 
upward and outward! 


beams 20% of light downward 
to brighten side walls! 


perfect shielding in 45° x 90° 
zones by GrateLite! 


as luminous indirect cove 


in , room 


in barber shops 


over hospital bed 


GUTH GRATELITE™ 
LUMINOUS COVE 


(the 2-in-1 bracket ) (1™ Pas. rena) 
An exciting new look. Sparkling—like 

a superb diamond! Classic beauty 

and workmanship in the Guth tradition. 
It’s the new fashion in Cove lighting 
made possible by GRATELITE: low 
brightness, high efficiency, excellent 
diffusion, low upkeep. 


CAN TURN IT OVER, TOO: 


LOOK! Ut 


Mounted “upside-down”—it solves dozens 
of tricky lighting problems where 
downward and outward beams are needed. 


Write on your letterhead today for 
Bulletin 929-G. 


*U. S. & Can. Pats. Pend. TM Reg. 


chalkboard downlite with cove 


THE EDWIN F. GUTH CO. « ST. LOUIS 3, MO. 








These 

bulletins are 

helping you sell 

FEEDRAIL Trolley Busways 


They've just been completely revised and brought up 

to date to include the latest developments and im- 
provements in the. FEEDRAIL trolley busway design. 

They're being sent out by us and by our representa- 

tives to prime industrial prospects all over the country— 

the men and plants that want and need the safe, mod- 

ern and efficient electrification offered by FEEDRAIL. 

If you're a FEEDRAIL distributor, you'll want to be sure bp: 
that your sales force is equipped with this literature to 

answer your customers’ inquiries. Contact your local te 
FEEDRAIL representative or write us direct. Dept. W-7. EE crear, 


D4-1 | 
€ ic 


FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc 
125 BARCLAY STREET © NEW YORK 7,N_Y. 


ic 
fy 
a 








srpecrtacey Q@vuatirign REPRESS EMTATIVES in PRincrPat civees 


Just one of hundreds 
of Specification Grade’ 


in the new 


1954. CATALOG 
(Yours for the asking) 


it) 
SLATER ELECTRIC & MFG. CO., INC. WOODSIDE, N. Y. 








PEOPLE IN THE NEWS 











Carroll M. Frederickson, treasurer 
of the Korsmeyer Co., Lincoln, Neb., 
has been elected to the board of di- 
rectors of the National Association 
of Credit Men. He serves on the board 
as a director of the district which com- 
prises North Dakota, South Dakota, 
Nebraska, Iowa and Minnesota. Mr. 
Frederickson is also a member of the 
board of directors of the Lincoln 
Association of Credit Men, wholesale 


division 


Charles S. Witherspoon was re- 
cently named assistant sales manager, 
contract division for the Times Appli- 
ance Co., Inc., New York City. Arthur 
F. Callahan, vice president and gen- 
eral manager, made the announcement. 
Mr. Witherspoon has been household 
sales manager of Nash-Kelvinator and 
was associated with Hotpoint and Rex 
Cole, Inc. 


Samuel Roskin, president of Ros- 
kin Distributors, Inc., was recently 
elected president of the Hartford 
(Conn.) Jewish Federation. He suc- 
ceeds Francis E. Stern, Stern & Co., 
who was named chairman of the 
board of federation 


Edwin Durham Schane, Jr., of 
Atlanta, has joined the Morris F. 
Taylor Co., Inc., manufacturers’ rep- 
resentative organization in the South- 
east, as a dealer contact man. Mr 
Schane covers the southern states be- 
low Virginia working in connection 
with, but apart from, the Taylor Co., 
district managers in those areas. He 


ibutor salesmen in 


works with distr 
making direct dealer contacts with 


them 


Albert L. Hutcheson, credit man- 
ager of Graybar’s Buffalo branch, is a 
member of the Western New York 
Credit Men's Assn 


Norman J. Learned, Le Valley- 
McLeod, Inc., Elmira, N. Y., has an- 
nounced the election of J. French 
Robinson a director of the company 
Mr. Robinson is president and director 
of Consolidated Gas Co., and chairman 
of the board of The East Ohio Gas 
Co. 


John S. De Noia is assistant in- 
dustrial sales manager of the Permacel 


Tape Corp., New Brunswick, N. J. 


R. L. Bobo has been appointed 
Great Lakes regional manager for Fed- 
eral Electric Products Co., and its 
wholly owned subsidiary, Pacific Elec- 
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tric Mfg. Corp. He is responsible for 
sales in Michigan, Ohio, western New 
York, western Pennsylvania, Kentucky 
and West Virginia 

Clifton H. Emerson has been pro- 
moted to the position of sales man- 
ager of 
England district, for the Sylvania 
lighting division. Walter H. Howard 
has been promoted to district sales 
manager, New England district. 


national accounts, New 


Irwin Kenner has been promoted 
to sales manager of the Rhode Island 
Insulated Wire Co. Mr. Kenner has 
been with the company 10 years. His 
assignments have included office man- 
ager, credit manager, and sales co- 
ordinator. His headquarters are in 
Providence 


John R. Foster is sales and service 
manager of Advance Electric and Re- 
lay Co., Burbank, Calif 


Frank A. Mitchell, is the new 
general sales manager of Remington 
Corp. He has been active in the air 
conditioning field for the past 6 years 
Mr. Mitchell joined Fedders-Quigan 
as sales manager of the unit air condi- 
tioner department in 1948. Four years 
later he became general sales manager 
for the Servel appliance division 





FOR 
MODERN 
QUALITY 
FITTINGS 

Specify 


Altuntic C'onpuit Jy irtines} 


COMPANY 


BOSTON MASSACHUSETTS 
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JACKSON YARDLIGHTS 


PORCELAIN ENAMELED 


"© Jackson Yardlights are impervious to 

, wind and weather and truly last a life- 

time. Made of one-piece heavy gauge steel 

finished in three coats of Vitreous Porcelain 

Enamel. Completely wired and assembled. Listed by U. L. 
Approved for R. E. A. installations. 


SOLD ONLY THRU WHOLESALERS 








ORNAMENTAL LIGHTING BRACKET WO. 6957 


Finish is black and brass. Height is 72”"—extends 
14 Completely wired. Individually pocked. Ac 
commodates 100 watt bulb or PAR lamp ond is 
for use in garages, motels, side entrances of public 
buildings, ranch type homes, and such places where 
ornamental brackets are needed 


JACKSON ELECTRICAL COMPANY 


TREET CHICAGO 7, ILL} 


Insure The Quality 
oe am dS) ame Ae: Pd ek ee 


UNIVERSAL PORCELAIN INSULATORS 








on 
@ You can fit all your 


customers requirements and make 
every wiring job a better job 
with Universal Porcelain Insulators. 
They have uniform body density, 
high dielectric and physical strength 
to resist temperature extremes, 
moisture, fumes, smoke and 
most acids. Put quality first 
— specify Universal Porcelain 
Insulators. 


CLEATS © SCREW KNOBS © NAIL KNOBS © HOUSE BRACKET INSULATORS * HOUSE BRACKETS * ANTENNA INSULATORS 


tHe UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST STREET @® SANDUSKY, OHIO 





pant 
yeast pagnecls ce 
musth eae aos 


/ -from molten metal to finished fittings 


ca 


# TO USER 


Satisfacte 


@ Here is the complete line of E.M.T. fittings 


—all styles—Compression Type, Set Screw 
Type—BM Indenter and the two piece econ- 


omy Connector. 


MALLEABLE PRODUCTS CO. 


Gen. Sales Office: 222 W. Adams St., Chicago 6, Mlinois 
Foundry and Plant: Decatur 60, Ilinois 





OBITUARIES 








Charles R. Corcoran 

Charles R. Corcoran, general sales 
manager of the Russell & Stoll Co., for 
28 years, died on May 25th. He was 
65 years of age. 

Mr. Corcoran was long a well known 
and well liked figure in the electrical 
equipment industry and a regular at- 
tender of wholesalers conventions. He 
became sales manager of the company 
in 1926 and was actively employed in 
sales promotion of Russell & Stoll’s 
lines of electrical equipment special- 
ties. 

Mr. Corcoran was born in 1889 and 
his first job was with the New York 
Street Railways as claim agent. Fol- 
lowing that he held a number of posi- 
tions with various electrical manufac- 
turing concerns. He became a 
manufacturers sales agent in Boston 
in 1922 and a year later, R&S New 
England representative. Two years 
later he was called to the home office 
by Mr. Stoll as sales manager and re- 
mained in that position until his death. 


Edward T. Janecek 


Edward T. Janecek, 60, sales man- 
ager for the Lappin Electric Co., Mil- 
waukee, died on June 7th, after a 
week's illness 

Mr. Janecek had been Lappin’s sales 
manager for the last nine years. Be- 
fore coming to Milwaukee, he man- 
aged his own firm for five years in 
Joliet, Ill, and was previously manager 
of a company at Fond du Lac, Wis. 


William S. Nyerges 

William S. Nyerges, manager of the 
Bellevue lamp works, General Elec- 
tric’s lamp division, died suddenly on 
June 3rd. He was 53 years of age. 

Mr. Nyerges had been manager at 
Bellevue since its establishment in 
1943. He had had 32 years of continu- 
ous service with G.E, all with the 
lamp division. In 1935, Mr. Nyerges 
was awarded the highest honor con- 
ferred by G.E. for outstanding service. 


Francis M. Parsons 

Francis M. “Red” Parsons, 56, vice 
president and sales manager, Kellogg 
Switchboard and Supply Co., died on 
May 24 


Guy B. Tucker 

Guy B. Tucker, head of the elec- 
trical supplies department of Orgill 
Brothers & Co., Memphis, died after 
a long illness on May 25th. 
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MANUFACTURERS NAME 
SALES REPRESENTATIVES 


J. R. Richards Co., Carnegie, Pa., has 
appointed The Powers and Powell Co.. 
sales agents to represent the firm in 
the state of Ohio. Powers and Powel] 
are located at 1900 Euclid Ave., Cleve- 
land and was established in 1952. It 


is headed by E. C. Powell. 








Prescolite Mfg. Corp., Berkeley, 
Calif., and Neshaminy, Pa., announces 
the appointment of Jim P. Ferry as 
their new sales and service representa- 
tive for the Pacific territory. Mr 
Ferry’s headquarters will be in Hono- 
lulu, with offices at 1169 Kapiolani 
Blvd. He has been working with 
northern California houses for 12 years 





ASSOCIATION NEWS | 


CHICAGO—Helen G. Collins, office 
manager of the Seniority System, 
Electrical Joint Arbitration Board, was 
elected chairman of the Women’s 
division of the Chicago Electric Assn., 
for the coming year. Margery J. Kull, 
North Town Refrigeration Corp., had 
served as chairman during the 1953- 
54 period. Genevieve M. Dooner, of 








the Commonwealth Edison Co., was 
elected vice-chairman and Frances P. 
Dick of the Electric Association re- 
mains secretary-treasurer of the divi- 
sion. 

The new officers and executive 
committee were installed at the an- 
nual June party of the women’s divi- 
sion. The new officers will preside 
at the first fall meeting of the division 
in September. 


DENVER—Plans are under way for 
the Fall convention which is to be 
held in Estes Park, Colo. J. P. “Jim” 
Roger is general chairman, and K. J. 
“Ken” Haines is program chairman. 


LOS ANGELES—On the agenda of 
activities of the Electric League of Los 
Angeles, Inc., are: “Appliance Dealers 
Week; Retailers Evaluation of “Dis- 
tributor of the Year”; TV _ Public 
Relations program; Wiring program 
for electric ranges, dryers and heaters; 
League program to obtain permission 
for appliance dealers to make minor 
inside adjustments and attachments of 
appliances. 


PHILADELPHIA—Ralph R. Eng- 
houser is chairman of the 1954 cam- 
paign committee for the Annual Fall 
Lighting Campaign. 
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Here's a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock lime every month .. they are being told 
and sold. Use display boards, stock the full line for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line 


PLIER DESIGN THAT OBSOLETES ALL OTHERS 








CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 











C 


lhe Emblem of Quali MnieelE7s 


here... 


There’s order in this plant—and in the 
many, many other factories and offices 
equipped with Faraday signals and 

systems. They stop confusion and save 
steps, paging and signaling clearly 
and faithfully, day-after. day, 
year-after-year. 
For generations, Faraday engineers 
have designed bells, buzzers, 
horns, chimes and complete systems 
to meet an endless variety of 
signaling needs and sound level 
requirements, 


WRITE FOR DESCRIPTIVE LITERATURE 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


SPER T 


CONSOLIDATED BY 


FARADAY 


| 4 ADRIAN, MICH. 


BELLS - BUZZERS HORNS - CHIMES © VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 








JOINED for LIFE 


with DOSSON 


SERVICE 
CONNECTORS 


The choice of connectors is 
wide, but there's a big dif- 
ference when you choose a 
Dosson. Years of testing under 
the worst weather and corro- 
sion conditions give undisputed 
proof of Dosson’s permanent 
grip. Makes quick, simple, 
efficient connections for solid 
and stranded conductors in 
sizes No. 14 to 1000 MCM. High 
contact pressure between con- 
ductors assures maximum 
security .. . eliminates mainte- 
nance. Check these important 
Dosson features: 

High translation of torque by 

low coefficient of friction 

High contact pressure 

Free from vibrational loosening 
Withstands high tightening torque 
Maximum contact area 
“DURONZE”" alloy 

Made of high strength 

Better conductivity 

High corrosion resistance 
Economical—vusable over 

and over again 

Dossert precision- manufactured 





co 





YEARS OF 
TECHNICAL 
KNOW-HOW 


IDossERT 


MFG. CORP. 


249 HURON STREET, BROOKLYN 22,N. Y 








NEW LITERATURE 











Air Conditioning — “What's in Air 
Conditioning for Electrical Contract- 
ors,’ is a 20-page reprint of a thought- 
provoking article that appeared in the 
April issue of Electrical Construction 
and Maintenance. Reprints are offered 
free to electrical contractors and 
wholesalers. The articles show a way 
for contractor to get a greater share 
of the booming air conditioning mar- 
ket. The reprint may be obtained by 
writing number of 
wanted) the Cooler-Aire Co., 4841-45 
North Elston Ave., Chicago, Ill 


( State copies 


Component Parts—Designed specific- 
ally for original equipment manufac- 
turers who incorporate electrical com- 
ponents into their products for resale, 


a 100-page bound 


catalog contains 
information on many new products. 
Over 2,500 catalog numbers are listed. 
Manual 


prices, and dimensional outline draw- 


includes descriptions, list 


ings on the majority of products 


Copies are available upon 
from the Trumbull Components de- 
partment, General Electric Co., Plain- 


ville, Conn 


request 


Metal Stampings — “Trims, Panels 
and Escutcheons,” is a 4-page brochure 
which illustrates the use of decorated 
metal stampings as functional compo- 
ment parts. Examples shown include 
uses ranging from locomotives to table 
model Brochure is non-tech- 
nical, intended to suggest the possibili- 
improving appearance and 
salability of major products while re- 
ducing overall Published by 
American Name Plate & Mfg. Co., 
Chicago 24, Ill 


radios 
ties of 


costs. 


Diffusion Outlets—An engineering 
report on tests recently completed by 
L. E. Seigel, R.M.E., at Case Institute 


& 


(Sys 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 








MEMO FROM 4 


JAKE BUTE ISOC 


Here's one that 
fits 
remodeling 
programs 
like a glove! 








HANDY ANGLE SAW 


just$13-75 including blade assortment 


A rugged, all-purpose saw at a price thot 
defies comparison! Cuts all materials—wood, 
sheet metal, even pipe 


Just 7” long, weighs 1 Ib. 612 oz. Special 
handshaped body, right angle motor mount- 
ing for tight spots. Blades reversible for 
right, lefthonders 


Use on 1%” drills or flexible shafts, any 

speed 1800 to 3500 R.P.M. Contour-cutting 

“bayonet” blades or rigid “‘taper’’ type 

TROUBLE-FREE GEARLESS MECHANISM 
FULLY GUARANTEED 


PRICE & RUTZEBECK 
POST OFFICE BOX 30 
HAYWARD, CALIFORNIA 


HERWIG 


ORNAMENTAE 
LIGHTING 

S 
FIXTURE OF TRUE 
DISTINCTION 


Exterior and interior fixtures in 
heavy cast iron, cast bronze, or 
cast aluminum. Over 200 attractive 
modern, colonial, and gothic designs. 
Herwig fixtures are in constant de- 
mond for: 


e SCHOOLS e HOMES 
e CHURCHES e LIBRARIES 
e PUBLIC BUILDINGS 


Y- 


Herwig fixtures are con- 
structed in metal this thick. 
} They are built to last as 
} long as the building. 


Write for Catalog #50 











THE HERWIG COMPANY 
1757 Sedgewick Street, Chicago 14, Ill. 
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ot Technology, on the use of per- 
forated acoustical baffles as warm air 
diffusion outlets in a_ translucent 
suspended is available for distribution. 
No objectionable air velocities were 
found. With outside temperatures 
ranging from —5°F. to 20°F., the 
test room (13 ft. by 18 ft. by 8 ft.) 
temperatures were measured by 
thermo - couples and thermometers 
spaced to determine the floor-to-ceil- 


ing gradient. Also shown in the 4 : P ° - 
a ' @ : are built to give 


report is a table of air flows versus - 

pressures at inlet. For copies write the : extra | ali 

F. W. Wakefield Brass Co., Vermilion, er : ong li fe 
Ohio. ; service 


Industrial Lighting—Bulletin gives 

~ 8 8 _. / A special bronze alloy of the highest conductivity and 
complete technical data and specifica- strength is used in Shormon's extra heavy Rigid-Type 
tions on industrial units. One section : , Ground Fittings igged bodies provide maximum 
is devoted to silver-mirrored, indus- / ‘ ~ strength and additional stock for extra threads. This 

. > ,read 2nath rn] no s"yv-dutwy } 

trial reflectors for interior plant uses extra thread length, plus long, heavy-duty bolts and 
and shows the various types of equip- 
ment available to protect the light 
source against damage. Exterior light- 


lock washers prov 

GF13B for groun S uy No. 4 stranded AWG 
Fits %4" to 1” pipe and jround rods 
GF23 for conduit. Swiv : hub is adjust 


ing equipment cataloged includes 
; t iny position sapacities « 1s GFI13B 


water-proof, corrosion-proof flood and 
spot lights for tripod and bracket 
mounting in wattages from 400 to = 
1,000 watts. For a copy, write to Pitts- Bee JU -_ BATTLE CREEK, MICHIGAN 
burgh Reflector Co., 407 Oliver Build- 
ing, Pittsburgh 22, Pa. 


Electrical Fittings for Wire and Cable 


Schools, Colleges — Practical sug- 
gestions on reducing maintenance and 
power costs and protecting equipment 
and users are in a booklet titled, “Ideas 
on Electrical Convenience for School, 
College and University.” Wiring de- 
vices selected to meet the needs of _—, 
educational institutions are described , ay y 











heavy duty 


extension cord sets 
types of wiring devices listed are Cor- Wwe - Y. ER Eas at. ume connie 


, ary - , 2c — i ’ . " . | 3543 ist 16/2 SJ 
bin rotary lock switches that prevent | Wire Pulling Lubricant | lel 


by 


and illustrated. Among the many : DA 


unauthorized tampering with lights - 31545 SOM 18/2 $3 
— ii] 3546 25 tt 16/2 SJ 


and appliances. Copies may be ob- Only Y-ER EAS has all these features 3547 SOM, Nav? SI 


tained by writing to The Arrow-Hart |" oF see 0o7a. Ae 
/ < Creamy, non-corrosive lu- Individually cortoned—Pocked 20 


& Hegeman Electric Co., 103 Haw- bricant. Never greasy or to Stonderd Shipping Pockege 
Write for \ — 


thorn wt Hartford 6, Conn. descriptive messy. Tin j Push these rugged service units! 
booklet Prevents sticking or set- \ For Washing Machines, Refriger 
Fans, Portable Tools, Lawn 


Cord Sets—Wire cordage types and pe ting. Specially helpful on nia Shine ee 
‘ . : Si dd! dt ‘ ower ecg m rs, Busi 
cord set components are the subject + niger twee ae Sn ae Oes.. Sey eenee ee 
Ssh . i Does not run back on cord andord lengths; integral molded-on 
of a 30-page, 2-color catalog. Contains | cables. components. Female connector has double contact 
‘ a e msi ect connection. Moisture-proof 
64 photographs of facilities and some ee to hends strain-proof—Real GLUTTONS for PUNISHMENT! 
Yh i. a Sa ; . 3 ; or clothing. 
typical production cord sets. A special Permencatly acn-herntel industrial extension cord 
engineering section contains 118 sepa- | to cables or conduit. sets 
: : . : ALL-RUBBER components built to withstand crush 
rate dimensional engineering-drawings ing loads and impacts. Integral molded-on male 
. . . | ond female co ents, waterproof nd stroi 
of Cords Ltd. plastic and molded rub- sesistont. Uncquelied os power extension waite ta 
ber cord connectors, strain reliefs, Feed Rubber, Braid ar aN verge wee: Shle- 
% : 
x — ee he Os ome > » | es 3549 Sit 14/28 requiring 2-wire 
crotches and sockets. There are also | ¢ Cover Cables a ce owen 
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f 
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{ 





simplified tables showing maximum _ 
ampere and voltage ratings for various nugrovell VG OAS tained Gd Geeeered te he 3562 


rt 3563 
portable cordage and wire gauges with Underwriters’ Laboratories, tne Individvolly cortoned—Pocked 20 «OM Fequest 
typical appliance and industrial cordage AT ALL LEADING ELECTRICAL SUPPLY HOUSES |__'2 Standord Shipping Package 


and cord sets listed. Copies are avail- | I VW etectro coureene CO. be. CORN SH WIRE COMPANY, INC 


able from Cords Ltd. div., Essex Wire 


Corp, DeKalb, IL | =e) ')() (UC Street, New York 7, N.Y. 
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This NEW 
MARK-TIME 
automatic 
Time Switch 
has plenty of 


Sales Appeal 


i easily 
Mmstalled 
In i felselelge| 











turns lights, fans, 


heaters om or off 
automatically 


There’s a big market for this new 
Mark-Time Time Switch. Every 
home, every store needs at least 
one — probably several. 


The many applications include hall, 
porch, garage and cellar lights, 
heating units, attic fans, store win- 
dow lights, neon signs! 


This unit is easily installed in any 
standard rectangular wall box 
without special alterations — re- 
places the regular toggle switch. 


SPECIFICATIONS 


Series 9000 — Time ranges from 3 
minutes to 12 hours. 20-amp., 125 
volts, A. C. only. Available for ON or 
OFF type operation. HOLD feature also 
available — at HOLD position, current 
is on, but timing mechanism does not 
operate until knob is turned to time 
period. Wall plate is satin-chrome fin- 
ished. Attractively packaged. 


Write today for catalog sheet. 


mM. H. dite) >) 3m INC. 
4’ma HARTFORD 6, CONN. 
mA ARK-TIME) 

Manufactured and sold in Canada by 


SPERRY GYROSCOPE OTTAWA, Limited 
3 Hamilton St., Ottawa, Ontario, Canada 





| SALES AIDS 








Edwards Co., Norwalk, Conn.—Best- | 


selling popular priced bells, buzzers, 
push buttons and transformers have 
been built into a hardware dealers 
assortment. Display is made of heavy- 
duty cardboard, lithographed in three 
colors and varnished. The 10 in. wide 
by 15 in., high display is shipped com- 
plete, with merchandise 


may be hung on a wall. 
The Black & Decker Mfg. Co., 
fowson 4, Md.—Sander and polisher 


merchandising assortment comes with 
a free 4-color display stand. It is de- 


signed to attract the “paint-up, fix-up 
and clean-up” customers. Requires less | 


than 2 sq.ft. of counter space. 


Vaco Products Co., Chicago 11, Ill— 


Sales bulletin covers a new, complete | 


line of pliers and vari-board self- 
stocking merchandising display assort- 
ments. Will be sent postpaid to deal- 
ers, jobbers, distributors. Bulletin is 
designed to serve as a reference and 
guide for salesmen when customers 
inquire as to the proper pliers for 
doing a specific job. Sixteen illustra- 
tions cover 24 popular plier styles. 


Teal Corp., Irvington, N. J—Manu- 
facturers of outdoor lighting equip- 
ment have available a new color dis- 
play which exhibits a, new line of 
weatherproof garden lighting equip- 
ment. Suggested ways of illuminating 
zardens, patios, play and outdoor liv- 


ing areas are given. 


Minnesota Mining and Manufac- 
uring Co., St. Paul, Minn.—Point-of- 


purchase display is for use by electrical 


vholesalers. Features “Scotty the Elec- 


trician.” More than four feet high, the | 


trademarked “Scotch Boy” figure is 








WANTED 


experienced fluorescent lighting fix- 
ture sales engineer, by long-established 
Missouri manufacturer, to call on 
wholesalers, architects, engineers, and 
contractors in several Midwest states. 

aggressive 
commission. 


Excellent opportunity for 
salesman. Salary and 
Please advise full experience and quali- 
fications. Reply held in strict confi- 
dence. 


H. E. WILLIAMS PRODUCTS CO. 


mounted. | 
Easel provided for counter use, or | 








Carthage, Missouri 





[SLIP-ON GUARD 5. 


GETS-A-LITE GUARD and 
GUIDE 


Quickly and Easily Installed by 
Anyone — No Tools Needed! 


Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixure, as illus- 
trated. 
Made of 
wire. Nothing to break, get out of 
order or replace. Will last indefinitely. 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 
Nothing to unlock, fuss with or lock, 
when changing lamps. 
GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- 
abling maintenance man to change 
lamp in 10 seconds! 

¢ Available for 40 watt and 100 watt 
fluorescent lamps. 


Contact Your Electrical Wholesaler, OR 


indestructible spring steel 


GETS-A-LITE Company, Dept EW74 
3865 N. Milwaukee Ave., Chicago 41, Ill. 


MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 


LISTED 
and 
APPROVED 
by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Convenient pint, quart, 
% gal., gal. and 5 gal. cans. Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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CLASSIFIED ADVERTISING 


SELLING OPPORTUNITIES 





SALES MGR. WANTED 


National manufacturer of electrical conduit, fittings, 
switch and outlet boxes, and related products, has 
opening for an aggressive sales manager with proven 
record of ability. Excellent salary, bonus. Replies 
confidential 
Write SW 3205 
Electrical Wholesaling 
520 N. Michigan Ave., Chicago ti, Il 








REPRESENTATIVES WANTED 


Manufacturer of established line of exterior cast 
aluminum lanterns and extruded lantern posts with 
a variety of ornamental accessories needs representa- 
tives in choice territories. State territory covered 
and lines carried 
RW 3019 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, III. 








SALESMEN CALLING ON 


electric aprliance dealers 
LIBERAL COMMISSIONS! 
income potential 


Fully protected nationwide territories available 
Sell as a sideline a fully tested and accepted line 
of unique buying and selling aids for electric 

appliance dealers 
Box 1208, 217-—-7 Ave., N. Y 











CO): 10) me) 27.7 110)..: 
OPEN CLOSE - LOCK: DOORS, GATES 
Z Tons ally 


Efi bf 


IMMERCIAL 


RESIDENTIAL 


INDUSTRIAL 
& SPECIAL 


\ 


2) 
o- 


yx 


ROBOT APPLIANCES. INC 








REPLIES (Box. Ne iddress t 
VEW YORK 30 HU 42nd St 
CHICAGO 2 N. Michigan 
SAN FRANCISCO: 68 Post St. (4 


SELLING OPPORTUNITIES OFFERED 
WANTED, DISTRIBUTOR covering 


manufacturers. Stock and sell reinforced 
glas flat sheet. Competitive with phenolic 
Nationally known manufacturer x 773 
Wholesaling 








electrical 
fiber 

sheet 
Elec 


trical 


WANTED 

tive covering 
state of Missouri 
listributors to 
» riace 


MANUFACTURERS Representa 
southern Illinois and the entire 
Calling on electrical wholesale 
sell high-quality line of Hinge Cover 
Screw Cover Pull Boxes, Trans 
ets and special cabinets made to order 
plying state territory covered and present 
‘he Huenefeld Co. Engineered Prod 
01 Spring Grove Ave., Cincin 


toxes, 
ne abit 


fort 
Wher 
nati 
ountry's 


hxture manutacturers 


sive salesmen exper 


leading residential lighting 
seeks experienced exclu 
‘ ienced 
with allied lines for the following territories: Va 
m. C., DS. € Wis., Minn., N. Dak., S. Dak 
Neb., lowa, Kan., Mo.;—Okla., Ark., La., Tex 
Send complete resume ith first letter. RW 
Electrical Wholesaling 


SELLING OPPORTUNITIES WANTED 
TURERS Agent 


ti 


sales representatives 


3150 


FAC 
states 
good ne t sell jobbers RA-219 Fle 
Wholesaling, 330 W. 42nd St., New York 3¢ 


AGGRESSIVE MANI 


g Southeastern desires one a 


SALES AGENCY aggressive firm with 
covering wholesalers New York & 


secks line. RA-2394, Electrical Whole 


rOP MAN 


experience 


wholesaling 
field. Good 
lobbers and 
Oregor 


with 25 electrical 
desires te enter agency 
following and well acquainted with 
Contractors in Washington and 
ences on request. Reply Box RA 

W holesaling 


years 


Refer 


Electrical 
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being used for the first time in the 
promotion of the line of electrical 
products for the contracting mainte- 
mance trades. The floor display is 
molded in 3-D and is illuminated with 
flasher unit. Actual 
samples of six products in the line 
are incorporated. Accompanying the 
display for free distribution in an 
illustrated folder describing each of 
the contracting and maintenance line 
products and applications. 


BOOK REVIEWS 


an automatic 














Heating, Ventilating, 
Air Conditioning Guide, 1954 


The American Society of Heating and 
Ventilating Engineers 

Vol. 
Contains: a technical date section of 
reference material on the design and 
specification of heating, ventilating 
and air conditioning systems; a manu- 
facturers’ catalog data section contain- 
ing essential information on modern 
equipment; and complete indexes to 
both the technical and catalog data 
sections. 


1616 pages 


The Technique of 
Handling People 


by D. A. Laird, E. C. Laird 
McGraw-Hill Book Co. 

New York 

Eleven helps for your human relations 
Shows you how to deal with people 
successfully, and, by employing illus 
trative examples, demonstrates how 
the 1] applied 
Devotes a chapter to each of the rules 


ask 


be brief, confident bearing, directness, 


techniques can be 


which are as follows questions, 


earnestness, friendliness, good-finding, 
harness criticism, increase others self- 
esteem, jingle praise, and know your 
people. 


189 pages; illustrated with graphic 
cartoons 


FLUX 


for 


SODERING 

BRAZING 

WELDING 
a 


L. B. ALLEN CO., INC. 


6701 Bryn Mowr Ave. 
Chicago 31, U. S$. A. 


SWITCH 


AND 


WALL 
PLATES 


Packed in in- 
dividual enve- 
lopes with 
screws 
Chrome, Brass, 
and Wrinkle 
Finished 
Plotes. 

> 
Industry's No 
1 pletes at 
competitive 
prices — heod- 
quarters tor 
satisfaction 
and economy 
Buy from this 
reliable source 
Get info on 
complete 
HONER line of 
Plates. 

> 


NOTHING TAKES THE PLACE OF STEEL 


ONER MFG. CO. 


115 S. Clinton St. Chicago 7, Ill. 
RA6-7662 








Jocks . . props shores 

horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN 
EFFICIENT WAY! 
unreel cable, 


Reel or 
rope with 


11 
Yo" 
<7, ROLL-A-REEL 


wire, 


Simple, strong, eos 
ily handled stand 





for your reels to 
save time and labor 
Adjustable slots for | 
wide voriety of ree! 
sizes 
2,000 ibs. cop. 37.50 
4,000 ibs. cop. 75.00 
f.o.b. Cincinnati 


Style A: 
Style B 


Write for details of jobbing propo- 
sition. Generous discounts. 


ROLL-A-REEL 


1180 SYCAMORE AT CENTRAL PARKWAY 


CINCINNATI 2, OHIO 














FURNAS ELECTRIC 


@ A Cost Saving Catalog of 
Electric Motor Control. 


@ Many New Control items 
Listed. 


YOU SAVE 


with the right control for the job. 
Now with in-between sizes in the 
magnetic starter line, you buy and 
pay only for the capacity you need. 


The new catalog includes drum 
controllers designed for your re- 
quirements. These durable, eco- 
nomical controllers are for manual 
operation of reversing and multi- 
speed motors. Also time tested, de- 
pendable pressure switches for air 
compressors and water systems. 


- 
. 
Se. 
ce 
ce 


for this new catalog to 
help you save money when 
buying Electric Motor Con- 
trol. Furnas Electric Company, 
*. 1069 McKee St., Batavia, Ill. 


. 
. 
. 
. 
. 
- 
. 
. 
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The Largest Seiling 
Friction Tape ie 


Guaranteed not to dry out, won't 
ravel at edges. Exceeds all specifi- 
cations for dielectric strength, tensile 
strength and adhesion. 








The Finest 
Plastic Tape 


Resists abrasion, water, acids, corro- 
sion. Makes a neater, quicker job. 
Individually packaged in one 66 ft. 
roll, in pocket-size metal can. 


/ 


Sold only through 
recognized wholesalers. 


‘ 


| / | a 
‘(PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 


CANTON, MASSACHUSETTS 








When You've a special job to do 


Possibly you never thought of Manufacturers’ salesmen 
as assistant salesmen to you—but isn’t that just what they 
are when they are helping you close some deal for the type 
of product or material they sell? 

Suppose you should run into a little trouble in closing 
a fuse order—or you know where a worthwhile fuse order 
is being considered—and you feel that some outside assist- 
ance would help you cinch the deal—that’s the time to 
remember the BUSS Fuseman in your territory. 

He not only knows about fuses but he has a good 
knowledge of the whole problem of electrical protection. 

In addition he is continually getting new ideas and 
material from the factory to help him help you. 

He wants you and your house to make profits—so put 
him to work whenever you need him. He will welcome 
your requests for assistance on any question of electrical 


protection. 
Another place to get selling ideas 


If you will occasionally refer to the BUSS Bulletins in 
your binder you will be able to keep your sales story on 
BUSS Fuses, FUSETRON Fuses and Fustats up-to-date 
and effective. 

All BUSS Bulletins give sound selling information on 
the type of fuse to which they refer. 

And again here, the BUSS Fuseman can help you. Ask 
him to check your binder to be sure you have the latest 
BUSS Bulletins. There is no need to take a chance on 
bungling a sale because you haven't the latest informa- 
tion on hand. 


BUSSMANN MFG. CO., Division McGraw Electric Company, ST. LOUIS, MO 


ANOTHER 
OUTSTANDING 

DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES FOR INSTALLATION THROUGHOUT THE ENTIRE E 
a Ta ¢ 


Pa om. ty 











sell with FUSETRON fuses 


. Protect against short-circuits. 
. Protect against needless blows 


caused by harmless overloads. 


. Protect against needless blows 


caused by excessive heating—lesser 
resistance results in cooler opera- 
tion. 


. Provide thermal protection — for 


panels and switches against damage 
from heating due to poor contact. 


. Protect motors against burnout over- 


loading. 


. Protect motors against burnout due 


to single phasing. 


. Give DOUBLE burnout protection to 


large motors — without extra cost. 


. Make protection of small motors 


simple and inexpensive. 


. Protect against waste of space and 


money — permit use of proper size 
switches and panels. 


. Protect coils, transformers and sole- 


noids against burnout. 





LECTRICAL SYSTEM 








